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The war has brought real opportunities for Webster dealers to 
sell more carbon paper and typewriter ribbons than ever before. 
By intelligent selling, you can open up many big accounts. Con- 
sider these advantages you enjoy: 
J. Webster products are available to all essential business. New 
allocation and use control assures your replacements. 
2. Competition is less keen, and the Webster selling organization 
remains intact. It is available for quick and efficient service. 
"4 You have Webster stocks on hand. Thus you can provide prompt 
delivery to all your customers. 
G, W ebster products are famous for quality and quality products 
are in special demand. Use these leaders to win a larger share of 
the carbon paper and typewriter market: 
? 
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{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 


and earnest consideration. 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year,$2.00;two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50; 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office of Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 
{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 
{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
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upon application—only ar- 
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or directly related products 
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ent Office, Washington, D.C. 
COPYRIGHT. Contents 
covered by Copyright, 1942, 
by the Office Appliance 
Company. 








These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 
They do, however, offer their services in resolving any disagreements which result from relations established 


customers 
through the journal 
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+ Agreed ‘ |) THE SERVICE BUREAU ~ 
oreo Hn ve « >. »ACK cover 
Corry-Jamestown Mfg. Corp.....133 of Office Appliances is maintained for the exclusive U. S. Typewriter Ribbon Mfg 
bitin t D _ use of subscribers and advertisers. In the execution c 1 
' of its various commissions this bureau calls upon 7 eee 
Cramer Posture Chair Co 136 : , of Ss ir Bonds—Stamps 172 
— ” sate practically every member of the staff. It answers by | ’ 
Cushman & Denison Mfg. Co... 4 personal letters all inquiries upon matters germane to \ 
D the field, it furnishes special reports upon articles of | Vail Mfe. Co 141 
aco Card @ Index Co 170 office equipment, supplies names of manufacturers of } \ D ates 14 
. . . - -"s ° ° ar VKe ndustries b 
D — ed te any article wanted, puts man and job together, pre- | 
arne orp tt Loc +s ° . - . ° - f + 
pares advertising copy, furnishes list of desirable | Veit Mfx. ( It 
Dawn Mfg. Corp., The 152 agents and dealers in nearly every country, aids for- | Vietor Safe & Equipment Cx 
Dayton Stencil Works 168 eign dealers in securing U. S. A. lines, and in many _ | 0. 148 
lountion Rite .Co 147 other ways performs useful service, all without charge. | ' p - 
p _B a Subscribers in every land have made, and are making, 
ick 3 ( } " . . Ha ™ 
good use of this bureau; manufacturers in every sec- HHH W 
Dictaphone Corp : tion of the field have evidence of its proved value. jj “ » Mix. ¢ a 
" . . . . . - . . - 4 i { i4:? 
Diebold Safe & Lock Co Subscribers’ requests for catalogues to bring their files W I 
“ete oie , S ( ) 
Domore Chair Co., Inc 121 up to date, or to replace the file in case of fire or . 
Downey, C. L., C other form of destruction, are broadcasted in a bulle- W Mfg. | 03, 4, 5, € 
tin which is mailed frequently to leading manufac- Wi Jones C 
E ot turers. W ond. c 16¢ 
Eaton Paper Corp lt 
Ehrlich Upholstery Wor Be y 
Yawman and Erbe Mfg. Co 3 





Esterbrook Pen Co The 167 
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For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 
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Letter Trays (See Desk Tray 


Library Equipment 
Art Metal Construction ( 
Art Steel 1 
Corry-Jamestown Mfg Corp 


The....78 


Saies Cor 
General Fireproofing Co., 
Globe-Wernicke Co 
Peerless Steel Equip. Co l 

Security Steel Equipment Corp 98 
Shaw-Walker Co 119 
and Erbe Mfg. Co ) 


The 81, 8 


Yawman 


Lithographed Continuous Forms 
Hano, Philip, Co Ine 64 


Lockers and Storage Cabinets 
Anderson-Hickey Co 134 
Art Metal Construct 0 1 
Art Steel Sales Corp 112 
Browne-Morse (Co 
Colonial Office Furr 
Corry-Jamestown Mfg 
General Fireproofing Co 
Globe-Wernicke Co The 81. 8 
Lyon Metal Inc 9 
Pronto File Corp 62 
Security Steel Equipment Cor; 8 
Shaw-Walker Co 119 
Yawman and Erbe Mfg. Co Q 


Locks, Drawer, Showcase, Ete 
Wonder Lock 16¢ 


Loose Leaf Books & Systems 
Aigner, G. J., Ce 
Boorum & Pease Co l 
National Blank Book Co 
Sheppard, The C. E., C 164 
Stationers Loose Leaf (¢ 8 
Wilson-Jones Co ’ 


Loose Leaf Sheet 
Markilo Co 





iture Co l 
Corp 13 


rhe ...78, 79 


Products 


Covers, Celluloid 


Loose Leaf Metals and Devices 
Sheppard, The (¢ E 
Wilson-Jones Co 

Mail Distributors 
Bristow Stanley R 170 
Globe-Wernicke ¢ The Se 
Victor Safe & Equip. ( 0, 148 

Manifold Books & Business Forms 
Hano, Philip, Co 64 
Newport News Forms ¢ Ir 


to 


Map Tacks 
Graff, George B., ¢ 
Moore Push Pin ¢ 
Maps, Globes, Ete 
Rand MeNally & ¢ 


Matched Office Suites 


Art Metal Constru ( 
General Fireproofir { The 
Globe-Wernicke The 
Leopold Co 
Shaw-Walker Co 
Sloane, W. & J 
Memorandum Books 
toorum & Pease Co 
National Blank Book Co 
Rockwell-Barnes Co 
Wilson-Jones Co 
Memorandum Devices 
Bates Mfg. Co 
Bristow, Stanley R 
Mending Tape 
Dennison Mfg. Ce 
Warshaw Mfg Co 
Metal Badges, Checks, Tokens, 
Dayton Stencil Works 
Meyer & Wenthe, Ine 
Moisteners 
Metal Specialties Mfg Co 
Rivet-O Mfg. Co 
Sengbusch Self Cl. Inkstand 


Numbering Machines 





Amer. Numbering Machine Co 

Bates Mfg. Co 

Melind, Louis, Co 

Roberts Numbering Mach. Co 
Office Partitions and Railings 

Globe-Wernicke Co The 
Pads, Figuring 

Boorum & Pease ( 

National Blank Book Co 

Rockwell-Barnes ¢ 

Wilson-Jones Co 
Paper 

Eaton Paper Cory 

Rockwell-Barnes (C¢ 
Paper Clamps 

Automatic Pencil Sharpener Co 

Cushman & Denison Mfg. Co 

Esterbrook Pen (« Ine 

Hunt, ¢ Howard, Pen ( 
Paper Clips 

Cook, H. C Co 

Cushman & Denison Mfg. Co 

Graff, Geo. B Co 

Vail Manufacturing Co 
Paper Fastening Machines 

Ace Fastener Corp 

Acme Staple Co 

Automati Pencil Sharpener Co 

Bates Mfg Co 

Hotchkiss Sales ¢ 

Markwell Mfg Co 

Neva-Clog Products In 

Speed Products (C« 

Victor Safe & Equip. Co 0 
Paste (See Inks Adhesives, Et 
Pencil Sharpeners 

Automatic Pencil Sharpener ¢ 

Graff, Geo. B Co 

Hunt, ( Howard, Pen Ce 
Pencils, Mechanical 

Carter's Ink The 

Parker Pen Co., The 

Rite-Rite Mfg. Co 

Sheaffer, W \ Pen { 
Pencils, Wood Cased Lead 

Linton Pencil Co 
Penholders 

Esterbrook Pen Co Inc 
Pens, Steel 

Esterbrook Pen Co Inc 

Hunt, C. Howard, Pen Co 

Sengbusch Self Cl. Inkstand ¢ 
Pins and Pin Containers 

Vail Mfg. 

Platens, Typewriter 

Amer. Writing Mact Stores Di 

Ames Supply Cs 

Bethel Mfg c 
Postal Scales 

Hanson Scale Co 

Triner Scale & Mfg. Co 
Presentation Covers 

Oxford Filing Supply Co 
Publishers 

British Stationery Exporter 
Punches 

Amer. Engineered Products Co 

Bates Mfg cx 

Boorum & Pease Co 

Globe-Wernicke Co The 8 

Metal Specialties Mfg. ¢ 

National Blank Book (< 

Wilson-Jones Co 
Push Pins 

Moore Push Pin ( 

Ribbons and Carbons 
Allen & Co 
Amer. Writing Mach. Stores Diy 


Ete 














\ Ss ‘ 
I R & Carbon ( 
Ca r Ink ¢ Tt 
( Mr ( 
( > am Mfg 
I Ss Ribbon & Car a 
Ma S ] cc 
Mi & Volger, I 
New] ‘ } ms ( 
oO I I & Cart Co 
I ( & Rib. Mfg. Ce 
I K Imperial Mfg 
I [ }P Co 
R rypewrits Co Inc 
St n-Ward Mfg. Co 
Storr H. M Ce 
t “ I tt Fisher...Back ¢ 
U. S. Typewriter Ribbon Mfg. Ce 
Webster, I Ss Co 
Rubber Stamps 
M nd, Louis, Co 
Meyer & Wenthe, Inc 
Ruling Devices 
Amer. Engineered Products ¢ 
Safes 
Art M Construction Ce 
D ld Sa & Lock ( 
General | proofing Co The 78 
Glot Wwe k Co The 81 
Shaw -Walke Co 
ctor Safe & Equip. Ce 0 
Yawman a! Erbe Mfg. Co 
Safes, Used 
Acme 8S ( 
H Ma n ¢ 
Scrapbooks 
Globe-Wernicke Co The 8] 
We Mfg. (¢ 
Secretary Desks 
Art Metal ¢ struction Co 
Genet Fireproofing ¢ The 78 
( We k Co rm ‘ 
I ss Ste Equip. ¢ 
Ss v-Walk Co 
Shelving 
Art Metal Construction Co 
B ‘ Mors Co 
‘ Jame wn Mfg. Corp 
G ral Fireproofing (C« The.._78 
Glot Wernicke (<¢ The . 
Lyon Metal Products, Inc 
Security Stee Equipme ( 
Shaw-Walker ( 
Sorting Devices 
Br ¥, Stanle RK 
Stamp Pads 
Bates Mfg ( 
Ca t Ink ¢ The 
M Lou ( 
M & Wer € Ine 
I ps Proces Co 
R O-Mfs ( 
RK Barne ( 
\ Safe & Equip. ¢ 
Stands for Office Machines 
iY Si ly e 
A Hickey (¢ 
\ Stee Ss ( I 2 
I Furr } ( 
( il | I ( It ba 
G Wer k ( The g] 
Ha ( 
Meta ind ¢ 
Peerless Stee Equip. ¢ 
Shipman-Ward Mfg. ( 
Sturgis Posture Chair C« 
I M l Fu e ¢ 
Staple Extractors 
Ace Fastener Corp 
Met Spe alties Mfg ( 
Staples and Stapling Machines 
\ Fastener Cort 
A Stapl Co 
I Mf ( 
H k S s ( 
Markwe Mf ( 
Metal S Mfg. ( 
N i-( I lucts Ir 
Ss 1 Pro s Cory 
\ Manuf ring ( 
Stencils, Brass 
Da Stencil Work 
Stenographer’s Note Books 
National tlank Book Co 
Rockw Barnes Co 
Stools 
H r Cort 
M Istand ( 
r M Fur ire Co 
Storage and Transfer Cases 
Ar Metal Construction ( 
Art Stes Sales Corp 2 
Box Co 
( I & CX 
Miz ( 
Mors ( 
( Mfg. Corr 
G i oOfing ¢ Tt 78 
G rnick Ce TI 81 
( Syste & Supply 
H Mfg ( 
Imy 1 Methods Cx 
P Ste Equip. (¢ 











P » File Corp 62 
Rockwe tarnes Co 56 
Security Steel Equipment Corp 9&8 
~ v-Walker (Ce 119 
VW Mfg ce 103 } g t 
Yawma! und Erbe Mig. Co 4 
Strong Boxes, Fire Protected 
Diebold Safe & Lock Co 111 
Tables 
Art Metal Construction Co 91 
Browne-Morse Co 110 
Corry-Jamestown Mfg. Cory 13 
General Fireproofing ¢ It 78, 79 
Glot Wernicke (« I 81, 8 
Lyon Metal Products, Inc 95 
M hler sros Co 134 
Peer] Steel Ex Co 135 
St. Johr Table ¢ 131 
Shaw-Walke ce 119 
V r Safe & Equip. ¢ 0, 148 
Tags 
Dennison Mfg. Co 147 
Tax Accounting Systems 
Ideal System Co The 157 
Telephone Accessories 
Bates Mfg. Co 19 
Victor Safe & Equip. ¢ 50. 148 
Telephone Stands 
Art Metal Construction Co 4] 
Art Steel Sales Corp 112, 113 
General Fireproofing ¢ The....78, 7 
Globe-Werniec Co The 81, 8 
Nucraft Furniture Products l 
Peerless Steel Equip. Co 135 
Shaw-Walker Co 119 
Yawman and Erbe Mfg. Co " 
Thumb Tacks 
Graff, George B., Co 60 
Ticket Holders 
Vail Manufacturing Co 
Trimming Boards 
Amer Engineered Prod s ( ? 


Amer Photo L 


Photo Materials ¢ 

Type, Typewriter 
Amer. Writing Mact Stores Div 17 
Ames Supply Co i4 
Shipman-Ward Mfg. Co lf 


Typewriter 


Cleaning Material 


Amer. Writing Mact Stores Div 47 

\ Supply ¢ 14 

Cla pe Co 70 

M & Volger, In 

R O-Mfg ( 168 

Shir in-Wa Mfg Co 

Wet er } s Co p 4 
Typewriter Cushion Keys 

Amer. Writing Macl Stores D 47 

Ames Supply Co 14 

Peerless Key-Imperial Mfg. C¢ 

Shipman-Ward Mfg Co 

Speed Key Mfg. Co. 168 

Speed Products Ct t 


Typewriter Cushion Knobs and Bases 








American Hair & Felt C 
Amer. Writing Mach. Stores Di i 
4 Supr Co 1 
Fox, George | & ¢ 2 
P ss Key-Imperial Mfg. ¢ 
Shipman-Ward Mfs ( 
Typewriter Parts and Tools 
Amer. Writing Mach. Stores Div 17 
Ames Supply C 44 
Shipman-Ward Mf ( lt 
Typewriter Tables 
See Stands for Offi. Mact 
Typewriters, Mfrs. of 
Royal Typewriter ¢ 
Smit L. ¢ & Corona Type 
Underwood Ell Fisher. Back ¢ 
Typewriters, Rebuilt and Used 
Amer. Wr fach. Stores Di 47 
Shipman-Ward Mfg ( 1 
Visible Systems Equipment 
Act Visit Record Ir 
er, G J ‘ f 
\ Metal Constru ( 
\ matic I & Index ( 8 
B r ase Ce l 
D & Lock ( 11 
G Wer k ( i 81. & 
M s S e & Equi t Co..170 
N il Blank Book ¢ 
Ss w-Walker ( 19 
Ss ard, ¢ I ( 
S Loose Leaf Co 8 
V Saf & Equiy Co 0 , 
W Jor Co 
Yawman and Erbe Mfg. ¢ ‘ 
Wardrobe Racks 
Vogel-Peterson C 
Waste Baskets 
Art Steel Sales Cory 2 ] 
Cort 
( TT 78. 79 
Tt 81. 8 
1 
Ce ] 
119 








_WANTS AN 


) TOR SALE 


The rate for classified advertisements is eight cents a word, minimum charge, $1.0U. 


SITUATIONS WANTED 


OFFICE SPECIALTY MAN with wide experience as salesman, branch 
manager, and sales manager, is open for new connection. Activities 
have covered nearly all U. 8S. except Rocky Mountain and Pacific Coast 
territory. Good personal salesman and good at building sales organiza 
tion. Excellent at applying merits of product to customer's needs. Will 
consider any good office line First preference as to territory would 


be East but will go wherever opportunity is presented Address J-195, 
care Office Appliances, Chicago. 

DEALER CONTACT CONNECTION 
years office specialty experience, the last 


WANTED by salesman with fifteen 
two-and-a-half developing and 
manufacturer 


servicing dealer business for prominent office equipment 
Well grounded in systems work. Capable of handling sales from home 
office or branch, but definitely interested in selling to and working with 


type of operation. Pre 
J-196, care Office 


success in that 
request Address 


dealers because of outstanding 
fers Middle West References on 
Appliances, Chicago ; 
ee SALESMEN WANTED 

OUR COMPANY is an outstanding company in our field. We are National 
advertisers and have a National selling organization We are doing 
defense work but we are maintaining our selling organization. 
We have lost some of our good men for military work and we are 
interested in receiving applications from capable men with families 
who are honest, reliable and who have a good record. Sales record can 
be either in a store or on the road as we train our men thoroughly 
want to improve their positions 


also 


We are interested in younger men who 

or in capable salesmen who have an excellent record but who have 
been curtailed because of war conditions Send us complete informa 
tion concerning yourself if you expect a_ reply Write X-281, care 


Office Appliances, Chicago 


OPPORTUNITY. We that 
a man experienced in opening dealerships 
plan) and delivering the specialty 
PRODUCT: A. basic office supply specialty 
and local advertising—-the most complete in our 
business history and per 


spells it Our opening is for 
(ours is an ‘‘exclusive’’ dealer 
assistance that develops dealers 
SUPPORT. National trade 
industry COMPEN 


have the job 


SATION Salary and expenses. Give us your , 
sonal facts in detail Send snapshot (not returnable) COMPANY 
RATING AA plus Al Address X-280, care Office Appliances, Chicago 
SALESMEN WANTED—Well-known manufacturer of bank passbooks 


sideline opportunity to a limited number 
salesmen Use of patented machinery 
We make all styles of 
also all styles of 
plan will enable you 
complete information 


and checkcases offers unusual 
of bank supply and stationery 
permits quoting low prices on super-quality line 
including N.C.R. and Burroughs machine 
check cases Impressive sales portfolio and selling 
to produce results immediately Write today for 
Address X-282, care Office Appiiances, Chicago 
rwO SALESMEN WANTED Salesmen to handle office furniture De 
partment of large top rated house Large quantities of steel files and 
visible equipment and complete Wood-lines in stock Exclusive agency 
in Delaware for Do/more, Shelbyville Wernicke, Marble Shattuck 
and others. Also—a SALESMAN for general stationery supplies, systems, 
et Write stating age, experience and classification Address X-283 
care Office Appliances, Chicago 

AN EXCELLENT SIDE LINE or part-time line 
Sales Promotion Envelopes, folders 


passbooks 


Globe 


Selling filing and mail 
pockets and covers to 


ing and ; 
City and County 


Banks, Insurance Companies, Lawyers, Accountants, 

Departments on a liberal commission basis Exclusive territory open in 
many cities and states Write fully about yourself Address X-278 
care Office Appliances, Chicago 

SALESMEN WANTED To sell a most complete line of albums for 


attractive and low in 
Index Company, 


most 
Amberg File & 


These are 


commercial 
‘ omple te 


purpose s 
details 


photo and 
Write for 


price 
Kankakee, Illinois 
4 REAL OPPORTUNITY for a high class mechanical specialty dis 


Peoria or Grand Rapids territory, experienced 


tributor or salesman for ‘ ; 
industrial equipment Write details 


in selling office, shipping room and 


Address X-279, care Office Appliances, Chicago 
SIDE LINE SALESMAN—earbon paper—ribbons—-inks—very attractive 
proposition—well established firm Burns 1517 Central Avenue, Far 


Rockaway, N. Y mee ¢ 
: MECHANICS WANTED 

ADDING MACHINE and/or TYPEWRITER MECHANIC—Competent to 
tuke charge of well established service in medium size city and sur 
rounding territory in Michigan Good salary, commission and bonus 
A real opportunity for right man Address X-284, care Office Appliances 
Chicago 

ONE EACH Mechanik 
ability for complete line susiness Mac! 
ypewriter Exchange, Muncie, Ind 


WANTED 


sales 
Muncie 


Mechanic with 
proposition 


Salesmar Combination 


ines Good 


northern Penn 
Give complete 


mechanic by established 


plus commission 


Experienced adding 


svivania dealer Salary and expenses 





information with references Address X-285, care Office Appliances, Chi 
cago 

Mechanic Adding Machir Calculators and Typewriters Must be 
good $50.00 to. start Business Equipment Company, 160 Larned 
Detroit Michigan 

ADDING MACHINE MECHANIC. also Typewriter, Addressograph, Multi 


graph Mechanic. Good salary Pruitt Office Machines, 425 N. La Salle 
Chicago 


REPRESENTATIVES AVAILABLE 
MANUFACTURERS—are you t business? We offer a 


thorough coverage by reputable organization with many years 
Government experience on either dealer or manufacturers repre 


getting Government 
sales 


selling 


sentative basis General Schedule items or open market contracts 
\ B LaFleur sales manager Wilco 1400 T Street, N Ww Wash 
ingtor D. ¢ 


with twenty-five 


SPECIALTY LINE WANTED for Chicago Salesman 


vears experience selling and servicing office machines seeks new office 
specialty Experience includes copyholders, stamp affixers, sealers and 
duplicating machines All sales have been personal solicitation direct 
to user Interested in any ine that offers good sales possibilities 
Address J-197, care Office \ppliances, Ctl ig 





MANUFACTURERS 
out New England is 
supplies Well equippes g1 
Address J-198, care Office Appliances 


MANUFACTURER'S REPRESENTATIVE—with wl 


REPRESENTATIVE wit valuable contacts through 
position to |} additional line of office 

1 to give first-class service on any line of merit 

Chicago 

following Sta 


olesale 


tionery and Typewriter Trade—California, Arizona, Nevada, Utah. Colo 
rado—desires additional Factory Lines Deferred Draft Classification 
Write J-199, care Office Appliances, Chicago 


TUNITY FOR SOMEONE 
, Store for sale 


WASHINGTON COMPANY, a small but efficient organization with many 
years experience in Government sales, wishes to contact a manufacturer 
who needs Army and Navy business. Address J-200, care Office 
Appliance, Chicago 

RETAIL BUSINESS OPPORTUNITIES 
Mimeograph and Letter Service. Well established and 
Iowa educational center. Shows nice _ profit. 
Modern equipment and complete stock. An opportunity with unlimited 
possibilities for either man or woman Reason for selling—military 
service Will sacrifice for immediate sale. $1900 will handle if taken 
at once. Address X-277, care Office Appliances, Chicago. 

OFFICE SUPPLY & EQUIPMENT STORE FOR SALE—REAL OPPOR 
Well established office supply and equipment 
Sale includes franchise on Royal Standard and Portable 
agencies, Allen Wales Agency and many other exclusive agencies. 
Store is 100 miles from Chicago, in Illinois, and is exclusive locally and 
in quite a large area. Stock inventories at $8,000.00. Must sell at once 


some 





FOR SALE 
crowing business in an 


due to expected induction inte service. Will help with store until 
ealled. Stock is clean, staple, saleable merchandise. Employ two clerks, 
have no mechanic at present Large repair and service income. Small 


overhead. John A. Stih, 815 First St Salle, Illinois. ~~ 
~ WANTED TO BUY RETAIL MACHINE BUSINESS 

TWO OFFICE MACHINE MECHANICS of 20 years’ all around experi 
ence, With clean records and now employed midwest territory, interested 
in purchase or management of office machine establishment. We know 
the trade—interested only in reputable, going concern. Will make fair 


rental 
ent 





offer. Address X-276, care Office Appliances, Chicago. o> s 
FOUNTAIN PEN REPAIRING ~~ 
Welty’s Repair All Makes FOUNTAIN PENS, ‘‘Vaku-um"’ Pens, Desk 
Pens, Pencils, ete., repaired at standard prices. We especially feature 
“CONKLIN,” SWAN, WATERMAN, WAHL, PARKER, WELTY, 


MOORE, ete., but can repair all other makes. We feature 
Points and Repairing. Mail all makes to ONE place for 
(Est. 1904) Welty Pen and Repair Co., 38 8. State 


SHEAFFER 
Gold Pen 
better service 








== 


ADDING MACHINE PARTS, TYPE, ETC. 
STOCKS of new and used Adding and Calculating Machine Parts 

Quotations furnished on specific parts upon request. I. A 
1643 101st Ave., Oakland, Calif. 


LARGE 
available 
Dehn, dr 





a fe mn a 
TRADE SCHOOLS 
WEBER TYPEWRITER-MECHANICS SCHOOL, A simplified Practical 
Homestudy Course Our students now operating their own business. 
Division 2, Canton, Ohio 
SALES LETTERS 
LETTERS WILL BUILD SALES: For years I have built letters that 
pull sales You need them more than ever now Send me your data 


letters, or unsuccessful letters for reshaping. Particulars on 
Address H. M. Goldthwait, 1659 Broadway, Denver, Colorado. 
FOR SALE AND WANTED TO BUY, USED EQUIPMENT 
ELLIOTT-FISHER, Burroughs, Moou Hopkins, Adding-Calculating Ma 
chines, Dictaphones, Ediphones, bought and sold, Chicago Office Ap 
pliance Co., 529 8S. Wells St., Chicago 

ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Bur 
roughs and Monroe Calculators, Typewriters and all office machines 
bought and sold reeter-Warsh Co., 849 N. 3d St., Milwaukee, Wis. 
BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Machines, 
Comptometers, all makes calculators bought and sold. Dorrell-Markel, 
93 S. 11th, Minneapolis, Minn. 

BU RROUGHS— Duplexes, Moon Hopkins, 
All types office machines bought and sold 
644 Liberty Ave., Pittsburgh, Pa. 


for new 
requuest 


Bookkeeping Machines, Kardex 
Fort Pitt Typewriter Co., 


BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting 
Machines, and everything in the office machinery line. State model, 
serial number and we will quote highest cash prices. International 
Office Appliances, Inc., 326 Broadway, New York City 


adding machines 
Crowley Company, 434 


machines, calculating machines, 
bought and sold WwW. J 
Wis. 


ELLIOTT-FISHER 

all office equipment 
Caswell Bldg., Milwaukee, 
ADDRESSOGRAPHS, Duplicators, 
Folders, Typewriters, Adding Machines 
Circular. Pruitt Office Machines, 527 Pruitt 
DICTAPHON ES— EDIPHON ES—Foremost 
and purchases of dictating equipment 
Dictating Machine Co 235 Fifth Ave., 
KARDEX, ACME, all 

of reconditioned cabinets 


Sealers, 
Making 


Dictaphones, Multigraphs, 
Write for FREE Money 
Bldg., Chicago. 
specialists in rebuilding, sales 
Write for catalog. American 
New York, N. Y. 

filing equipment. Thousands 
Special service 


makes used visible 
panels, books, always on hand 


and prices to dealers for purchase or sale. Get our quotations. Chas 
S. Nathan, In¢ 548 Broadway, New York. 

KARDEX, ACME, POSTINDEX, etc., visible filing equipment of all 
types bought and sold We specialize in this field and offer full co 
operation to dealers. Commercial Card System, 135 Grand St., New 
York City 

GUARANTEED REBUILTS, KARDEX, other visible systems, attrac 


tively refinished, thoroughly rebuilt for years of additional service. mod 
erately priced Used equipment also bought and exchanged. Universal 
Office Equipment Co., 561 Broadway, New York N 4 


WANTED TO BUY Friden Calculating Machines, G. L. Rogers, Ine 
407 South Dearborn Street, Chicago 

WANTED TO BUY FOR CASH-—International 
dress X-286. care Office Appliances, Chicago 


VISIBLE EQUIPMENT bought, sold and exchanged. 


Payroll Machines Ad 


We specialize in re 


built Kardex Acme and International Visible Factograph cabinets, as 
well as other makes We can supply new improved brass shift rods 
(that will not break). for International cabinets, also cards and card 
holders. Have available credit authorization equipment in one line tube 


panels, and 5x1% pocket panels, for reasonable prices. Write and tell 
us what Visible Equipment you need or have for sale. Special prices 
to Dealers. E. H. Heineman, 4 North Eighth Street, St. Louis, Mo. 
FOR SALE—1100 boxes paper, black, blue, purpie, 
quality Must dispose of at special price per box of 
all or part. Burns, 1517 Central Ave., Far Rockaway, N. Y 
FOR SALE—One 36-Inch Rotary Card Cutter. brand new 
Original price $1,227.00 test offer takes it Imperial Methods Com 
pany, Forest Park, Illinois 
Want to buy Typewriter 
Lamb, Philip, So. Dak 


excellent 
100 sheets 


carbon 


once, 


tobinson 


Ribbon Spooling or Winding Machine. T. N. 











BUSINESS OPPORTUNITIES 





New Kansas City Company Seeks Catalogues...The Cramer-Evans Desk 
and Safe Company, a newly-launched firm which will Operate at 1414 
Grand avenue, Kansas City, until moving into permanent quarters next 
October, is seeking catalogues, price lists and other literature from manu 
facturers of office furniture and safes, two lines in which the organiza 
tion will specialize. The firm, which is owned and operated by J. F 
Cramer and William J. Evans, will move on October 1 to permanent 
quarters at 1407 Grand avenue. 


New Firm Seeks Territory Distribution..W. L. McFarling, who has re 


McFarling 


cently opened his own business under the name of the W. L. 
Company, 534 South Taylor street, Decatur, Ill, is interested in hearing 
from manufacturers of office equipment and supplies who are looking for 


additional distribution in the store territory. Mr. MecFarling explains 
that his organization is particularly interested in equipment and specialties 
which can be sold in large quantities to defense plant s, etc., from catalogue 


rhe new company also maintains a well-equipped printing plant 

New Owner of Business Wants Catalogues...Cenas Gaines, a recent 
purchaser of the McNeely Office Supply Company, New Iberia, La., is 
interested in receiving catalogues and price lists from manufacturers 
and jobbers of office, school and courthouse supplies. The firm, which 
is located at 114 Iberia street, is now being operated under the name 
of the Oak Office Supply & Printing Company, Inc., and Mr. Gaines is 


secretary-treasurer of the corporation 
Dealer Wants ‘‘No Priority" Items.-k. F 
dolet street, New Orleans, La., is in the market for cash boxes, cash 
drawers, coin tills and kindred items on which no priority ratings are 
required. Manufacturers of such units are asked to communicate with the 


Keplinger & Son, 517 Caron 








New Orleans office equipment house and send all available literature, 
catalogues, etc., to Keplinger at the address given above 
(Catalogues, pamphlets, broadsides, folders and other publicity 


materials recently released) 


Cc. L. Barkley & Company.—A new catalogue featuring its line of Dur 
ibility filing supplies, and presenting two new items of unusual interest 
has been issued to the trade by C. L. Barkley & Company, 517 South Jef 
ferson street, Chicago Dressed in attractive cover which is done in 
colors as are many of the pages, the catalogue contains a four-page section 
devoted to Barkley’s plastic tab indexes. In still another section the 
booklet illustrates and describes the firm's new Durability transfer file 
which features a front painted green to resemble steel equipment. Copies 
f the catalogue are available on request 

The DoMore Chair Company, inc. A new, four-page folder, attractively 
done in color has been produced by the DoMore Chair Company, Inc., 
as a means of describing and picturing its new Sentinel posture chair 
This mailing piece is printed on high-grade paper and contains a number 
of extra large illustrations of the chair shot from various angles. The 
Sentinel posture chair is described and illustrated elsewhere in this issue 

The Wabash Cabinet Company.—As a means of assisting dealers secure 
prospects for its line of Nubian fibre guides, folders and storage binders 
the Wabash Cabinet Company, Wabash, Ind., has created an attractive 
mailing folder, printed in colors and containing a blank space for the 
dealer's imprint The folder describes and illustrates the entire line, 
including a special number which consists of extra-large folders and 
hinders for blueprints, photostats, ete The folder is listed as the 
Wabash Cabinet Company's advertising piece No. 164, and copies are 
sent to a dealer upon his offer to mail them to a_ selected list of 
possible users 





MISSING MACHINES 


The following companies ask dealers everywhere to be on the lookout for 
the firm’s name) which 
Information concerning the where- 





machines (de scribed and numbere d heside 

are reported loat, stolen or strayed 

abouta of these machines should be forwarded to the company concerned 
: 


at the 


office 


earliest opportunity 


Cornette’s, Inc., Hopkinsville, Ky..-Underwood Champion portable, black, 


elite type, serial No. 1401898. This machine is reported lost, and word con 
cerning its whereabouts should be sent to Russell Cornette at the addres 
given above 
- — 
Current Corporation Reports 

The National Cash Register Company and subsidiaries, for the six 
months ended June 30, reported net profit of $1,570,736 after provision of 
$6,908,384 for income and excess profit taxes, or 96 cents a share This 
compared with $1,324,691 after provision of $660,363 for income taxes, or 


Sales and profits of certain overseas 
consolidated statement because of 


said AK 


Sl cents a share 
subsidiaries 


lack of current 


in the like 1941 period 
excluded from the 
information, the company 


were 


James H. Rand Jr., president of Remington Rand, Inc., said yesterday 
it the annual meeting here that production in the first quarter of the 
fiscal year beginning on April 1, was $15,242,000, an increase of 35 per 
cent over the 1941 period. “This means that earnings before taxes were 
$4,021,000, against $1,980,000 last year," Mr. Rand said. “However, a 
tax reserve of $38,225,000 will cut net after taxes to $796,540, or 34 cents a 
common share against $1,383,000, or 67 cents a share, in the 1941 period 
On every dollar of business from now on we are in the excess profits tax 
brackef of 90 per cent his is to be expected, and no one can object 


to such higher taxes to pay for the war. Total taxes this year will be 
thout $13,000,000, against $8,500,000 last vear At the present rate the 
regular dividend payments on the common and preferred stock, totaling 
$2,307,000, will be met in this fiscal year."” (New York Times, July 29 
1942.) 

The W. A. Sheaffer Pen Company, Fort Madison, Towa, last month 
declared a regular quarterly dividend of fifty cents per share and an 
extra of twenty-five cents which were paid August 25, to all stock of 
record at close of business on August 15 

inchs 
Selective Production 

“Our production job today is principally a problem of making the 
wisest possible use of our supply of materials,’ said William L. Batt 
vice-chairman of the War Production Board, in an address on the 
Army-Navy Production Award Broadcast, Sunday, August 9 

Since pioneer days, we have been accustomed to thinking of ourselves 
is the possessors of unlimited resources, It is understandable that many 
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of us are puzzled now to hear that there can be such a thing as a 
shortage But war has an insatiable appetite for materials, as for 
men. Our own needs and the needs of our allies are very great. They 
must be met 
I am convinced that we have enough materials to win the war 
if we use those materials in the most effective way possible 
By that I mean that we must make sure that our materials go 
WHERE they are needed WHEN they are needed. We dare not waste 
them, misuse them or let them lie idle If we allow more materials than 
ire needed in any one place, we shall have less than we need somewhere 
else Every demand on our resources must be weighed against all the 
ther demands that have to be made 
So our big job now is to make absolutely certain that our stock 
f iterials is being used—and used wisely To the manufacturer, that 
neans that materials must not lie idle in excessive inventories—that 
the stream of materials must flow smoothly through the factories. To 
york and operators in mines and forests, it means that everything 
possible must be done to increase the extent of nature’s raw materials 
lo the public as a whole, it means that the thousands of tons of 
netal and other waste materials now lying idle in the form of scrap 
nust be ollected and got to the mills—quickly There is plenty of 
m and steel scrap still collected that t get back to the furnaces 
f the steel needed for the war is to be produced. You and I can help 
by keeping our eyes open 
lo the government, it means that the innumerable component parts 
f our war requirements must be scheduled so that ALL of the things 
the armed services need for battle are available when they are needed 
Now as the country drives ahead on production, we are going to 
see some idle plants from time to time I want to say right here that 
we would not be in the best position to meet the military demands if 
we did not have some idle plants—because to do its best, productive 
capacity needs to be flexible Strategic conditions change constantly 
Under ne set of war conditions the Army and Navy need one kind of 
weapons; under other conditions, another kind. To meet those changing 
demands the country should have some excess of plant capacity. There 
would be no flexibility whatever if ir whole system were chock-a-block 
The biggest part of our enormous job is still ahead of us ahead 
of all of us. But by what has been done so far, we have shown what 
the country can do. It now remains for us to do it.” 
duieeenistlaeimebance 
“The Contents of 325 Employee Magazines” 
Recently, the chief of the Public Relations Branch of the Army Air 
Corps expressed the opinion that stimulation of morale among key 
groups of industrial workers is an important duty of public relations 
flicers The best media for this type of public relations,’’ he stated, 
ire the industrial house organs Many helpful facts about industrial 
house organs are brought out in a new study entitled, “‘The Contents 
f 325 Employee Magazines,’ issued by the Policyholders Service Bureau 





opolitan Life Insurance Company 
is the second of a series on the subject of employee pub 
d by the bureau in recent months, and is concerned with 
of contents and methods of checking employee’ interest 
It is based on a review of 325 American and Canadian employee pub 
licatior onsultation with editors of eighty-eight 


supplemented by <¢ 


public itior 


The report contains a detailed table which summarizes different types 
f material found in the publications studied. Significant points about 
each type of material are discussed, and many reproductions are used 
to show how they are illustrated Particular attention is paid to 
iterial that has application to present-day problems of quickly accli 
iting large numbers of new employees, including many women, to 
new rroundings and new pursuits 

Several pages of the report are devoted to the subject of checking 
ader interest Among the devices nsidered which are used to 
measure the success of the publication are informal checks, question 
iires ind surveys Examples are given to show how these devices 
have been used and the results that have been attained 

T} rst report of this series Employee Magazines,’ issued earlier 
this year discusses the aims, policies, planning, financing, distribution 
ind physical factors involved in getting out an employee publication 
Either or both of these reports will be ivailable to executives who 
iddress the Bureau on their business stationery Address Polievholders 
Ser Bureau Metropolitan Life Insurance Company, One Madison 


ivenue, New York City 


ss 


Simplified Practice Recommendation R192-42, Crayons, 
Chalks, and Modeling Clays for School Use, Now in Print 


Printed copies of the new Simplified Practice Recommendation R192-42 
for Crayons, Chalks, and Modeling Clays for School Use, are now available, 
iccording to announcement of the Division of Simplified Practice, National 
Bureau of Standards 

This schedule, developed in cooperation with the industry, ineludes a 
simplified list of recommended standard types, sizes, and packaging for 

Ayor pastels, chalk, modeling clay, ets Iso recommendations for 

ntainers are included in this simplified practice recommendation 

Metal containers, certain types of decoration on the boxes as well as 

rty different kinds of packaging are eliminated through the adoption of 
tl recommendation It is expected that if the recommended standards 
ire generally adhered to, it will be p ib to conserve a considerable 
i nt f material used in the manufacture and distribution of these 

ommendation became effective May 1 42, and a representative 





standing committee of the industry has been appointed to review the 
simplified schedule from time to time, and, through revision, to keep the 
recommended standards abreast of new developments or changes in the 
industry 


> 


Winning Cities Named in Wartime Program to Reduce 
Needless Noise 


Five ities in the United States have been named by the National 
Noise Abatement Council as winners of Achievement Awards for ‘out 
standing accomplishment in the eliminatior f needless noise’ ind for 

listinguished service’’ to the council's wartime program, it was an 

unced in New York, on August 10, by William Reynolds, president 

f the council 

Classified in population groups, the winners as announced were 
Group Cities over 1,000,000)—New York Group 2 (500,000 to 1,000,000) 
Cleveland, Ohio; Group (250,000 to 500,000 Memphis, Tenn Group 
{ 100.000 ¢ 250,000) Jacksonville Fla Group 5 (Less than 100,000) 
Charleston, West Va 

The winning cities will receive trop) awards in the form of plaques 

ned by the internationally knowr ptor, Rene Pan! Chambellan 
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Copies of patents shown here can be obtained : ——" ~ 4 iy A: oe 9 - 
from the Commissioner of Patents, Washington. ¥ aoe . a el : 
D. C., for ten cents each in cash, postoffice - S Mi, FY | 
money orders or certified check. Stamps and 2290310 ; { 


personal checks not accepted. 


2,290,310. Desk Calendar. John F. Bannon 
Providence, R. I assignor to Defiance Sales Cor 
poration, New York, N. Y 4 corporation of New 
York. Application April 2, 1941, Serial No. 386,41 * 





_—— 
Granted July 21, 1942 | safe 4 
2,290,352 Liquid Control Device for Duplicating yy . 
Machines. Eric W. Peterson, Oak Park, Ill., assignor feces - 
to Ditto, Incorporated, Chicago, Il a corporatior LS 
of West Virginia Application October 14, 1940 aa <a 
Serial No. 361,068. Granted July 21, 1942 a) | : 
2,290,488. Stamp Pad. Whitney K. Munson, Fast a 
Orange, N. J. Application March 2, 1940, Serial yy ‘ \ Z 
N 321,921 Granted July 21, 1942 









2,290,891 Flat Back Binder. ternard L. Pol 
kosnik, Bridgeport, Conn. Application February 20 Se 
1940, Serial No. 319,900. Granted July 28. 1942 rad ee ee eee 
2,290,920. Coin Operated Mailing Machine. Li: rH 2291133 2291154 
den 4 Thatcher, Stamford Conn assignor t wt ’ ° 
Pitney-Bowes Postage Meter Company, Stamford 
Conn a corporation of Delaware Application May 2,290,920 
J 939, Serial No. 271,848. Granted July 28, 1942 
2,291,003. Stationery Sheet Attaching Means. 
Milton C. Stern, Dayton, Ohio, assignor to The 
Egry Register Company, Dayton, Ohio, a corpora ae 








tion of Ohio. Application September 12, 1940, Serial =e ‘ ‘ | 

No. 356,519. Granted July 28, 1942 [+ ; o, Shs \] | 
2,291,133. Caleulating Machine. Harold T. Avery a y 4 \ - Act y WA if | 

Oakland, Calif assignor to Marchant Calculating : a ae , i } 

Machine Company, a corporation of California. Orig 2) ny 

inal application December 18 1933 Serial No 2291219 2291294 2291668 

702,949 Divided and this application January 15 : : 2.291675 


1940, Serial No. 313,918. Granted July 28, 1942 
2,291,154. Caleulating Machine. Arthur J. Fettig 
Detroit, Mich., assignor to Burroughs Adding Ma 
chine Company Detroit Mich a corporation of 
Michigan. Application October 4, 1938, Serial No 





233,280. Granted July 28, 1942 a “ as j Py z| 
2,291,219. Adjustable Paper Clip. Manuel Fonte ~~ : —e; “ 

cilla, Dayton, Ohio Application August 25, 1941 Te a eee: 

Serial No. 408,241. Granted July 28, 1942 . a ee 4 
2,291,294. Letter Opener. Alvin L. Holste, Port ; es 

land, Oreg Application November 8, 1940, Serial ~— 

No. 364,873. Granted July 28, 1942 og-t 2.292.225 


i 
2.291949 


2,291,668. Gummed Tape Dispenser. Alphonse D 
Weigolt, Cleveland, Ohio Application February 25 
1939, Serial No. 258,559. Granted August 4, 1942 

2,291,675 Filing Folder and Index Tab. Eugen 
G. Arelt, Richmond Hill, N. Y assignor to Oxford 2.291724 2291259 
Filing Supply Co Brooklyn, N. Y a partnershiy 7 >) 
composed of Richard A. Jonas, Richard A. Jonas, Jr 
Robert P. Jonas, Frank D. Jonas, and Edward f 
Tonas Application November 13, 1941, Serial Ne 








118,914. Granted August 4, 1942 t 

2,291,724. Filing Folder. Frank D. Jonas. East YY : ome E | 
Williston, N. Y., assignor to Oxford Filing Supoly MS ~ tJ 
Co Brooklyn, N a partnership Applicatior ' 





November 10, 1939, Serlal No. 303,729. Granted 22923381 2292428 
igus 42 + . : 
2.291.859. Capless Self-Sealing Fountain Pen y 
Anatol N. Andrews, Los Angeles, Calif. Applicatior 2292324 
August 12 1940 Serial Ne 352,288 Granted 
August 4, 1942 
2,291,949 Listing Adding Machine George ( 


2292683 











Chase, South Orange, N. J assignor to Monroe P - ro Se ~ a ‘ 
Caleulating Machine Company, Orange, N. J.. a cor Pf Pg. ——z) Pa "a ¥ 5 w 
poration of Delaware Application August 30, 1940 ye reese ee 4 at as f: = 
Serial No. 354.786. Granted August 4, 1942 . “Swe, | f } : - 
2,292 .225 Fastener. Emil Kern Long Island f ‘ } . @ 
City, N. ¥ assignor to Acco Products, Ine Lone { 1 Sa ‘) z 
Island City N y a corporation of New York - r- | 4 ) ‘A 
Original application February 1 1940, Serial Ne ul 3 y wns 
s16.75 now Patent No. 2,264.94 lated Decembe . at galt Pi sas 2 
2, 1941 Divided and this application June 7, 1941 | 
. - . 2 Oz 
Serial No 197.024 Granted August 4. 1942 2.292804 2292995 


992.324. Writing Aid. Charles P. Lawrence 





Wethersfield Conn. Application April 1940, Seria 


No. 327,690. Granted August 4, 1942 2,292,736 











2,292,381 Fountain Pen Feed. Henry ©. Klagges 4 
Collingswood N J assignor to The Esterbrook f 
Steel Pen Mu-nufacturing Co Camden, N. J a r we k 
corporation of New Jersey Application December "* J ° bs -| 
24, 1940, Serial No, 371,483. Granted August 11 - , 
1942 ot M | 
2.292.428 Typewriting Machine. Edwin 0. Blod , t. 
rett, Kenmore oe assignor to Remington Rand b 4 | 
Troe Buffalo. N. Y a corporation of Delaware | _ H 
Application gMarch 15 1941 Serial N 83,527 | | 
Granted August 11, 1942 4 1 
2.292.683. Clip and Cap for Mechanical Pencils 
Fountain Pens, and the Like. Hans Alwin Baner ‘ | 
Chicago ll assignor to Autonoint Company Ch 4 > a 





Azo adhe, a corporation of Mlinois. Application 2293127 ‘Bech J 
ee ee eee 2293144 2293343 


2.292, 736 Marking or Correction Device for Dic- 





2293430 2293621 


tating Machines. Paul TL. Betz, Baltimore, Md "Bncel Pm F 
assienor to Gerard A. Harrington 3altimore Ma - < 
Application July 12. 1941 Serial No 192,150 " SK -wn © ‘ 
Granted August 11, 1942 — “ / Fs 


» 992.804. Envelope. Joseph Dugald Thomsor ] a 74 — 
Tor c Tuly 22. 1940 | of 133,491 


onto, Ontariec anada Application 2 | 
Serial No. 346,878 Granted August 1 1942 ™ —— 
2.292.895. Desk Memorandum Pad. Herman M er 
Mohr Schenectcady N. ¥ Applicatior August 7 133094 133302 
440. Serial No. 351.4677 Granted August 11, 1942 
2,293,046. Sheet Separating Mechanism. Franklir 
} Curtis, Willoughby, Ohio, assignor to Addresso 














graph-Multigraph Corporation Cleveland Ohio A 
corporation of Delaware Original application Feb 
ruary 8, 1941, Serial No. 370,834 Divided and this 
application ‘ May 1 1941 Serial oO 30 09 Grand Rapids, Mich. Application November | age Cabinet Richard Amberton, London England 
Granted August 18, 1942 ; Serial No 04,498 Granted August 18, 1042 Application March 3 1942, Serial No 106,067 
2,293,127. Computing Device. Howard G. Fishack 2,293,430. Retaining Clip and Cap for Pens or Granted July 21, 1942 
Wildwood, and Loren B. Miller, Maplewood, N. J Pencils. Emil J. Forrest, Mayo. Yukor Canada 133,302. Design for a Combined Desk Set and 
ind John J. Shively, New York, N. Y I or Application October 20, 1941, Serial No. 4 829 Envelope Opener. Kichard W. Harrison Charles 
May 1937, Serial No. 140,354. Grant ust Granted August 18, 1942 town, Mass Application May 25, 1942, Serial No 
18, 1942 2,293,621 Mechanical Pencil. Jotr liam Para 07,004. Granted August 4, 1942 
2 992.144 Chair. Arthur } Jones. Elk} North Bergen, and Julius M. Kahr iff. N J ” . ‘ . iks 
lena tn. “Seca ae r “gh r deree sasienens to iiavtd Sale: tae. Mac “ + Design for a Pen. Floyd G. Eubank 
“_ Sey pasa gear rporati ornatakion uit Waa tise i saaniRaathion ted Calif., assignor of forty-seven and one 
Ind a wrporatior Indiana b Applic atior en { + bo stto _ ven onett ¥ \pp pe io ) AY oat t Saas = Vaughan Pasadens 
er 10 434, Serial No, 303,744. Granted Aug ; _— a eee antec AUE five per cent to Robert M. McManigal 





8, 1942 DESIGN PATENTS ( mpton Calif Application May 9, 1941, Serial No 
2,29 } Mechanical Pencil I ‘ lacot l Design for a Combined Chair and Stor 00,883. Granted August 18, 1942 
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HEAVENLY FATHER, WE GIVE THEE THANKS 








FOR THE MANY BENEFITS WE HAVE ENJOYED 








UNDER THE CONSTITUTION OF OUR COUNTRY. 











“ESPECIALLY ARE WE GRATEFUL FOR THE FREEDOM OF SPEECH AND LIBERTY 








OF CONSCIENCE WHICH IT GUARANTEES. WE ALSO BESEECH THEE, GREAT 








GOD, TO FREE THE MINDS AND HEARTS OF MEN FROM MISUNDERSTANDING 








AND GREED, SO THEY MAY REBUILD OUR WORLD IN A SPIRIT OF JUSTICE. 





The above striking simulation of the American 
Flag originally graced a combination greeting 
card and fiftieth anniversary announcement of 
Blied, Inc., office equipment dealer in Madison, 
Wis. Because it was printed in color, the 
original was particularly effective. 


o 
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As You Were ?— No! 


BUSINESS "AS IT WAS” IMPOSSIBLE 
Return to Conditions. of. Any. Othonr Period Not. Expectable 


HE maker or retailer of office 

appliances who thinks to see 
things again as they were any 
time in the past—and I mean any 
time —is merely indulging in 
wishful thinking. The dead past 
is going to bury its dead so deep 
that even Gabriel will have trou- 
ble awakening them. 

Your business cannot be as it 
was before the last war. It can- 
not be as it was before the big 
depression. It cannot be as it was 
before the present war. It can 
hardly be this month as it was 
last month. 

Business conditions have never 
continued the same, year after 
year, not since the days when 
business men were satisfied to jog 
along in a rut. Today business 
men, even of the less aggressive 
type, are far from being like their 
easy going predecessors of fifty 
years ago. 

Have you been long enough in 
business to remember when there 
were no _ stores specializing in 
office supplies and equipment, 
when office appliances would have 
been little more than the old 
‘can’t-see-it-write” typewriters 
and some boxes of typewriter pa- 
per, carbon paper, lead pencils 
and fountain pens? Progress and 
change were slow then. I had the 
job of introducing the first visible 


By FRANK FARRINGTON 


o 


typewriters into the county offices 
in my own county and how those 
old court stenographers did stick 
to the blind machines they’d al- 
ways used. Why, they didn’t need 
to see what was written, no sir. 
But I watched them continually 
lifting up that old carriage to see 
what they’d done! It took a long 
time and a lot of work to intro- 
duce even so obvious an improve- 
ment as the first visible type- 
writer. 


Business Forged Ahead 


And then came a day when 
business woke up. The trade pa- 
pers began publishing articles to 
stimulate interest in advertising, 
window display, salesmanship. 
Some of us spent a lot of time 
producing such matter and the 
elementary books on the subjects. 
For the two decades preceding 
World War No. 1 business litera- 
ture was largely devoted to mak- 
ing men see the need for such 
work. I published at least a dozen 
books that are as dead as the Dodo 
today, because now everyone ad- 
mits the necessity for advertising 
and display salesmanship. Now 


men want to know details of what 
to do, what others have done and 
how it worked. Generalities are 
through. 

Anyone who calls those times 
the “good old days,” doesn’t realize 
how slowly business moved then. 
We have come so far since then 
that today the “good old times” 
usually means the 1920s up to 1929. 
Then everyone thought the people 
of the United States had solved 
the problem of how to prevent a 
business slump, only to wake up 
in the fall of 1929 to find the storm 
of the greatest slump of all beat- 
ing against our show windows. 

We thought those were tough 
years—and they were—but the 
problems of that day, though en- 
tirely different, were not greater 
than those of today. We had head- 
aches then over how to sell it and 
today we have headaches over 
what we are allowed to sell and 
how to get it. 

We solved those problems of 
business depression and we shall 
solve these problems of business 
oppression that are making it dif- 
ficult to carry on. 

Never again will conditions be 
just what they were before the 
late depression, during the late 
unemployment situation, during 
the recent surprises of war and 
conquest, during the present con- 
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ditions of defense taking over so 
much of what we need if we are 
to do enough business to pay the 
new taxes levied upon us. 


“Carry On” Will Be From the 
Present 

We may as well say farewell to 
conditions as we have known 
them. The war and defense situa- 
tion may continue for years. It 
may end before this is printed. In 
any event, we shall not resume 
where we left off—not in your 
day nor mine. A man may recover 
from tuberculosis, but there will 
always be a spot on his lung and 
he will have to live a different 
life....A business may experience 
the flood, fire or hurricane and 
still carry on, but the marks of 
the experience will endure. 


We who have been in business 
for a generation may see the end 
of the harassing conditions of the 
present day, but when that end 
comes we Shall not come out of 
the tunnel right where we went in 
and there will be no such thing as 
going back over the same old road. 
We shall be in a new Scene and a 
new setting and with new condi- 
tions to which we shall have to 
adjust ourselves. 

It may be that our grandfathers 
could handle their business about 
the same as their fathers, but 
from father to son today means 
definite changes, not merely slight 
variations from the old way. 

All of which indicates that we 
might as well cease thinking of 
the future in terms of the past. 
The future, no matter what hap- 
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pens, is not going to be like the 
past. The Great Sergeant of the 
Universe is not going to put us 
back in order with a simple, “As 
you were!” We are going to have 
to adjust ourselves to changed 
conditions, with the certainty that 
there will be still further changes. 
The maker or the retailer of office 
appliances may be sure Time is 
not the only thing that marches 
on. Business methods will march 
on and he must either march with 
them or watch them march ahead 
without him. The office appliances 
man is going to be in the fortun- 
ate position of being able to profit 
by changes and improvements in 
business methods, if he keeps right 
up with the procession during all 
these cataclysmic days. The chal- 
lenge is to keep up. 


Revoluing Windows “Up” Sales for 
OFFICE EQUIPMENT AND SUPPLIES 


sus of office equipment and 
supplies were upped to a sub- 
Stantial figure when the J. K. 
Gill Company, Portland, Ore., re- 
cently displayed a complete office 
outfit, with all accessories, on a 
huge revolving stand in the win- 
dow. 

The display consisted of a large 
size office desk with a chair in 
which was seated a life-sized fig- 
ure of a _ well-dressed business 
man apparently busy at work. 
Placed in front of him was a rec- 
ord ledger opened to show a neat 
row of figures, representing the 
week’s total sales. On one side of 
the desk was a small calendar 
showing the correct day and date, 
while prominently placed in the 
background was a dip pen and 
ink stand. Placed prominently in 
the middle of the desk were the 
figures 1942, cut from block let- 
ters of plywood. Both the desk 
and chair was set in the middle 
of a huge glass topped revolving 
stand, fitted with a thick glass 
base which hid the machinery 
inside. The effect of the glass 
gave the office furnishings the 
appearance of resting on air from 
a distance and created a large 
increase of traffic. 


Follow-Up Display Inside 


To catch the attention of cus- 
tomers entering the store a repeat 
display was built up inside show- 
ing the same merchandise dis- 


Ideas From the Experience of 
J. K. Gill Company, 
Portland, Ore. 


o 


played on tables or placed promi- 
nently in likely locations near the 
elevators or entrances. 

So that customers wouldn’t be- 
come confused at large massed 
displays of office supplies ar- 
ranged on one or two tables, care 
was taken to scatter the mer- 
chandise over six display stands, 
displaying only related items on 
each table. For example, one 
table, located prominently oppo- 
site the elevators, carried only 
record books, account ledgers, ap- 
pointment books, desk calendars, 
and note or address books. On 
another table, located near the 
entrance, pencils were exhibited 
in boxes of a dozen or more or dis- 
played in stacks held together 
with rubber bands, in the com- 
pany of pens, inkwells, a half 





GETTING ALONG 

The fellow who gets along well 
on his job knows that folk in one 
place are not any harder to get 
along with than at another. Getting 
along with people in most cases de- 
pends mostly on our own behavior. 
The one who looks for trouble, al- 
ways finds It. 





dozen pencil sharpeners, and 
erasers. 

As was done with the office 
furnishings in the revolving win- 
dow, all desks were shown with 
various merchandise placed on 
them, thus suggesting to office 
owners much needed supplies to 


be purchased. 


Reminders Sent Customers 


A total of almost five hundred 
names was taken from the credit 
files or from the telephone book. 
Only the names of office owners 
or business men were used for 
the mailing list. Each individual 
on the list was sent a personal 
note suggesting items that might 
be used in his business and listing 
the prices of the articles. 

This list was mailed to cus- 
tomers a week before the display 
was placed in the window so that 
an inventory of office needs could 
be taken. To back up the sug- 
gestions a full page ad was pleced 
in several of the city papers list- 
ing one hundred office needs and 
giving the price of each article. 

As a result of the advertising 
and the attention attracted by 
the revolving window display floor 
traffic was boosted fully thirty per 
cent and sales of many office sup- 
plies were materially increased. 
Too, many new names and ad- 
dresses were added to the list on 
file to provide future information 
and sales. 
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Fowr Contagious Diseases. hat 
ATTACK SPECIALTY SALESMEN 


ECENTLY, while making an 

anaylsis of our sales depart- 
ment, and also our retail outlets, 
I found that most of us were suf- 
fering from four very serious and 
contagious diseases—diseases that 
may not destroy us physically but 
diseases that will destroy the very 
life of our business and our men- 
tality if we do not cure them. Be- 
lieve me when I tell you these four 
diseases are working on us all of 
the time. 

The first disease is “OFFICITIS.” 
This disease is easily diagnosed as 
the symptoms are very predom- 
inant in the patient. The patient 
sits back in his swivel chair, with 
his feet on the desk, saying to 
himself and all visitors of his 
office, that “business isn’t worth a 
damn.” But he doesn’t try to do 
anything about it—he just sits and 
complains. If he is short of ma- 
terial, he doesn’t work to get it. 
If he is short on sales, he doesn’t 
work to get them. He is an order- 
taker but is really too affected 
with “OFFICITIS” to enjoy tak- 
ing the order. 

The second disease is “PROS- 
PECTOSIS.”’ The symptoms of 
this disease are easily detected 
when talking to the victim. One 
can clearly see that the patient 
has sold himself into believing 
that all prospects have “hardened 
up” and they “just won’t buy any- 
thing.” The great institution of 
advertising has done much to de- 
velop ‘“PROSPECTOSIS” through- 
out the entire sales world. They 
have done such a marvelous job of 
selling manufacturers and deal- 
ers on “why people will not buy,” 
that most people really believe 
that the prospects have “hardened 
up” and won’t buy anything but 
war bonds. 

The third disease is “FUTILITY 
TREMORS.” The sufferer of this 
very critical disease spends all of 
his time listening to news reports, 
reading newspapers, discussing the 
war and politics until he feels so 
dejected and futile that he can- 
not work or think. He just feels 
futile. Beware of “FUTILITY 
TREMORS” because bad cases of 
it often change into “DELIRIUM 
TREMENS.” 

The fourth business disease is 
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“DOTAGE FEVER.” Yes, the suf- 
ferer lives in the past. He tells 
everyone, “I was just ready to have 
my greatest year in business, but 
then the war came along.” The 
sufferer of “DOTAGE FEVER” 
often remarks “We used to do it 
so and so and such and such,” or 
“IT remember the good old days.” 
There are many sufferers of 
“DOTAGE FEVER” in the office 
machine business as well as other 
businesses. They are the type that 
are still training their men to 
forget about sales. “Sales. will 
come,” they say, “the thing you 
must worry about is collecting the 
dough.” 

Personally, I believe that the 
curtailment of civilian production 
will cause a lot of business fail- 
ures, but these four diseases 
“OFFICITIS,” “PROSPECTITIS,” 
“FUTILITY TREMORS” and 
“DOTAGE FEVER” — will bury 
more businesses in the American 
business cemetery during the next 
few years than all the priorities, 
curtailments and orders of the 
War Production Board. The worst 
part about these diseases is that 
they are contagious. If the man- 
ager is infected, the whole organ- 
ization becomes infected. If the 
salesman is infected, the prospect 
soon becomes infected, and, of 
course, no sales result. 


Be “Success Minded” 


I am supposed to talk to you to- 
day about “Specialty Selling.” 
Well, the first prerequisite of a 
specialty salesman is to be “suc- 
cess-minded” and by being “suc- 
cess-minded,” I mean _ being 
“open-minded’’—anxious to obtain 
new ideas. Always reaching out 
to get a new idea, and anxious to 


take it home and put it into oper- 
ation. By being ‘“‘success-minded,” 
I mean keeping your mind open, 
looking at a thought or an idea as 
to how you can make it work in 
your town or territory, instead of 
saying “that might be alright in 
Chicago, but it won’t work in Co- 
lumbus.” 

Yes, today more than ever, it is 
necessary for us to be “success- 
minded,” because we who are in 
the merchandising business must 
fully realize that selling and mer- 
chandising is going through an 
evolution. Selling is changing 
from an intangible to a tangible. 
It is changing from amateurism 
to professionalism. It is changing 
from a_ catch - as - catch - can 
method to a basic science. 


As you know, science is systema- 
tized knowledge. As an analogy, 
chemistry is considered a science 
and one of the scientific pro- 
cesses is the adding of two parts 
of hydrogen to one part of oxygen 
to get water. This is a systema- 
tized chemical process. Today, sell- 
ing is being reduced to tangible 
methods and ways for getting 
sales. They are as definite and as 
organized as any chemical or 
mathematical process. 

As I stand before you today, I 
fully realize that we are in a “sell- 
er’s market”—many of us with 
very little to sell. But, I also know 
that before too long you and I are 
going to be in one of the biggest 
“Battles for Sales” that the busi- 
ness world has ever seen. When 
this war is over, you who are in 
the office machine business are 
going to compete for the public’s 
money. You are going to compete 
with the appliance salesman, auto 
salesman, jewelry salesman, cloth- 
ing salesman, and all other lines. 
You are going to compete for the 
public’s dollar and if you are going 
to get your share, I warn you that 
you had better learn something 
about the science of “Specialty 
Selling.” 

We are seeing radical changes 
in the sales world both from the 
retailers’ and wholesalers’ point of 
view. For instance, I do not think 
the manufacturer is going to live 
who does not see these changes 

(Turn to page 142, please) 
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Now Js a Good Jume to 
CASH IN ON YOUR BAD DEBTS 


ECENTLY an office appliance 

retailer collected $306 on a 
$150 account long written off. 
Sounds a bit fantastic, but it hap- 
pened this way. The dealer years 
before had take a judgment 
against a debtor for an unpaid 
bill. Investigation disclosed that 
the debtor had nothing at the 
time so the judgment was not col- 
lected. Most office appliance deal- 
ers would file the papers away and 
forget the account. This dealer 
didn’t. About twenty years later 
when the judgment was about to 
expire through the statute of limi- 
tations, this dealer learned that 
the debtor’s wife had died leaving 
insurance, which had been de- 
posited in a bank under the debt- 
or’s name. The sheriff did the rest, 
the dealer receiving interest over 
the years, which exceeded the 
principal and more than doubled 
the original debt. 

Buried between the pages of of- 
fice appliance dealers’ ledgers are 
thousands of similar dollars cov- 
ering bad debts that would yield 
a golden harvest if excavated and 
right now, with money plentiful, 
it is a wise business move to make 
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a list of your bad accounts over 
the past ten years and try to col- 
lect them. Bad accounts have a 
new cash value today. Customers 
who were hard-pressed financially 
a few years ago are in the money 
now. Those formerly out of work 
or on relief have found jobs. Those 
who had stop-gap jobs during the 
depression or were on the WPA 
have gone back to their regular 
vocations at big increases in 
wages. 


Kinds of Bad Accounts 


The bad accounts on office ap- 
pliance dealers’ books, in general 
may be classified as follows: 

1—Uncollectible bad accounts 
because of legal barriers, such as 
bankruptcies, deaths and _ indi- 
gence. 

2—Bad debts barred by local 
Statutes, usually when accounts 
are more than six years past due. 

3—Bad debts uncollectible be- 


cause the debtors were unable to 
pay. 

Discard those in the first group 
as out of the picture. Nothing can 
be done about them. However, 
you may persuade some of those 
in the second group to pay. It has 
happened more than once. At any 
rate, it won’t hurt your prestige 
nor cripple your wallet to write 
such delinquents a friendly letter 
to the effect that you could appre- 
ciate their inability to pay when 
times were bad but now that busi- 
ness is booming, you feel that they 
should settle. One office appliance 
retailer mailed thirty-two letters 
of this type to delinquent debtors 
barred by the statutes of limita- 
tions and collected eleven ac- 
counts totaling $416. Six other 
debtors promised to settle in the 
near future. 

These written acknowledgments 
revived the legality of the out- 
lawed debts. In most states, an 
acknowledgment in writing or 
part payment on a debt outlawed 
revives the creditor’s legal rem- 
edy, so if you get such an acknowl- 
edgment or part payment and 
investigation discloses that the 
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debtor is now in funds, consider 
the account a current asset again 
and go after your money periodi- 
cally with a systematic follow-up, 
even if the account has been writ- 
ten off. 

Always try to get an acknowl- 
edgment in writing if you can. A 
tactfully worded letter will often 
do the trick. But do not mention 
legal recourse. Maintain a friend- 
ly tone. One office appliance 
dealer used a ruse, which brought 
him seven acknowledgments on 
accounts written off out of eleven 
letters mailed. He increased the 
indebtedness in each case $50 and 
the debtors hastened to inform 
him that they owed $50 less, which 
revived the legality of the out- 
lawed accounts. We do not neces- 
Sarily advocate the same proce- 
dure but it shows what a little 
ingenuity will do. 

Unquestionably, a large percent- 
age of office appliance retailers 
can revive a substantial number 
of bad accounts written off if they 
make tactful presentation today 
when many debtors are better 
fixed financially than they were 
when the debts were contracted. 
Remember that there is more 
profit in collecting $500 in bad 
accounts than in selling $5,000 
worth of office appliances. More- 
over, the sum salvaged from bad 
accounts will help to offset in- 
creased taxes and higher overhead 
expense and, in some cases, lost 
sales through the inability to get 
the merchandise to Sell. 


Consultation on Bad Debt List 


After listing your bad accounts 
for the past decade or so, it may 
be edvisable to show the list to 
your attorney, banker, the local 
credit and collection agency or 
the Chamber of Commerce. In 
many cases, these organizations 
have the facilities to handle such 
matters or can advise you as to 
the proper procedure. Beware of 
fake collection agencies. These 
racketeers dot the country and are 
eager for old accounts right now 
because of their increased value 
as collectibles. These “gyps’ usu- 
ally work from out-of-town points, 
detailing salesmen to _ contact 
dealers. Select a local collection 
agency with a record for depend- 
able dealings. 

Old accounts not written off but 
still considered current assets as 
part of accounts receivable should 
receive major attention. In some 
cases, it will pay to have another 
credit investigation made to de- 


termine the current status of the 
debtor. The local credit bureau 
will help here. They bring their 
reports in file up to date every six 
months and if you drew a report 
when granting the credit, they can 
more than likely advise you 
whether the debtor is a good pos- 
sibility for collection now. 

It pays to investigate the credit 
of every prospective charge cus- 
tomer. Too many office appliance 
dealers give credit where credit 
isn’t due. Bad business. Others 
extend credit for years on reports 
originally given them, a hazardous 
practice sometimes, because the 





“TEN COMMANDMENTS” 
FOR EMPLOYEES DUR- 
ING WAR 


"& godialgio 100 per cent coopera- 
tion of employees in production 
and efficiency has been boosted at a 
western stationery manufacturing 
plant since the management posted 
“Ten Commandments for Workers” 
which were evolved by the em- 
ployees themselves. 

The “Ten Commandments” are 
reproduced on a six by six foot sign 
suspended in the center of the shop 
and reads: 


I WILL DO THE JOB 


1. By keeping my mind and body 
in healthy condition. 

2. By starting my day’s work on 
time and making good use of 
every minute in the day. 

3. By taking no time off for per- 
sonal reasons. 

4. By working safely—protecting 
myself and my fellow workers. 

5. By carefully protecting all 
work and materials entrusted to 
me. 

6. By telling the boss of faster 

and better ways of doing the 

job. 

By helping my fellow workers 

and other departments to keep 

their work up. 

8. By seeing that no one damages 
or destroys any of my good 

work or that of my fellow 
workers. 

9. By not listening to rumors or 
letting defeatists discourage me 
or slow my work down. 

10. By working with the conviction 
that my individual effort will 
win this war. 

The lettering was done in red on 

a white background, and has gone 

a long way toward keeping up em- 

ployee morale, according to the 

management.—RAL 


N 
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status of a debtor may change for 
the bad. If the debtor has moved, 
recourse to the local directory may 
help or have the credit bureau 
Start a “skip tracer” to locate him. 
Credit bureaus have reciprocity 
agreements with similar organiza- 
tions all over the country to trace 
“skips” and will do the work for a 
comparatively small fee. In Janu- 
ary this year, one office appliance 
dealer with the aid of the local 
credit agency located a debtor in 
a city 400 miles away, and col- 
lected $65 for a 1936 bad debt. 


On all accounts more than four 
years past due, we suggest that 
you take judgment. In most cases, 
this will extend your protection 
under the statute of limitations 
from six to about twenty years. 
Moreover, such action frequently 
prompts a debtor to settle in part, 
at least, immediately. Sometimes, 
the mere serving of the summons 
is sufficient. If your credit bureau 
or personal investigation warrants 
such a course, follow through on 
your judgments with every legal 
recourse, garnishment or attach- 
ment, but if harsh treatment is 
not considered desirable, try a 
little honey via the letter, per- 
sonal call or phone. 

An office appliance dealer told 
us recently that a debtor against 
whom he had taken a judgment in 
1935 paid him $81 in late 1941 asa 
result of a little personal persua- 
sion, plus an appeal to the moral 
side. The debtor, finding it much 
easier to get $81 these days, paid 
with little fuss. When you collect 
on accounts previously written off 
against profits, don’t forget that 
you must report them as income 
on your income tax return. 


Give Consideration to Conditions 
After the War 


Finally, cast your eyes ahead to 
the post-war period. Many au- 
thorities contend that there will 
be inflation, that volume and 
prices will drop drastically. 
Whether this be so or not, it pays 
to play safe. Should the boom de- 
flate, it will be hard to collect and 
if you enter the post-war period 
with heavy accounts receivable, 
you may have to write off a sub- 
stantial sum against profits or net 
worth and it is not likely that 
profits will be any too high during 
the war because taxes will cut 
deeply into earnings. Close atten- 
tion to credits and collections will 
help you emerge from the war and 
post-war periods on a sound fi- 
nancial basis. 
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Stationans Have the “Know How” to 
INCREASE THE PRODUCTION OF ARMS 


HE “know how” of American 
industrialists is the key to 
America’s ability to increase arms 
production up to its present-day 
heights. The stationer is also 
possessed of “know how” of a spe- 
cialized sort which makes him in- 
dispensable in the present picture. 
If there ever was a golden op- 
portunity for the office supply in- 
dustry to prove its worth, that day 
has arrived. This fact is borne 
out several times a day by the 
orders placed with dealers who 
never before have handled such 
large volumes of special business. 
In dozens of cities new plants 
have sprung up, new offices have 
been installed, and old plants have 
been expanded or converted. But 
the job of turning out gun turrets, 
airplane props, chemicals, and 
steel did not begin the day that 
the office desks and filing cabinets 
arrived. In most cases, it took 
weeks and months before produc- 
tion was begun. Much more work 
has to be done after the plant is 
built and the machines set up. 
After the estimates are made and 
submitted, specifications have to 
be okayed and workers trained for 
the job. In fact workers have to 
be hired. 

Personnel records are needed. 
Most of the forms are specially 
printed by stationers who have 
their own print shops. These rec- 
ords must ‘be properly kept in 
binders or files, depending on 
their quantity, and indexing sys- 
tems have to be set up to suit their 
needs. At this point the alert 
dealer has a wide background of 
information available. He knows 
which systems—name or number 
—are most practical in the par- 
ticular case. He knows how to 
make up the indexing system for 
immediate use or for long time ex- 
pansion. Probably he has some 
items in his inventory which are 
perfectly suited to this problem, 
but even if he does not, he is able 
to set up the best system. This 
knowledge saves time for the per- 
sonnel department and is just the 
beginning when it comes to “know 
how” on the part of the dealer. 

In the personnel department 
they also keep the employees’ pro- 
duction records, test grades, prog- 
ress reports, job evaluations, finger 
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prints, photos, and the like. All 
this requires proper handling to 
make for safe preservation and 
easy access at all times. It must 
be so organized that it will dove- 
tail with the various social secur- 
ity records, wage and hour laws 
and other legislation. 

Similarly, the defense contrac- 
tor has to have blueprints and 
specifications. Not only can the 
office supply dealer provide the 





Production flows on efficient record 
keeping in the office of the plant 


duplicating process and drawing 
supplies, but he can also suggest 
the storage, filing and cross in- 
dexing of these various specifica- 
tions. There are job instruction 
sheets which tell the various steps 
for each operation and which go 
along with the blueprints into 
production. Together these are 
often slipped into celluloid-faced 
ticket holders and kept legible 
and free from possible error while 
attached to the order, part or as- 
sembly line. 

Here again the dealer uses his 
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experience and can suggest the 
best of several types of shop ticket 
holders. He knows where to get 
them and can have samples made 
up quickly because he knows how 
to ask the manufacturer for what 
is needed. 


Foremen Must Be Trained 


After workers are hired and the 
data recorded,—and after the 
parts have been blueprinted and 
operations for making them are 
outlined, foremen must be trained 
so that they can show the em- 
ployees how to make up the parts 
or assemble them. This requires 
foremanship training and with it 
an educational program. Modern 
plants have discovered that round 
table discussions, lectures, movies 
and case-problem studies all com- 
bine to make up a good foreman 
training program. Manuals must 
be prepared, probably with Mime- 
ographed sheets. They will be 
loose-leaf instruction books with 
indexes to divide each topical sec- 
tion. One training manual for a 
trade association has fifty-three 
divisions while an aircraft plant 
in Tennessee only uses fourteen 
subject headings. Many com- 
panies use insertable celluloid 
tabbed indexes in order that titles 
can be changed when the training 
program shifts emphasis. 

Also contained in foremen’s 
training manuals are job instruc- 
tion sheets showing the opera- 
tions or steps and how they 
should be done for each part of 
the process. Since they are in con- 
stant use, a fireproof cellulose 
sheet protector is frequently used 
to cover the page. These are a 
stock item with all stationers and 
should be used for this purpose. 
If there are so many pages that 
a loose leaf binder is impractical, 
then a tub file similar to machine 
bookkeeping trays are used. These 
would be indexes the same as a 
filing system with machine post- 
ing style guides and a pocket type 
of celluloid sheet holder closed on 
three sides for holding the in- 
struction sheet. 

The methods department which 
studies operations and makes time 
and motion studies has to keep 
records, too. In this department 
the production engineers are im- 
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proving the methods of produc- 
tion and establishing production 
rates which in many cases are the 
basis of pay but always are used 
in cost estimating and scheduling 
production. Since these records 
are ultimately used by three other 
departments or divisions of the 
plant, they must be carefully kept 
and cross indexed. Production 
rates are classified by both opera- 
tion number, machine number 
and operation name. Often they 
are filed behind master tabs in- 
dicating the department name. If 
letter size sheets are used, file 
folders or ring binders can be pro- 
vided for holding the production 
rates. When smaller cards or 
sheets are used a card file will 
suffice. In either case, where ref- 
erence is frequently made, cel- 
lulose protectors are used and can 
be furnished in a few days time. 
The protection is simple and sure. 


Alert Dealer Knows Answers 


The scheduling of orders and 
parts on the production line re- 
quires an exact knowledge of pro- 
duction rates, flow of orders, and 
inventory of supply parts. This 
information is also kept in spe- 
cially arranged systems. Again 
the stationer who is alert, will 
find that he knows the answer to 
many of the filing problems. Per- 
haps some visible record method 
has been specially developed for 
this purpose. The stationer knows 
the answer. But the _ stationer 
must not stop at this point. The 
production schedule is figured out 





Harmony between plant and office ex- 
ists when records can be filed and 
found without undue delay. 


and a progress work ticket is 
made up. This follows the job 
through production and shows the 
time of completion for each step 
or operation. Now the dealer can 
furnish a holder for the pro- 
duction schedule or routing sheet 
as it is sometimes called. He can 
provide printed “flow sheets” on 
which to record the progress on 
the assembly line or the amounts 
of production at each _ station 


along the line. He can advise the 
customer as to the schedule board 
or black board which can be used 
to indicate the constantly chang- 
ing production of parts and as- 
semblies. Tags and other supplies, 
signals and the like, make up a 
nice source of extra revenue for 
the dealer who sets up a workable 
system. 


New Systems Much in Demand 


The payroll clerk is loaded with 
detail work of the kind which the 
average stationer understands. 
The suggestions and methods 
available are too numerous to 
mention. But this department 
along with the bookkeeping de- 
partment has long been a source 
of profitable business. Don’t neg- 
lect them now. Last year’s sys- 
tem probably will not work today 
when the turnover of employees 





Portability, efficient housing and ease 
of transportation are major factors of 
good record keeping. 


has increased and there are twice 
as many workers. Bookkeeping 
operations have to be more care- 
fully kept today to permit the sort 
of keen analysis which is neces- 
sary to make a profit in spite of 
increased production costs and 
taxes. Keep plugging away at im- 
proved methods. 

Finally, the dealer must know 
how to keep records pertaining 
to priorities. He must be so 
familiar with all regulations that 
he can show his customer which 
forms are to be filled out and how 
to keep the data with which to 
fill them. He can suggest a col- 
umnar book for recording sales 
as to the end-use symbols. He 
can suggest tabulation procedures 
for recording priority ratings re- 
ceived and extended. Probably a 
method can be suggested too for 
the recapitulation of this  in- 
formation for purposes of making 
out a PD-25A form. There are 
countless rubber stamps to be pro- 
vided and when the rubber gives 


17 


out the same information can 
always be printed on gummed pa- 
per stock. The field is open to any 
keen stationer who will take the 
time to study the problem and 
draw a solution out from his 
broad background of experience. 

Primarily the dealer must get 
his mind off the sales of “bread 





Factory or plant foreman must have 
access to records to check production 
and maintain satisfactory tempo of his 
various departments. 
and butter” stock items. These 
products will sell themselves. 
Everyone knows that he carries 
ink, paper, pencils, binders, in- 
dexes and carbon papers. He 
shouldn’t forget his stock in trade 
nor should he pass up sales just 
because they don’t require a lot 
of initiative or effort. Neverthe- 
less, so long as the dealer just 
thinks about the sales of a couple 
quarts of ink, a foot of tabbing, 
or 5000 wire staples, he will forget 
the main ability which he pos- 
sesses. The stationer is a business 
specialist. He is an engineer who 
can advise the customer as to the 
best ways of handling business 
matters. He can get the supplies 
and equipment readily and his 
wide range of supply sources as- 
sures the customer that if there 
are any supplies to be gotten, he 
will get them. Some dealers have 
earned this reputation and their 
sales during the last year have 
soared sky high. Other dealers 
must learn the trick of studying 
the industrial problems and work- 
ing out solutions. These dealers 
must learn to give unstintingly of 
their time and experience. They 
must show the defense plant op- 
erators, the converted manufac- 
turers, the ordnance plant man- 
agers just how they, as stationers, 
are able to do their parts in the 
war effort. 

It is not enough for a stationer 
to sit back and let others in the 
industry tell him that he is an 
“industrial supplier.” He must 
prove that he is actually an asset 
to production and that he is sell- 
ing to industry the tools and 
lubricants which make their 
wheels hum. 

(Turn to page 19, please) 











How a Luncheon (lub Membership 
HAS AIDED ME IN MY BUSINESS 


NOTE.—J. Andrew Smith, who 
gives this article to the readers of 
OFFICE APPLIANCES, has been asso- 
ciated with the sale of business 
equipment and furniture since he 
was discharged from the service in 
the World War in 1919. His first 
work was in Memphis, Tenn., 
where he remained until 1929, 
when he came to San Antonio. He 
has had his own business for the 
past five years. 

During the years he has been a 
member of the San Antonio Lions 
Club, he has served as secretary- 
treasurer for four years, as vice- 
president for one year, and is now 
president. In addition, when the 
district meeting was held in San 
Antonio recently, he was elected 
governor for this district, which 
is comprised of fifty-two clubs, 
having a total membership of 
2,300. 


LITTLE more than thirteen 

years ago, when I came to 
San Antonio to take charge of the 
office furniture department of a 
large furniture company, I was in- 
formed by the president that, 
among other things, I would be 
expected to represent the firm at 
one of the local luncheon clubs— 
the Lions. 

While this was not my first ex- 
perience with a luncheon club, its 
value to me at this particular 
time may be readily appreciated. 
I was a Stranger in the city, I was 
taking a new job, and I had not 
made many contacts. But this 
membership soon brought me in 
touch with the very men with 
whom I would do business, and it 
assured me of a friendly consid- 
eration for me and the business I 
represented when such considera- 
tions were things greatly to be 
desired. 

I should like to emphasize right 
here, however, that those men 
who join a club with no other in- 
tention than to use the member- 
ship as a means for drumming up 
business, do not last very long. 
It is that unselfish spirit of co- 
operation, that feeling of good fel- 
lowship, and that “do unto others” 
poilcy that helps you in the same 
manner that you are glad to help 
the other fellow. 

The advantages of membership 
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in such a club are many, but the 
principal ones may be listed as 
follows: 

First: There is that great spirit 
of good fellowship. When you call 
on a man who is a member of 
your club, you are assured of a 
welcome and of his undivided at- 
tention and interest. If it were 
not for this membership, and if 
you were a stranger to him, he 
would in all probability conclude 
that you had something to Sell, 
and your reception would be 
planned accordingly. But when 
you have sat across the table 
from him at weekly meetings, 
calling him by his first name and 
having the compliment returned, 
you can rest assured of an inter- 
view and of his honest opinion 
when you have finished. 

Second: My membership in the 
Lions Club has saved me much 
time and inconvenience. I can 
telephone to a man and say, “Bob, 
this is Andy,’ and continue the 
conversation assured that if I 
have some new furniture or equip- 
ment in which I think he might 
be interested, or am seeking in- 
formation about a certain firm or 
individual with whom I hope to do 
business, I shall have his whole- 
hearted interest and cooperation. 


Third: It brings me into direct 
contact with a group of men who, 
in the majority, are the very men 











MR. SMITH 


I want to see. While all of them 
may not own their business, they 
are all in positions of responsibil- 
ity, and can be of material as- 
sistance when I am seeking an 
order. 


An Instance of How Business Was 
Secured 


What I consider one of the big- 
gest assets, however, is that the 
friends I have made at the club 
think of me when they know of 
a firm or an individual who might 
be in the market for some equip- 
ment. A concrete experience will 
better bring out this point: 

A few months ago I was seated 
in my office when the telephone 
rang and one of our members 
asked me if I could come over to 
his office and bring some of my 
catalogues on office furniture. I 
assured him that I could and 
when I arrived, he introduced me 
to a friend of his, at the same 
time making some complimentary 
remarks about me and my busi- 
ness. This man, I was informed, 
planned to move his business to 
San Antonio and open an office. 
We discussed his plans, I showed 
him various types of equipment 
and patterns best suited for his 
work, quoted him prices, and be- 
fore I left the office I had an order 
for equipment totaling more than 
eight hundred dollars. 


Furthermore, this order was 
secured before the man _ had 
signed his lease, and it was sev- 
eral weeks before he moved to the 
city. Consequently, through my 
membership in the luncheon club, 
I was able to meet this party be- 
fore any of my competitors knew 
of his coming, and I was able to 
get his order without the necessity 
of engaging in any of the practices 
of price-cutting and offering spe- 
cial terms that are frequently 
needed in such cases. 


Most service clubs are organized 
into districts, and by attending 
district and zone meetings, I meet 
other members from towns and 
cities within the district or zone. 
This frequently results in some 
good business that had not been 
anticipated. Only recently a fel- 
low member I had met at a dis- 
trict convention came into my 
store and informed me that a rep- 
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resentative from another firm had 
quoted him prices on some office 
and reception room furniture, but 
if I would give him prices, he 
would be only too glad to consider 
them. I gave him the prices, they 
were acceptable, and he gave me 
the order. It totaled more than 
three hundred dollars. 

These are but two among many 
such instances wherein business 
has been turned my way because 


of my membership in a luncheon, 
or service, club. This membership 
has paved the way for many sales; 
it has broken down Sales resist- 
ance so that sales have been made 
that, otherwise, might have gone 
to a competitor; and it has 
brought to me and my firm a help- 
ful consideration and cooperation 
that might otherwise not have 
been possible. And, when one con- 
siders the amount of business 
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gained as compared with the cost 
of the membership, it represents 
a value that is unequalled. 

For those who appreciate last- 
ing friendships, I recommend the 
luncheon club for such develop- 
ments. Go into it unselfishly 
and in the spirit of service to your 
fellowmen, and the material re- 
wards will follow with the same 
surety that the dawn follows the 
night. 


THE GREATEST "V" FOR STATIONERS 


HE SYMBOL “V”, internation- 

ally upheld as a torch to stand 
for “Victory” in this total struggle, 
is the greatest asset or tool as well 
as safeguard of profit and con- 
tinuity for the stationer and office 
equipper when that “V” stands for 
“Volume.” Yet more volume in 
service if not in actual sales, for 
the former is overshadowing the 
latter in current business trends. 

“Vv” for volume means that even 
an indifferently-managed station- 
ery store or office equipment 
establishment can show some 
profit if sufficient volume is 
achieved,—but that is not the milk 
in the cocoanut, or the meat in 
the sandwich. It is profitable vol- 
ume that is meant—the only vol- 
ume that it worth a continental 
—for as one expert accountant 
making a study of this “V” busi- 
ness cited: “You can hold some 
water in even the coarsest sieve 
if you keep on pouring it in fast 
enough.” 

By this analogy he inferred that 
some stationery businesses, rid- 
dled with restrictions and short- 
ages, were getting to be just like 
sieves, sieves through which seep 


By C. M. LITTLEJOHN 
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pennies and even dollars, al- 
though there may be a heavy vol- 
ume of practically non-profit 
business on account of waste, ex- 
travagance or simply lack of ade- 
quate accounting and control. Be- 
cause of this the stationery store 
proprietor or office equipment 
shop manager knows not pre- 
cisely where he stands. 


Adequate accounting takes into 
consideration the complete record 
of services sold as well as of equip- 
ment, parts, or material used and 
the high cost of labor and over- 
head today, allocated in frac- 
tions, so that the proprietor knows 
precisely what measure or margin 
of profit remains between total 
cost and net sale, even of the 
merest typewriting machine tun- 
ing. Naturally, this margin of 
profit may remain small and safe 
where there is more rapid turn- 
over of stock and services and a 


high volume of jobs performed for 
the business world. 

Closest possible correlation ex- 
ists between profit and rate of 
turnover—the accelerated rate of 
business machine and equipment 
servicing, with the limelight 
focused more than ever on the 
latter. Lack of volume or demand 
for service that is too slow indi- 
cates a want of patronage or a 
woeful shortage in the matter of 
customers. The stationery and ap- 
pliance house needs must cover 
its district “like the dew,” blanket 
its area by drawing a good per- 
centage of the potential clientele 
therein. 

More volume is practically all 
that any ailing business needs, 
more volume in sales and services, 
but it needs sound volume, the 
right sort of volume, in which 
every small sale or every bit of 
service has at least some margin 
of profit, even though a slender 
one. Sufficient volume at a small 
margin of profit can easily exceed 
small volume with big margins of 
profit, with greater general satis- 
faction and good will in the bar- 
gain. 





STATIONERS HAVE THE “KNOW 
HOW” TO INCREASE 
PRODUCTION 
(Continued from page 17) 
The battlefront on the home- 
front just now is finding dealers 
in California developing and ex- 
perimenting with dozens of thou- 
sands of inventory record sheets 
which will show where to find the 
28,000 parts that go into a bomber. 
A dealer in Texas is searching and 
successfully finding a gold 
stamped label that will stand up 
to sulphur fumes untarnished. 
Another dealer in the East is try- 
ing sheet metal shops and other 
of his regular suppliers in order 
to get a ticket holder that won’t 


dry out when exposed to a baking 
oven, won’t be cut by the sharp 
edges of a metal propellor, and 
will protect production sheets 
during a hundred operations. 
These dealers are using their 
“know how” to speed up produc- 
tion and increase the flow of 
armaments. In addition they are 
keeping up their regular business 
with adequate inventories of the 
bread and butter items which 
business depends on them to pro- 
vide. Demands made on them are 
abnormal and their shortages of 
labor are no less than in the in- 
dustries themselves. They are 
carefully watching their stocks 


and using regular stock items 
when possible to prevent having 
to get special merchandise since 
they know that deliveries are 
slow. Their knowledge of office 
supplies and equipment is saving 
many thousands of hours for the 
arms manufacturers and govern- 
ment. 

With a shortage of man power, 
the American stationer is doubly 
conscious of the demands made 
on him for service. He should and 
does stand ready with the “know 
how” for which American indus- 
try is famous and for which the 
stationer is fast gaining recogni- 
tion. 
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HEN the National Stationers 

Association Thirty - Seventh 
Annual Convention opens at the 
Palmer House in Chicago on Octo- 
ber 5, delegates will find a three- 
day program which has been de- 
signed by some of the ablest men 
in the industry to aid them in 
maintaining their daily business 
and to “carry on” until the day 
comes when the peace is signed. 

Under the leadership of Presi- 
dent E. B. Healy, General Man- 
ager Charles P. Garvin and Chi- 
cago Chairman J. Ed. Conlon, 
Rockwell-Barnes Company, the 
convention will be wartime busi- 
ness meeting, with every moment 
of every day arranged to give the 
stationers what they want and to 
let them hear things they want 
to know. There will be, of course, 
a seventh “Five Centuries of Prog- 
ress Merchandise Fair” which, 
according to all indications, will 
match any that has gone before. 

A partially-completed list of 
speakers indicates that the theme 
of the gathering will be the war, 
as any ‘meeting should be in a 
country fighting for its existence. 
But—appropriate to a meeting of 
men behind the men behind the 
guns—the whole program will be 
swung solidly behind a gigantic 
effort to help the stationer help 
his country to the very best of 
his ability. The list of speakers 
and the addresses they will pre- 
sent, as so far released by NSA 
headquarters, reveals the type of 
stirring and important messages 
that will be delivered at the con- 
vention: 

“What's Doing in Canada,” by 
J. S. Luckett, president, Luckett 
Loose Leaf, Ltd., Toronto; “A Sta- 
tioner Top Man in the War 
Effort,” by George C. Brainard, 
president, The General Fireproof- 
ing Company, and director, Tools 
Division, War Production Board; 
“The Stationer-Printer in War- 
time,” by L. S. Crowl, president, 
Blade Printing & Paper Company, 


Toledo, Ohio; “How to Sit in War- 
time,” by Seymour Walcott, vice- 
president, The Domore Chair 
Company, Inc.; “Business Capital 
in the Capital,’ by Henry P. Fow- 
ler, U. S. Chamber of Commerce; 
“A Stationer Sees Two Big Wars 
From a Big City,” by Tom Stagg, 
president, Hoskins, Inc., Philadel- 
phia. 

E. Fred Cullen and Charles B. 
Hammen will represent the Office 
of Civilian Defense and the Office 
of Price Administration, respec- 
tively. 


Round Table in Return 
Engagement 


Those who remember the fa- 
mous Round Table group which 
added considerably to the success 
of last year’s convention will be 
pleased to learn that these men 
will appear again at the speaker’s 
stand. Taking time off from their 
duties at the University of Chi- 
cago to be present when the con- 
vention opens, they are Maynard 
C. Krueger, professor of eco- 
nomics; Raleigh W. Stone, pro- 
fessor of industrial relations, and 
William H. Spencer, dean of the 
School of Business. The messages 
these educational leaders’ will 
bring this year will go far toward 
making the coming conclave one 
to be remembered for many a 
year. 

And then there is the NSA War- 





time Council made up of the fol- 
lowing industry leaders: 

Dick Healy, Santa Fe Book & 
Stationery Company, Santa Fe, 
N. M., president of the associa- 
tion; Willis Lowe, The White Com- 
pany, Fort Worth, Tex.; Bob 
Latsch, Latsch Bros., Lincoln, 
Neb.; J. S. Sprott, president, The 
Globe-Wernicke Co.; Jack Tam- 
any, Boorum & Pease Company; 
Mort Chute, Bainbridge, Kimpton 
& Haupt, New York City; W. L. 
Jaques, Jaques & Company, New 
York City; Fred Fenne, Associated 
Stationers Supply Company; C. R. 
Kendrick, Kendrick- Betemy Sta- 
tionery Company, Denver; Horace 
Van Dorn, Joseph Dixon Crucible 
Company; W. E. Stockett, Stock- 
ett-Fiske Company, Washington, 
D. C.; Woodson Waddy, Everett 
Waddey Company, Richmond, Va.; 
Harold Hampton, Indianapolis 
Office Supply Company, Indianap- 
olis; Andy Maish, Dennison Man- 
ufacturing Company; Owen Bay- 
less, Lowman & Hanford Com- 
pany, Seattle; William Clegg, The 


Clegg Company, San Antonio, 
Tex.; George Hayes, Thomas 
Groom & Company, Inc., Boston, 


Mass.; Ralph B. Pfleeger, Pfleeger 
Business Equipment, Inc., Utica, 
N. Y.; W. H. Patterson, Johnstown 
Office Supply Company, Johns- 
town, Pa.; C. P. Hanes, Office 
Equipment Company, Inc., Tampa, 
Fla.; L. S. Crowl, Blade Printing 
& Paper Company, Toledo, Ohio; 
A. J. Markelz, The Book Shop, 
Joliet, Ill.; Charles Regan, Globe 
Publishing Company, St. Paul, 
Minn.; Walter C. Guy., Arkansas 
Printing & Lithographing Com- 


pany, Little Rock, Ark.; C. Guy 
Lowe, Office Supply Company, 
Jackson, Miss.; John Wright, 
Story-Wright Company, Tyler, 


Tex.; William Mason, Jr., Out 
West Printing & Stationery Com- 
pany, Colorado Springs, Colo.; 
J. L. Cooke, Cooke Stationery 
Company, Salem, Ore.; Ed. Wob- 
ber, Wobber’s, Inc., San Francisco, 
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CHARLES P. GARVIN 


General Manager 


and Louis Caracci, Nor-Wood 
Company, New York City. 

All of these men stand ready to 
do their bit to make the conven- 
tion not only interesting but edu- 
cational for the dealer who comes 
to Chicago with problems to solve, 
with priority worries to unsnar] 
and with cost of operation diffi- 
culties to iron out. They are ready 
to do their best and give of their 
best on such subjects as “The 
Priorities and Allocation situa- 
tion,” “The Wage and Hour Law,” 
“The Employment Situation and 
How to Cope With It,” “The Sta- 
tioners Serving the Service.” 

The merchandise exhibition will 
be “wartime,” too. Some eighty 
applications have been received 
for display space, among these 
being one from the American 
Red Cross and the Office of 
Civilian Defense. 


Chairman Conlon Builds Chicago 
Convention Organization 


As this issue was put to press, 
Chicago Chairman Conlon re- 
leased information concerning the 
men and women who have con- 
sented to serve on the various 
committees necessary to assure 
the staging of another successful 
national convention in Chicago. 








GEORGE CORMACK 
Golf Chairman 








MRS. HY LINDEN 
Ladies Co-Chairman 








J. E. CONLON 
Chicago Chairman 


Within a few days after his 
appointment, Mr. Conlon had his 
organization lined up as follows: 
General chairman: Charles P. 
Garvin. Chicago convention com- 
mittee: J. Ed Conlon, Rockwell- 
Barnes Co., chairman; Russell 
Carpenter, Sanford Ink Co.; G. O. 
Stevens, Stevens, Maloney & Co.; 
W. H. Cox, The Carter’s Ink Co.; 
Oscar Modene, Marshall-Jackson 
Co.; Homer Jacquin, Jacquin & 
Co., Peoria; Tom Gillice, Rockwell- 


Barnes Co.; George Cormack, 
Wilson-Jones Co.; Karl Kiesel, 
The Carter’s Ink Co., president 


Great Lakes Travelers Club; Harry 
Balch, Quality Park Envelope Co.; 
Jack Johnstone, Wallace Pencil 
Co.; Ed Rohrs, Eaton Paper Corp.; 
Charles P. Mueller, Joseph Dixon 


Crucible Co.; A. R. Skibbe, Asso- 
ciated Stationers Supply Co.; 
Eldon Just, Just & Son; W. E. 


Smith, Ace Fastener Corp.; Demp- 
ster Passmore, University of Chi- 
cago Bookstore; Harry Chumley, 
Woodworth’s Book Store; Ralph 
Maneval, A. W. Faber, Inc.; John 
Gilbert, OFFICE APPLIANCES. 

Men’s committee, ladies’ enter- 
tainment: W. H. Cox, The Car- 


ter’s Ink Co., chairman; A. M. 


Allen, American Pencil Co.; Frank 
S. Cooper, 


Codo Manufacturing 




















W. H. COX 
Entertainment Chairman 
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E. B. HEALY 
President 


Co.; W. J. Dalton; 
Ace Fastener Corp. 

Ladies’ committee, ladies’ enter- 
tainment: Mrs. W. H. Cox and 
Mrs. Hy Linden, co-chairmen; 
Mrs. Karl Castle; Mrs. F. P. Sey- 
mour; Mrs. Harry Horder; Mrs. 
Russell Carpenter; Mrs. G. O. 
Stevens; Mrs. Oscar Modene; Mrs. 
J. Ed Conlon; Mrs. Edgar R. 
Hooper; Mrs. A. C. Aigner. 

Golf committee: George Cor- 
mack, Wilson-Jones Co., chair- 
man; Clark Roland, Marshall- 
Jackson Co.; Fred H. Jones, Hor- 
der’s, Inc.; Harry Balch, Quality 
Park Envelope Co.; Dick Ging- 
land, Esterbrook Pen Co.; Leonard 
Rose, National Blank Book Co. 

Publicity committee: Charles 
H. Everly, OFFiIcE APPLIANCES, 
chairman; John Smythe, Geyer’s 
Topics; A. J. Markelz, The Book 
Shop, Joliet, regional governor 
District No. 6, NSA. 

The foregoing committees are 
active and have tentative plans 
which will be announced as soon 
as arrangements are completed. 
Chicago again will be host in a 
style fitting to the patriotic spirit 
of the convention program. 

An informal golf tournament is 
planned. Details will be an- 
nounced soon. 


Hy Linden, 





C. H. EVERLY 
Publicity Chairman 
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EDITORIAL 


The Special Office Furniture Section 


@¢ ON PAGES 72 to 138 Orrice AppLIANCEs presents its Thirty-Third 
Annual Special Office Furniture Section. Unusual interest in the sec- 
tion this year attaches to the word and picture descriptions which rep- 
resent the current lines of the principal manufacturers. 

For in consequence of the wartime restrictions upon the use of metals 
in the manufacture of office furniture, wood has been brought into full 
prominence as the material of which practically all office furniture is 
made today. The extent of the industry’s conversion from steel to wood 
may be understood by recalling that metal furniture accounted for 65 
percent of the dollar value of all office furniture produced in 1939. The 
figure is taken from the 1939 Census of Manufactures, the most recent 
compiled. Steel filing cases and cabinets were responsible for the biggest 
part of the value of metal office furniture, however. Hence, the largest 
portion of conversion is in these lines. Of the total value of office desks 
and tables, 58.9 percent represented the dollar volume of those man- 
ufactured of wood. Chairs made of wood accounted for 61.2 percent of 
the factory value of the wood and metal office chairs. 

The office furniture industry is to be congratulated on the rapid ac- 
complishment of its conversion program. Not only have our companies 
aided in conserving metals, but they have kept comparatively well apace 
of the expanded requirements of the dealers and users—including the 
enormous needs of the Government. 


—_—- © m+ 





Plan to Attend N.S.A. Convention 


@¢ THE essential character of the stationery 
industry, beset as it is with numerous wartime 
problems, places very great importance on the 
annual convention of the National Stationers 
Association to be held in Chicago October 5 to 7. 
Every dealer able to attend should plan to par- 
ticipate in this “wartime council,” so that his 
business may benefit by the discussions and first- 
hand information to be given by the government 
officials and industry leaders present. 

Victory Display Program 
@¢ AN opportunity for office equipment dealers 
to coordinate their patriotic window display ef- 
forts with Government approved themes and to 
receive helpful plans and materials is afforded 
by the Victory Display Program, recently organ- 


ized in codperation with the Defense Savings 
Staff Retail Advisory Committee. 

The plan is promoted by the Victory Display 
Committee of the International Association of 
Displaymen. Through local committees, the re- 
tailers of the country who pledge to use a part 
of their display space for Government messages 
for the duration will be provided the official 
themes for each two-week period. Suggestions 
and necessary material to execute the displays 
are scheduled well in advance. The themes and 
copy for these unified national campaigns are 
excellently prsented in the ‘Washington Display 
Bulletin.” Designs given are suitable for all 
types of retailers. 

Any dealers that have not been reached by 
local chairmen may wish to communicate with 
L. S. Janes, national chairman, Victory Display 
Committee, 3609 Arthington, Chicago, IIl. 


HERE AND THERE 


BAUGHMAN NEARLY MISSES 
POLITICAL RACE, BUT WINS 


J. D. (Bud) Baughman, office sup- 
ply salesman of Fremont, Ohio, was 
a happy man on August |4 although 
he had suffered a severe headache 
for several days prior to that date. 

It seems that Mr. Baughman had 
previously been reported as having 
lost the Democratic state senatorial 


nomination in the 30th-33rd district 
primary election. Thus the headache! 


But the little ray 
along on the fourteenth when an 
other check revealed that an error 
of 899 votes had made another man 
the winner. It was shown that Mr. 
tes had accident 

the total of hi: 


t sunshine came 


Baughman's 899 
ally been added t 


rival, W. H. Herner. 


The corrected totals are: Baugh- 
man, 5871: Herner, 5191.—AK 





MATTHEWS SELLS NATIONAL 
DESKS AND COLLECTS 
ANCIENT FIREARMS 
Paul R. Matthews is one of the 
busiest men in the world, operating 
the office equipment firm of Mat- 
thews Brothers, Inc., Wilmington 
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opened with a raising of the flag in 
which members of the Stineman 
Post of the American Legion par- 
ticipated. Then came a pledge of 
allegiance recited by the 360 boys 
and girls and fifty guests. 

After the singing of “America” 
lead by Dr. J. M. R. Canfield, and 
a brief talk by Chief of Police Frank 
Gurtner, Mr. Little, temporarily 
dubbed "Chief Wabash", mystified 
and thrilled his little visitors with 
tricks of magic for which he is 
famous at many N. S. A. conven- 
tions. 

The day of pleasure concluded 
with an address by Dr. Fred Wolff, 
pastor of the Christian Church of 
Wabash. 


LACASSE BUSY FOR ROTARY 

W. Bert Lacasse, manager, of the 
Syracuse sales office of L. C. Smith 
& Corona Typewriters, Inc., has taken 
on added duties since he was elected 
district governor of Rotary Interna- 
tional at the Toronto convention. 








MR. MATTHEWS WORKS ON HIS COLLECTION OF OLD FIREARMS.—Seated 

before his work table Mr. Matthews is shown with a part of his novel collection Mr. Lacasse has recently begun 

of ancient rifles and pistols. At his feet is a case containing dueling pistols of contacting the clubs in his district, 

the type which gentlemen used in the old days to settle major (and sometimes a ME 
minor) arguments. 


ED. LITTLE AGAIN HOST TO 
WABASH YOUNGSTERS 
Another year has rolled around in 


Wabash, Ind., as elsewhere, but in 
that thriving Indiana community it 





Del., distributor for the National 
Desk Company. 

But as busy as he is, he has found 
time for one of the most interesting 
hobbies—that of collecting ancient 
firearms, a hobby which came to 


light when Irving Kramer, president 
of National, paid a recent visit to 
Wilmington, viewed the wonderful 
collection and passed the good 
word along to Office Appliances. 

The collection is amazingly large 
as private collections go, contain- 
ing more than 200 pistols and re- 
volvers and covering three centuries 
of production of weapons. Among 
these so-called small arms are large 
ornamental flintlocks, duelling pis- 
tols, derringers and many other 
models. 

In addition Mr. Matthews has an 
impressive array of rifles, from the 


means something—especially to the 
youngsters. 

About this time of Summer, Ed. 
Little, sales manager of the Wabash 
Cabinet Company, and his pet 
dog, Gyp, (short for Gypsy) issue 
invitations to the children of Wa 
bash, asking them to an ice cream 
party at which Gyp is hostess. The 
event is always held in the grounds 
of the Little home and the young 
sters swarm there when the big day 
dawns. 


As in previous years the party 

















W. B. LACASSE 


which is the !72nd and comprises 
thirty-three clubs in central New 
York. Last year he was president of 
the Syracuse Rotary Club and has 
been active on behalf of that organi- 
zation for years. 


long-barrelled type down to modern 
hunting weapons. But the odd part 
of it is that all of the weapons ex- 
hibited are in complete working 
order; moving parts are well-oiled 
and shiny and flints are ready to 
fire just as the ancient owners kept 


them in days gone by. 


AT GYPSY’S PARTY.—(Top left) Raising 
of the flag ceremony. (Top right) Chil- 
dren reciting pledge to the flag. (Lower 
left) Mr. Little, alias “Chief Wabash,” 
entertains the little guests with feats of 
legerdemain. (Lower right) Hostess 
Gypsy looks on while her guests answer 
the “come and get it” call for ice cream. 
There were 360 children and fifty guests 
present. 











OFFICE APPLIANCES 








Office 


Appliances 


INFORMATION SERVICE UNDER THE EMERGENCY 
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RENTED TYPEWRITERS RECALLED 


On August 25, the Office of Price Administration 
announced a ban on the rental of new typewriters 
and used non-portable machines manufactured since 
January 1, 1935, and ordered the return by September 
15 of typewriters manufactured subsequent to that 
date which are now on loan. 

Persons eligible to purchase machines under existing 
regulations are not affected by the order. 

The rental ban on new machines and the recall of 
recently manufactured typewriters is to make avail- 
able for purchase by the Procurement Division of the 
Army, 


Treasury a sufficient number of machines for 
Navy and “‘aoeeemment use. 
“The drive recently launched by WPB for 500,000 


machines for the Army and Navy has not turned up 
a sufficient number,” Price Administrator Leon Hen- 
derson said. “The need is critical. Both the Army and 
the Navy have cooperated in reducing the number of 
machines required for each of their units and Federal 
agencies have agreed to pare down their requests 


wherever it is possible. Even so, there just aren't 
enough typewriters in sight to go around.” 
The order, contained in an amendment (No. 4 to 


Revised Rationing Order No. 4), also provides for the 
release of certain light model portables and obsolete 
standard machines for unrestricted sale and places a 
three-month maximum rental limit on standard type- 
writers manufactured prior to January 1, 1935, and 
on all used portables. 

Under the amendment, all persons who have rented 
such typewriters are required to turn them in to 
dealers before September 15. If the machines are not 
returned, dealers are required to notify their State 
OPA office, specifying the name and address of the 
borrower, the date of original delivery and tl.e model. 
make and serial number of the machine. 

The changes in rental regulations, besides estab- 
lishing the three-month rental maximum and for- 
bidding new machine and recently manufactured non- 
portable rentals, provide that no rent renewals may 
be made except at the end of the rental period. 
Rental fees or charges for more than the three-month 
period may not be accepted in advance and options 
to purchase are expressly forbidden except to eligible 
purchases. 

No dealer may advertise typewriters for 
delivery except to persons authorized to 
them under rationing regulations. 

The models released for sale include so-called 
“stripped” model portable machines lacking in one 
or more of the following features: four rows of keys, 
upper and lower case type, two color ribbon device, 
variable line spacer, back spacer and right and left 
margin stops, providing that the seller’s retail price, 
exclusive of Federal excise tax, is $40 or less. Also in- 
cluded are typewriters manufactured before January 
1, 1915, and all makes of obsolete typewriters, manu- 
factured by companies which are no longer in exist- 
ence. 

Since “stripped” portables and obsolete models can- 
not be used by Army, Navy and essential civilian 
enterprises but may be adaptable for general use, it 
was decided to permit dealers to dispose of their 
stocks. The release of the machines may also help 


sale or 
purchase 


to plug the gap left by the recall of rented machines 
and the ban on new machines rentals. 

Nothing in the new amendment prevents a dealer 
from renting typewriters manufactured prior to 1935 
to a person who returns 
cordance with 


in ac- 
used 


a rented typewriter 


the order. Rental charges for 


typewriters are subject to the provisions of Maximum 
Price Regulation No. 162. Maximum prices on pre- 
1935 machines are lower than for recent models. For 
example, the three-month maximum rental charge 
for a standard machine is $7.50 as against $8.75 for 
more recent models. 

Should any time be left on rental contracts ex- 
tending beyond August 31, dealers are required to 
refund a proportionate amount or grant the cus- 
tomer a credit on the unexpired term. According to 
the regulation, dealers are permitted to add to the 
maximum rental fee a reasonable charge for pickup 
and delivery of the machines. 


oh 

PRIORITIES REGULATION NO. 10 BEING REVISED 

As we go to press, the work of revising Priorities 
Regulation No. 10, which established the Allocation 
Classification System, is still in process. At a meeting 
of manufacturers and trade association executives 
with WPB officials in New York City last month a 
number of changes were suggested and some of them 
were printed and circulated as tentative revisions, 
eccording to the Chicago office 01 WPB. The official 
consulted stated that the provisions of the original 
regulation would continue in force until the revisions 
are completed, which may not be until the middle of 
September. The only thing that can be said with 
certainty at the present time is that the trend is 
toward simplifying the mechanical operations of the 
regulation. The revised order will be discussed fully 
in the first available issue after the changes are com- 
pleted and the new order officially released. 


o 


RULING ON “COST-PLUS” CONTRACTORS’ 
CHASES OF OFFICE MACHINES 

An official interpretation which formalizes a prac- 
tice developed by the War Production Board’s Services 
Branch in its administration of the office machinery 
order (L-54-c), was announced August 19. 

The interpretation makes it clear that deliveries to 
“cost-plus-fixed-fee”’ contractors working on Army, 
Navy or Maritime Commission orders must be author- 
ized in one of two ways, depending upon the use to 
which the machinery will be put. 

When an order is placed by a “cost-plus” contractor 
for office machinery to be installed by him for use by 
one of the three services ‘on a ship, for example), 
authorization to deliver must be secured by the manu- 
facturer or distributor on Form PD-423. If, however, 
the contractor wishes to purchase office machinery 
for his own use in the performance of his contract 
his purchase order must be accompanied by a prefer- 
ence rating on Form PD-1A. 


o 
SPECIFIC WPB AUTHORIZATION REQUIRED FOR 
METAL OFFICE FURNITURE ORDERS 

Manufacturers of metal office furniture were in- 
structed by the War Production Board on August 5 to 
work on no order—old or new, military or civilian— 
unless specific authorization is obtained from WPB. 

This unusual type of control, designed to make sure 
that production of metal office furniture is held to 
minimum essential needs, was effected by a complete 
revision of Order L-13-a, issued August 5 by the 
director general for operations. 

The original metal furniture order ended the. pro- 
duction of most types of equipment on May 31, but 
permitted a limited output of some products for the 


PUR- 





SEPTEMBER, 1942 


armed services, and on orders bearing high preference 
ratings. 

The terms of the new order, it was explained by 
William A. Adams, chief of the Furniture Industry 
Branch, prohibit manufacturers from working on any 
order placed by any person — including the armed 
services—unless the order is accompanied by a specific 
authorization by the director general for operations. 

Some exceptions to this requirement are allowed in 
order to permit the completion by November 15 of 
orders for certain types of equipment accepted by 
manufacturers under terms of the old L-13-a, and to 
facilitate the production of specialized types of prod- 
ucts required for military purposes. 

All other orders will now have to obtain the specific 
“clearance” of WPB, and in the case of the armed 
services, the clearance also of Army and Navy pro- 
curement officials in Washington. Details of the clear- 
ance system are being worked out by the Furniture 
Industry Branch and the armed services. 


o 


STEEL FOR LOOSE LEAF EQUIPMENT LIMITED TO 
THIRTY PER CENT OF FORMER VOLUME 


The amount of iron and steel that may be fabricated 
or assembled into metal parts or units for blank books, 
loose-leaf books, binders or covers has been limited to 
thirty per cent of the 1941 consumption by WPB 
Limitation Order L-188, issued August 3. At the same 
time these blank books and loose-leaf metal parts 
and units were removed from the terms of the general 
steel conservation order M-126, which would have pro- 
hibited fabrication of any parts except for the Army 
and Navy. The new order contains no exemption for 
orders from the armed services. The effect of the 
new order, L-188, is to permit manufacturers to use 
up to thirty per cent by weight of the iron and steel 
they used to make blank book and loose-leaf metal 
parts and units during 1941, but the order restricts 
such use in any calendar quarter after August 4 to 
one-fourth of the thirty per cent allowed. 

Schedule A attached to the order lists the follow- 
ing as prohibited styles of, and parts for, blank books, 
loose-leaf books, binders or covers to the extent com- 
posed of iron and steel: 

(a) Styles: 

(1) Ledger binders (compression types). 
Student note books. 
Corporation minute and sales books. 
Pocket memorandum books. 
Zipper-bound ring books. 
Chain post type binders. 
Catalogue type binders other than 2 piece 

open back screw post devices. 
(b) Parts: 
(1) Boosters. 

Back plates less than 11 inches in width. 

Metal hinges. 

Metal edges and rims. 

Metal reinforcements in flyleaves. 

Automatic opening devices. 

Metal end caps and plugs. 

Post diameters other than 3/16, 5/16 
34 inches. 

Posts of 2 inches in length in other than 
5/16 and 3% inches in diameter. 

Posts of 6 inches in length in other than 
3/16 inches in diameter. 

Rings in excess of 2 in units up to and in- 
cluding 81!» inches in length. 

Rings in excess of 3 in units up to and in- 
cluding 11 inches in length. 

Rings in excess of 4 in units over 11 inches 
in length. 


and 


o 


PRICE REGULATION NO. 188 SETS CEILINGS ON 
CERTAIN OFFICE EQUIPMENT LINES 


Methods by which manufacturers can readily deter- 
mine maximum prices for new lines of consumer 
goods, including office furniture, office machines and 
equipment, office and school supplies other than paper, 
brief cases, glass sponge cups, clip trays and inkwells, 
were established in a new regulation announced 
July 30. 


The new regulation—No. Max- 


188, Manufacturers’ 
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imum Prices for Specified Building Materials and 
Consumers’ Goods (Other Than Apparel)—went into 
effect on August 1 as to all sales except those to 
United States Government agencies. The effective 
date for these latter sales is September 1. The reg- 
ulation applies only to manufacturers in the con- 
tinental United States. 

Manufacturers must apply the new pricing methods 
to all new goods introduced since April 1, 1942, unless 
maximum prices for these goods were finally deter- 
mined under the General Maximum Price Regulation. 
If new goods brought out since April 1 have been 
finally priced under the general regulation and 
offered for sale before August 1, the prices so deter- 
mined will stand and the new methods cannot be 
applied. 

Only the maximum prices chargeable by manufac- 
turers for the articles listed in the regulation are 
affected. In all other respects the provisions of the 
General Maximum Price Regulation (and all amend- 
ments and supplementary regulations thereto) are 
applicable and are incorporated into the new regula- 
tion. 


Effective Dates 


The new pricing standards apply to all new articles 
that either (a) were first offered for sale after 
August 1; or (b) that were offered for sale after 
April 1, 1942, and were not finally priced under the 
General Maximum Price Regulation, either because 
the manufacturer was uncertain or because OPA had 
permitted tentative pricing pending issuance of the 
new regulation. 

In pricing a new article, the manufacturer must 
apply the following standards: 

1. If only minor changes are involved from an arti- 
cle already being sold, the producer must set a ceiling 
price for the new article which is the same as the 
maximum price for the existing article. Minor changes 
are those which do not reduce the cost of materials 
or prevent the new article from offering fairly equiva- 
lent serviceability. Change in the shape of a chair 
seat, or in the handle of a household utensil are exam- 
ples of ‘minor changes,” provided the cost of material 
is not lowered. 

2. If the new article results from substantial changes 
compelled by shortages of material or parts used in 
the original article, the manufacturer must use as 
his maximum price the ceiling price for the original 
article, plus or minus any increase or decrease in the 
direct unit cost of production resulting from the 
change. 

3. If the new article cannot be priced under (2) 
above, the manufacturer must use the following for- 
mula: 

(a) He determines the direct cost per unit of the 
new item, using March labor rates and March costs of 
materials unless OPA has rolled back the material 
price in which event he uses the lower price. 

(b) Selects from his line of comparable articles 
already having maximum prices, one which has a 
March direct cost immediately higher and one which 
has a direct cost immediatley lower. 

(c) He then averages the mark-ups (margin by 
which his maximum selling price exceeds his direct 
cost) for the two comparable articles both in dollars 
and cents and in percentage. 

(d) Whichever of these average mark-ups yields 
the lower price is then applied to the direct cost of 
the new article and the resulting price is the max- 
imum price. 


o 


TO BE BOUGHT BY AUTHORIZED 
DEALERS 


Persons owning more than one typewriter were ad- 
vised today by the Office of Price Administration that 
under rationing regulations they may dispose of their 
machines only to authorized dealers or to the Pro- 
curement Division of the Treasury, central purchasing 
unit for government agencies. 

Sole exceptions are private persons who buy or 
otherwise acquire a business concern for the purpose 


(Turn to page 42, please) 


TYPEWRITERS 
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SHEAFFER ANNOUNCES “V-BLACK” SKRIP 
FOR U. S. SERVICE V-MAIL 

Following quickly upon the government’s announce- 
ment of V-Mail for men in the United States services 
abroad, the W. A. Sheaffer Pen Company, Fort Madi- 
son, Iowa, has introduced V-Black Skrip, an ebony- 
black writing fluid which ensures perfect photographic 
reproduction. 

The government system of photographing mail, 
flying the film to distant points and reproducing the 
letter in one-fourth size at destination, has met with 
wide approval. The saving in cargo space is illus- 
trated by the fact that one 100-foot reel of 16-mm. 
film will carry letters which would ordinarily com- 
pletely fill two large mail bags. 

The Sheaffer organization points out that by use 
of the new V-Black Skrip letters will reach far-off 
destinations with virtually the same readability as 
the original missives. 

The new writing fluid is sediment-free and non- 
sediment forming and has no objectionable action on 
the metal or rubber in fountain pens, affording these 


instruments longer life. The fluid is also quick- 
drying and non-feathering. 
Scalia 


NEW VICTOR MAK-UR-OWN HINGES 
The Victor Safe & Equipment Company, North 
Tonawanda, N. Y., announces to the trade the addi- 
tion to their line of Mak-ur-own indexing products, 











ARROW POINTS TO MAK-UR-OWN HINGE 

the Mak-ur-own hinge for binding photographs, price 
sheets, illustrations, booklets, specifications, etc. 

Mak-ur-own hinges provide an easy method for 
mounting photographs in presentation portfolios, for 
the reinforcement of printed sheets used in ring books, 
for hanging large drawings, tracings or graphs, and 
for binding pamphlets, folders, snapshots, cards or 
other miscellaneous material in all sorts of covers. 
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Each hinge will bind one or two single sheets, or may 
be used in the center of a double size folded sheet, 
which will open flat even in a post type cover; or 
several small photos or cards may be bound with a 
single hinge. 

The new item is strongly made of gummed cloth 
and paper, and is designed for hard use. The joint 
is stitched and free-swinging, to permit flat opening 
of stiff photographs or cards. 

A durable attachment is secured with minimum 
coverage of the sheet. Stock sizes are 8% and 11 inch 
cut lengths, and 200 foot continuous reels for use on 
large sheets or drawings. Hinge strips may be cut 
any length with common shears, in the same manner 
as Mak-ur-own index tabs. 

casas MMM cc 
SYNTHETIC VULCANIZED RUBBER ROLLER 
LINE BY BETHEL 


The Bethel Manufacturing Company, 2600 South 
Throop street, Chicago, is making a line of synthetic 





FOUR TYPES OF BETHEL ROLLERS 


rubber vulcanized rollers for all models of Multigraph 
and Multilith, Aniline presses, addressing machines, 
duplicators and other machines. 

The rollers are scientifically constructed of an ink- 
resisting compound which is guaranteed not to chip, 
crack, melt or break out at the ends. Being vulcan- 
ized to the core, and having a highly polished surface 
as well as controlled “tack” properties, the rollers 
give perfect results in changing colors as in the case 
of the Multigraph and Multilith and other duplicators. 

While the line includes fifty-six different types of 
roller all of which are listed in a catalogue now avail- 
able to the trade, special models can be secured on 
request. 

——_ = > -—_—— 
COLUMBIA HAS NEW CARBON FOR WAR RISK 
INSURANCE FORMS 


The Columbia Ribbon & Carbon Manufacturing 
Company, Glen Cove, N. Y., has announced a new 
type of carbon for the use of banks, insurance and 
mortgage companies and similar organizations in fill- 
ing out war risk insurance blanks. 

Because the typing operation necessitates folding 
over the top of the war risk insurance form, the new 
Columbia carbon sheet is so arranged that it folds 
back to make the last carbon copy. 

This, it is explained, eliminates the tearing or cut- 
ting of a separate strip of carbon paper and the 
necessity of doing two separate typing operations to 
obtain the fill-in information on the blank and its 
two carbon copies. The work is accomplished in one 
operation because the top three and one-half inches 
of the carbon sheet are reverse coated. The overall size 
of the sheet is 84 by 14 inches to allow for the fold- 
over at the top. The sheets are packed 100 to the box. 
Additional details, prices, etc., will be furnished on 
request to the company. 
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NEW WORLD ATLAS BY RAND McNALLY 
Rand McNally & Company, 536 South Clark street, 
Chicago, has recently published a new World Atlas 
which is designed to retail for one dollar. The atlas 





THE RAND McNALLY WORLD ATLAS 


includes a new polar-projection map, air and sea mile- 
age charts, distance maps and vital supplementary 
data. 

The atlas measures 11 by 16 inches and contains 
116 pages. It offers extra value in comprehensive map 
coverage and in related interesting and valuable in- 
formation. Seventy-six of the pages of maps are 
double-page (22 by 16 inches) maps printed in four 
attractive colors. In addition there are many pages 
of economic maps and graphs such as production, 
manufacturing areas, exports and imports, national 
wealth, land areas, populations, and many physical 
maps showing relief, annual rainfall, temperatures, 
winds, ocean currents, vegetation, etc. 

The whole is enclosed in a colorful cover presenting 
a brilliant array of United Nation flags flying over a 
global background. 


_—~<>-. —— 


DENNISON PRODUCES “CEILING PRICE” LABEL 

As a means of speeding up the necessary job of 
marking ceiling prices, the Dennison Manufacturing 
Company, Framingham, Mass., is introducing a spe- 
cially-printed label under the trade-name of “Pres- 
a-ply.” 

As the name implies, the new label sticks securely 
with simply finger-pressure and requires no dampen- 





THE PRES-A-PLY LABELS AND TWO DISPENSERS 


ing. The identification “ceiling price” is plainly 
printed on the lower half of the label and a distinctive 
red and blue checker border frames the space. This 
space can be filled in with pencil or pen. 

The labels come in handy dispenser boxes and, for 
constant use, there is also available a metal dispenser 


27 


holder which grips a desk or counter with suction 
feet. Multiple width rolls can be had for large scale 
labeling operations and these can be filled out on a 
typewriter. 

Labels adhere to practically all smooth surfaces in- 
cluding paper, metal, glass, enamel, lacquer and 
plastic, and although they stick tightly, can be peeled 
off instantly without damage to merchandise. 

nacinseiiaatigailiiaia ae 
NEW DRAWING INK BY MELIND 

The Louis Melind Company, 362 West Chicago ave- 
nue, Chicago, has announced a new line of drawing 
inks under the trade name of Justrite. Developed after 
several months of experimentation and research, the 
new ink is ideal for artists, draftsmen and students. 

Justrite inks flow freely for fine work and will not 
cake. It is of an opaque India black color which im- 





DRAWING INK | 


Pease, 2. 






THE JUSTRITE INK CONTAINER AND PACKAGING 


proves the appearance of any finished drawing and 
amply improves its reproducing qualities. 

Further details, prices, etc., will be promptly fur- 
nished on request to the company at the above address. 
—_———— = 2 —__—- 

TEAGUES’ PRODUCE MYSTERY NOVEL 

“You Can’t Ignore Murder”, a recently-published 
mystery novel by Ruth and Walter Dorwin Teague, 
is providing unusual interest for those in our field 
who recall Mr. Teague’s achievements as an industrial 
designer and as design consultant for the A. B. Dick 
Company for a number of years. 

Mr. Teague has done similar work for the Ford 
Motor Company, Montgomery Ward, du Pont, National 
Cash Register Company and others. He was one 
of seven members of the board of design of the New 
York World’s Fair and designed many of its important 
individual exhibits. 

Mrs. Teague, as Ruth Mills, has published a previous 
mystery novel entitled “Leading Lady”, and Mr. 
Teague is the author of “Design This Day, the Tech- 
nique of Order in the Machine Age”, published two 
years ago and established as an authoritative work 
in his professional field. 
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STORE LENDS FURNITURE TO CIVIL DEFENSE 

The Lewis Business Furniture Company, Toledo, 
Ohio, recently gave concrete evidence of its desire to 
be of aid in times of disaster by lending for six 
months free of charge a quantity of office furniture 
to the local Civilian Defense Council. The loan was 
made last February and the equipment was not re- 
turned to the store until the end of July at which 
time it was replaced with City Relief Department 
furniture. The firm also rented ten typewriters to the 
defense organization during that period for a rental 
of $30 a month.—AK 


—-o—_—. 


TALL ADDS NEW DEPARTMENT TO STORE 
Harry Tall, owner and operator of Tall’s Travel 
Shop, Inc., 1406 Third avenue, Seattle, Wash., has 
added a new department to his establishment for the 
display and sale of stationery items, fountain pens, 
cameras and game sets. Mr. Tall’s organization re- 
cently celebrated its twenty-third anniversary.—CML 








U. S. GETS 410 TYPEWRITERS FROM 
INSURANCE FIRM 
One of the largest sales of typewriters to the U.S 
Government was made last month when the Metro- 





GOOD-BYE TYPEWRITERS!—So said the girl employees of the 
Metropolitan Life Insurance Company as they stacked up part 
of the 410 machines sold to the government by the insurance 
firm. The typewriters are being received and counted by WPB 
Deputy Director Phillip M. McCullough before they start their 
journey to federal offices where they are badly needed. 


politan Life Insurance Company, New York City, 
turned over to the Procurement Division of the Treas- 
ury Department 410 machines. 

Leroy A. Lincoln, president of the company, pre- 
sented the typewriters to Deputy Regional Administra- 
tor Phillip M. McCullough. Mr. Lincoln said that in- 
cluded in the total number were typewriters ranging 
from 1935 models to machines which have never yet 
been used. 

—- 





HEARTY CONGRATULATIONS!—So said W. G. Zaenglein, 
president of the Monroe Calculating Machine Company, 
Orange. N. J., to Southeastern Sales Division Manager T. R. 
Kyle who recently won the quarierly division sales trophy 
by leading the firm's four sales divisions in percentage of 
sales quota for three quarterly periods. Mr. Zaenglein is at 
the left. Standing between Messrs. Zaenglein and Kyle is 
L. B. Taylor. manager of the central division, who was 
runner-up in the competition. Mr. Kyle has jurisdiction over 
Monroe sales offices in the southern and southwestern part 
of the country including fifty cities from Florida to California, 
and maintains headquarters in San Antonio, Tex. 
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JAPS-OLSON IN 33RD YEAR 

The Japs-Olson Company, Minneapolis, Minn., was 
recently accorded prominent place in a local news- 
paper as a result of a celebration of the firm’s thirty- 
third year. Accompanied by a picture of the store, an 
article told of the company’s growth from the time 
it was founded by G. F. Olson in 1909, through its 
consolidation with the Minneapolis Ruling & Book- 
binding Company and up to the present day. Officers 
of the firm are G. F. Olson, Frank B. Beddor, Edward 
Herbert Olson, Charles G. Strand, Herbert S. Fall and 
Otto Japs. 

—- — 
ENSINGER WINS G-W SLOGAN PRIZE 

Floyd Ensinger of the Globe-Wernicke Co.’s stand- 
ards department, last month received a $25 U. S. War 
Bond as first prize for the best slogan submitted in 
the current war production drive now in progress at 
the big Norwood plant. His slogan was “A Good Day’s 
Work Here, Will Cut The Time Over There!” 

The second prize of $10 in War Savings Stamps was 
given to John McPherson, veneer department, who 








LEFT TO RIGHT.—Hudson Biery, industrial consultant, labor 

production division, WPB; Floyd Ensinger, winner of first 

prize; J. S. Sprott, president, The Globe-Wernicke Co.; John 

McPherson, winner of second prize; C. E. Dunlap, chairman, 

executive committee of management and labor in charge of 

war production drive, and Elmer C. Henlein, deputy regional 
director, WPB. 


slogan: “Each Earnest 
Shorten The Time Our 


following 
Will 


submitted the 
Moment Spent Today, 
Boys Are Away!” 

The presentation was made by J. S. Sprott, presi- 
dent of the company, and a member of the plant war 
production drive executive committee. A letter of 
commendation for Mr. Ensinger from Michael W. 
Straus, chief of war production drive headquarters in 
Washington, was presented to him by C. E. Dunlap, 
chairman of the committee. 

Elmer C. Henlein, deputy regional director, War 
Production Board, and Hudson Biery, industry con- 
sultant, labor production division, War Production 
Board, also were present at the ceremonies. 

ae 

AUSTRALIAN FIRM LAUDS AMERICAN SOLDIERS 

American soldiers who have landed on Australian 
shores to do their bit toward holding in check and 
eventually beating the enemy, have won the hearts of 
the people of that great country judging by a letter 
received last month from Sands & MacDougall Pty. 
Ltd., of Perth, Western Australia. 

C. T. Connor, manager of the firm which maintains 
big branches in Melbourne, Adelaide, Sydney and 
London, is the source of news concerning the Amer- 
ican troops now stationed in his country. In a letter 
to OFFICE APPLIANCES Mr. Connor says in part: 

“.. The lads from the U. S. A. have created a fine 
impression throughout Australia—physically, mentally 
and morally they are a fine type. From the writer’s 
own enquiries, we can say they all seem happy and 
pleased with their new environment.” 
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The Guest Book 


Hollis J. Stephens, who travels out of Minneapolis 
for Rockwell-Barnes Company, registered in the Guest 
Book July 30. In addition to his good work among 
the dealers, he finds time once a month to send news 
from the seventh district, NSA, his column appearing 
in each issue of this journal. Since his territory in- 
cludes Wisconsin, he had worked much of that state 
and then jumped the short distance to Chicago for 
a visit at headquarters. 


Mr. and Mrs. G. K. Walters of School and Office 
Supply Company, Knoxville, Tenn., signed the Guest 
Book August 5. They had come to Chicago three 
days earlier to attend the convention of the Inter- 
national Optimist Club, after which they took time 
for visiting and in particular to see some of their 
friends in the industry. Calls were made at A. B. Dick 
Company, Associated Stationers Supply Company and 
National Blank Book Company, with all of whom they 
have had business relations for years. 


Fred Fenne of Dallas, Texas, representative of 
Associated Stationers Supply Company, also was a 
visitor on the fifth, entering the office a few steps 
behind Mr. and Mrs. Walters whom he knew, thus 
adding to the pleasure of their visit. Like them, he 
too had arrived three days before to participate in a 
series of conferences at Associated’s office. If time 
permitted, he expected to see some of his old friends 
in the trade before returning to his territory. 


W. E. Goff, president of Bill Goff, Inc., Madison, 
Wis., accompanied by Mrs. Goff, gave added pleasure 
to the afternoon by calling on Tuesday, August 11, 
and inscribing their names in the Guest Book. Com- 
bining business with a little vacation, Mr. and Mrs. 
Goff drove down from Madison to Wheaton, Ill., just 
west of Chicago, left their two children with relatives 
and journeyed on to Chicago. Their other calls in- 
cluded Associated Stationers Supply Company and the 
department stores on State street. Business in Madi- 
son is very active, Mr. Goff reports, with expectations 
for a substantial increase in over-the-counter trade 
in the near future when the establishment and en- 
largement of military service schools will add thou- 
sands of young men to the local population. Mrs. 
Goff, who is actively associated with the business, re- 
ferred to an interesting and profitable “after hours’”’ 
incident. When the employed staff had gone home, 
Mr. Goff started working on a bid for an ordnance 
plant. Mrs. Goff stayed on to clean up odds and ends 
while her husband completed his work. During this 
period, when the store normally would be closed, she 
sold about twenty dollars worth of merchandise. 


R. N. Wood, sales manager of the Esterbrook Pen 
Company, Camden, N. J., was a welcome visitor on 
Friday afternoon, August 14. Following a sales meet- 
ing held at the Olympia Fields country club earlier in 
the week (and reported elsewhere in this issue), Mr. 
Wood stayed in Chicago a couple of days to work out 
some details with District Manager R. B. Gingland. 
With a few hours at his disposal before boarding the 
train to return to Camden, he gave us the pleasure 
of a call. Convinced that only dealers who fit them- 
selves into the priorities picture will survive, Mr. Wood 
said that most of the time at the sales conference 
was devoted to priming the men with information so 
that they could help dealers to a better understand- 
ing of priorities and what they should do about them. 
Mr. Wood has faith in the future but does not sub- 
scribe to the policy of waiting for something to happen 
in the hope that conditions will ease up. He works in 
the present, with things and conditions of the present, 
thereby contributing to a better future. 


R. G. McIver of Milwaukee signed the Guest Book 
August 18. For many years his business has been the 
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building and servicing of office machines. Just after 
the turn of the century he was employed by Compto- 
graph Company, a pioneer manufacturer of adding 
and listing machines. Later he saw service with Bur- 
roughs Adding Machine Company, Sundstrand Adding 
Machine Company, with Jim Plew when he was an 
important figure in office machines in Chicago; had 
charge of machine repair for Northwestern Mutual 
Life Insurance Company, Milwaukee; and at present 
is servicing various types of office machines for his 
own personal clientele. He had come to Chicago to 
attend to some business affairs. 


Charles L. Shepherd, of N. T. Shepherd Company, 
registered with the office of this journal by telephone 
while stopping briefly in Chicago en route to the com- 
pany’s headquarters in Salt Lake City and thence to 
his home in Los Angeles. Since the company is 
actively engaged in supplying seating for government 
and defense uses, he had been spending the major 
part of his time recently in Washington. He reports 
a constantly increasing output to fulfill defense re- 
quirements. 


Joe Hildreth, salesman emeritus of the Esterbrook 
Pen Company, “dropped in” via the postcard route as 
the September issue was going to press. Postmarked 
Green Lake, Wis., the message section of the card was 
blank, everything of importance being told on the 
picture side. There was depicted an angler, holding a 
rod and a large scroll upon which were very con- 
venient places for the sender to deliver his message. 
After Joe’s fountain pen had done its duty the mes- 
sage read like this: “This is to certify that I caught 
a fish, weight, 154% pounds at Green Lake, Wis.” It 
was signed “Joe Hildreth” and notarized by “Heeza 


Liar, Notary.” 
<>< 


FULTON BECOMES OFFICIAL OF BUCKEYE 
COMPANY 


Frederic C. Fulton, assistant vice-president of the 
Central National bank of Cleveland, Ohio, last month 
was elected treasurer and a director of the Buckeye 
Ribbon & Carbon Company, Cleveland. 

A prominent and active figure in local banking 
circles, Mr. Fulton has been connected with the Cen- 

















F. C, FULTON 


tral National bank since 1933 and has served in the 
trust department of that organization. 

A son of missionary parents, he was born in Japan 
and educated at Wooster academy, Wooster, Ohio. 
After graduating from Adelbert college of Western 
Reserve university, he studied law and was admitted 
to the Ohio bar in 1931. 

During his college days Mr. Fulton was a prominent 
athlete. He is a member of the Western Reserve Uni- 
versity Alumni Association and of Delta Kappa Epsilon 
fraternity. He is the father of three sons and resides 
at 2644 Dartmoor road, Cleveland Heights. 
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HAZEN AMES 


AMES CELEBRATES FORTIETH ANNIVERSARY 

Back in 1902 many of our modern-day conveniences 
and labor-saving devices were still in a decidedly un- 
tried position. Others had not even been dreamed of 
and still more were not to make much of a splash 
until at least two or even three decades had rolled by. 

Among the business helps which had been accepted 
as an office necessity was the typewriter. It was not 
much as typewriters go today, but what was much 
more inconvenient for the businessman trying to be 
modern was the fact that there were no suppliers of 
parts. Mechanics were obliged, in the case of “break- 

















THE LATE A. R. AMES 














THE LATE C. H. AMES 


downs,” to do the best they could with what they had, 
always offering a crude substitute or patched up old 
part when called out on a repair job. 

At this time there was in Chicago a young man 
with vision and foresight. He dreamed of improving 
these conditions both for the dealer and the customer 
and he had an abiding faith that the typewriter “had 
come to stay.” 

Employed at the old Typewriter Emporium, this 
young fellow was listed on the payroll as A. R. Ames. 
His work consisted of applying transfers, stripping 
machines, welding and other such chores. Occasionally 


FOUR VIEWS OF THE AMES OFFICES AND PLANT AT 564 
WEST RANDOLPH STREET, CHICAGO.—From a modest be- 
ginning forty years ago the company has grown until it is 
one of the largest of its kind in the United States, with branches 
in practically every corner of the country. (Top left) The 
home office, completely equipped to efficiently handle the 


immense amount of work necessary to give service. (Top right) 
A section of the platen grinding department. (Lower left) 
Section of the parts department where are stored over 15,000 
items, carefully stocked for prompt order filling. (Lower right) 
The machine shop showing the large amount of heavy and 
up-to-date machinery maintained by the firm. 
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he pulled down a platen, marveling at the lack of uni- 
formity in its density and size. 

Came then a short period in which this ambitious 
and mechanically-minded young man did a little 
experimenting in the line of platent recovering. After 
he found that such work could be done, was much in 
demand by owners of machines, and insured a future, 
he organized and launched the Ames & Filstead Com- 
pany and announced that the firm had been formed 
for the sole purpose of serving the office machine 
dealer. Thus was born the Ames Supply Company. 

From that time on the growth and expansion of the 
Ames organization was amazing. A few dates of events 
will help to reveal the speed with which the company 
grew: 1908, New York branch opened; 1910, San Fran- 
cisco branch established; 1911, first catalogue, listing 
6000 items, was published; 1912, the Chicago head- 
quaters moved to larger quarters. 


To Present Home 


In 1922 the company again moved, this time to its 
present quarters at 564 West Randolph street, where 
the firm occupies an entire floor providing 15,000 
square feet of space. 

In 1937 Charles H. Ames, brother of the founder 
and manager of the San Francisco office, died. Before 
his passing, however, he had done a capital job of 
expanding the western branch and was then sent to 
New York where he repeated his success. 

Two years later death claimed Mr. A. R. Ames and 
the industry mourned the loss of one of its greatest 
leaders. The firm then passed into the hands of 
Hazen Ames, son of the founder, who from that time 
to the present day has devoted all of his energies to- 
ward maintaining the rigid standards set up by his 
father. 

Today the Ames organization maintains foreign 
offices in England and Mexico, branches in New York, 
San Francisco, Atlanta and Dallas, and agencies in 
Boston, Cincinnati, Cleveland, Denver, Indianapolis, 
Los Angeles, Philadelphia, Pittsburgh, St. Louis, St. 
Paul, Seattle and Washington, D. C. 

In addition to President Hazen Ames the other offi- 
cers of the company are: Mrs. D. R. Ames, vice-presi- 
dent; Earl S. White, vice-president; Mrs. C. M. Wyck- 
off, treasurer; Frank R. Marshall, sales manager, and 
J. D. Marvil, secretary. 
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STORE NO. 4 FOR UTILITY 


Under the management of Austin M. Karnuth, the 
Utility Supply Company has opened the fourth retail 
establishment in its group of Chicago Loop stores. 
The grand opening was held Monday, August 10. Hun- 
dreds of visitors were received by a staff of fourteen 
people, including Marvin Wolf, who is in charge of 
Utility’s retail division. Souvenirs such as military and 
naval map of World War II, pocket notebook, card 
case, etc., were given to each caller. 

Located at the northeast corner of Monroe and 
LaSalle streets, the new store has five large display 
windows, two on LaSalle and three on Monroe. The 
corner entrance was remodeled to make it easier for 
customers to go in and out. Another entrance, from 
the lobby of the building, helps to induce movement 
of store traffic. Shelving, counters, etc., are of light 
colored wood, as in other Utility stores. Concealed or 
cove lighting as well as open fluorescent fixtures, pro- 
vide excellent illumination. 


Store Size Impressive 


The street level floor occupies about fifteen hun- 
dred square feet of space and contains the commercial 
stationery department. In the basement level, where 
three thousand square feet of space are in use, several 
departments are established to serve customers. An 
innovation is a complete book department carrying 
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all popular fiction and general works. Operated as a 
division of this department is an extensive iending 
library. Other departments include maps, gifts and 
filing equipment and supplies. As on the street floor, 
merchandise is on full display with maximum ex- 
posure to sale. Part of the basement space is devoted 
to stock rooms, where enough additional merchandise 
can be carried to reduce to a minimum the number 
of special calls for stock from the company’s central 
headquarters. 

An unusual feature is a separate entrance to the 
basement salesroom from the building lobby. At the 





INTERIOR OF UTILITY’S FOURTH RETAIL STORE.—A corner 
at La Salle and Monroe streets in the Chicago Loop is the loca- 
tion of the recently-opened fourth retail store of the Utility 
Supply Company, Chicago. The top and center picture show 
the main floor of the store viewed from different angles while 
in the lower is seen the basement floor wherein is the lending 
library and where leather goods and items of that nature are 
on display. 


head of the separate stairway is an attractive Neon 
sign inviting visits to Utility’s lower floor. 

Mr. Karnuth, manager of the new store, has been 
connected with the retail division of the commercial 
stationery industry for a quarter of a century. He 
joined the Utility organization about eighteen months 
ago. Until the opening of the new store, he managed 
the company’s branch on Michigan avenue. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 600 W. Jackson Blvd., Chicago, and the staff at 

the branch m charge of G. C. Wheeler at 418 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mrs. S. S. Elliott 


Assistant Secretary, Office Appliance Trades Association of Great Britain and Ireland, 
4 St. Bride Street, London, E. C. 4 


London, August lst, 1942 

Post War Arrangements for the Office Appliance 
Trade.—It all seems to mean such a lot of hot air 
and wishful thinking, but perhaps one may be for- 
given for using it in endeavouring to view the post 
war efforts of the office appliance trade. 

In England there is nothing but a lot of the older 
people left to carry on the trade and when this war is 
over, we are going to have an influx of young men 
who have been plucked from schools and universities 
without any early training for any particular trade 
The last war saw a great number of these drift into 
the office appliance trade—they were paid on a com- 
mission basis, with something called a “Drawing Ac- 
count,” which promptly put a load of debt round their 
neck and depressed them, if they were in any way 
conscientious, and this situation must be avoided on 
this occasion regardless of the cost. 

The trade has now developed to something of con- 
siderable national importance. It takes its recognised 
place in the commerce of the world and it is a trade 
involving very large capital outlay. Surely, therefore, 
one can look to the future as something beyond the 
catch - penny - commission - drawing - account-business 
After the last War good material was taken, trained 
in a very slipshod and primitive way and turned loose 
on the road. First this material started to work on its 
own friends as prospects, much in the way as the old 
time insurance agent used to work. Then having 
exhausted them and piled up a large debit balance: 
on this drawing account—if he were not too depressed 
and too fed up with the prospects ahead of him—he 
would start really working steadily on orthodox lines 
and if he had the guts to stick it, he probably mad? 
a success. In fact, one could remember some of those 
fellows who came in at that period, simply snatching 
at a job of sorts whatever it might be, and they have 
stuck it and won through. But cannot some of these 
older people with their long experience of the diffi- 
culties and pitfalls of this business and of their own 
success, look ahead now and prepare for these young 
men coming back. Cannot they get down to some 


form of standardisation of conditions of employment, 
rates of pay and conditions of remuneration. 


One realizes that all the varied forms of office 
equipment must be sold in varied ways, but let us 
get basic facts put down in our post war programme, 
so that these young men will be assured of, first, a 
living wage to cover all ordinary reasonable commit- 
ments, and second a scale of commission pro rata 
with the class of goods which are being sold which 
will ensure adequate payment both to the plodder 
and to the man of outstanding ability, and the indus- 
try can now start to popularise the profession of office 
appliance specialists so as to make the outlook attrac- 
tive and reasonably sound. A man should be able to 
be just as proud of being a professional office equip- 
ment expert, salesman, adviser, or whatever one cares 
to call him, as he is about being a doctor, a lawyer 
or a schoolmaster. Having lived amongst this trade 
for so many years one feels that it is in fact just 
as much a profession, it requires just as much highly 
skilled knowledge, as the other professions which 
have been named, if the industry is to guide its cus- 
tomers aright. It could elevate this profession a 
great deal further if it swept the ground clear to 
begin with and started these young men off on a 
basis which would ensure their appreciating their true 
responsibilities. 

It is suggested that in this great and growing busi- 
ness of office appliances, both from the inventive, 
manufacturing, and distributing side, there is room 
for the encouragement of young keen men, who can 
be persuaded to make it their life’s business and study, 
so that the older men can hand over the reins with 
confidence to these young men, thoroughly trained 
and stabilised mentally in the business. But the in- 
dustry must start right. 

It is indeed a poor man, and reflects badly on the 
selected capacity of his employer, if he is not worth 
a basic, staple wage, which will justify him feeling 
that he really is employed, not just hanging on by 
the skin of his teeth and if he is not capable of 
earning this basic wage then he surely is not wanted 
in the industry; he is, in fact, a square peg in a round 
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6 Things a Stenographer 
Can Do to Use the 
Mimeograph duplicator 
More Efficiently 


1. Clean the type of your type- 
writer Jefore you start to type 
the stencil. 

2. Type the stencil carefully. You 
should be able to see through 
each letter or line you have typed 
when you hold the stencil up to 
the light. 

3. Learn to make perfect correc 
tions—it doesn’t take long and 
it saves stencils. 

4. Locate the copy you type in 
exact position on the stencil sheet 


to eliminate extensive adjust 


ments on the duplicator. 


5. Order only the exact number 
of copies you need. You'll save 
paper ink, too. 
6. “Gang up” the work when it’s 


practicable—so the operator can 


run all 3 x 5 cards at one time, 
letter-size and legal-size mate 


rials at other times. This saves 


time in mé iki ng adjustments. 
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She also serves 


Your uniform is in your heart... 
Your battleground is your office... 
Your weapons aren’t guns and gre- 
nades, they’re your head and hand. 
So much depends, these wartime days, 
upon the girl-in-the-office. She can 
fritter away precious production min- 
utes out of every working hour, or she 
can make those minutes count—for 
her country, her company, herself. 
Conservation of everything is in the 
air. Materials ordinarily wasted can 
help stretch available supplies and 
advance the war effort. 
to the 


Pencils are writing closer 


rick ¢ 


Mimeogra aph duplicator 


MIMEOGRAPH ist 


Portrait of a Patriot—without uniform . . 
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. the Girl in an Office 


stub. Clips are taken off of papers 
before those papers are discarded. One 
rubber band is used when one will do 
the job. 

You are typing Mimeograph sten- 
cils more carefully than ever. If you 
handle the Mimeograph duplicator, 
you're treating it as an appliance al- 
most impossible to replace while we’re 
all at war. 

You’re doing dozens of things each 
day, in line of conservation, that your 


woman’s ingenuity is figuring out. 
We’re for So is your country. 


\. B. Dick Company, Chicago. 


you, 


U.S.P. COPYRIGHT 1942, A. &. DICK COMPANY 
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ROYAL PROMOTES TWO TO BRANCH 
MANAGERSHIPS 


The Royal Typewriter Company, New York, N. Y. 
has announced the promotion of two members of its 
sales staff to branch managerships. The men involved 
are T. E. Hannan and Harry Fudge. 

Mr. Hannon takes over Royal’s Akron, Ohio, office. 
For the past six years he had been a salesman out 





HARRY FUDGE T. E. HANNAN 


of the Cleveland branch and during that time has 
established an impressive record of sales. In speaking 
of the appointment Eastern Sales Manager A. C. 
Kienly said: “Mr. Hannan’s years of experience plus 
his personal qualifications admirably equip him for 
his new position.” 

Mr. Fudge, who previously managed the Akron office, 
goes to Nashville, Tenn. He built up a splendid record 
as a salesman with the Cleveland branch and for 
seven years has been manager at Akron. 


CRAMER INSTALLS COMPLETE WOOD 
WORKING PLANT 

Expanding its activities to meet the demands of 
both the United States Government and its many 
dealers throughout the country, the Cramer Posture 
Chair Company, Kansas City, Mo., has installed and 
opened a completely-equipped woodworking plant at 
1205 Charlotte street. 

At the same time officials of the company, headed 
by Harold W. Cramer, announced that the metal man- 
ufacturing plant and the retail furniture business will 
continue at 1210 Campbell street and 1417 McGee 
street, respectively. 

A new wood posture chair, which is one of the first 
items to be turned out at the woodworking depart- 
ment, is pictured and described elsewhere in this issue. 


NATIONAL DESK MODERNIZING PLANT 

As part of a modernization plan to aid the firm 
fulfill its part of the war program, the plant of the 
National Desk Company, Herkimer, N. Y., is under- 
going several major improvements which will be com- 
pleted within a short time. The job includes the 
installation of modern equipment. 

According to Irving Kramer, president of the firm, 
National is now supplying defense industries, govern- 
ment departments and many boats sailing the high 
seas but is, at the same time, maintaining a capital 
service to its representatives and dealers who sell to 
the general public. 

Scarcity of transportation had little effect on the 
company, it is pointed out, due to the fact that its 
hardwood timber supply is located nearby. In addi- 
tion the company boasts complete control of all pro- 
duction elements as well as raw material supply. 

While development of the manufacturing plant is 
under way the company is also expanding its selling 
organization for the benefit of its customers. 

——_> 

G-F OPENS TRAINING SCHOOL FOR WORKERS 

As a means of combatting a possible shortage of 
skilled workers in its plant which is now turned over 
completely to producing war essentials, The General 
Fireproofing Company, Youngstown, Ohio, has opened 
a training school for employees. 

Men and women will be taught how to use machines 
many of which are comparatively new to the General 
Fireproofing shops, according to Chairman of the 
Board W. H. Foster. He said in part: 

“We now have three classes of men and one of 
women running all around the clock and as soon as 
these people become proficient in the use of machines 
on which they are trained, they go into the assembly 
line. Additional employees, both men and women, are 
being added daily.”—AK 

ee ——- —- 
NEW OFFICERS FOR KENNEDY COMPANY 

An election of officers was held last month by the 
William J. Kennedy Stationery Company, 802 Pine 
street, St. Louis, Mo., with the following men named 
to head the organization: 

President, Irvin F. Biel; vice-president, Chester A. 
Kenndy, and secretary, Edna Hammersmith. 

Mr. Biel joined the company in 1907 as a salesman 
and will continue to devote the majority of his time 
to the selling field. Mr. Kennedy joined the firm in 
the same year, serving as secretary from 1911 to 1938 
and being elected first vice-president in the latter 
year. Miss Hammersmith has been connected with the 
organization since 1922. 
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TO INSURE VICTORY 
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No Priority on Quality 
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MANIFOLD SUPPLIES COMPANY 


Manufacturers 2s Coast-to-Coast Distribution 
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Identified Ink and Fabric Products Which 
Meet All Possible Office Conditions 





_ 7 — 
e maaMA 


ll 

















36 





MEETINGS—CONVENTIONS—DINNERS 





SALES MEETINGS CONCENTRATE 

ON PRIORITIES 

Last month the Esterbrook Pen Company held its 
two annual sectional sales meetings. The first was 
staged at the Seaview country club, Absecon, N. J., 
August 5 and 6. The second was conducted at Olympia 
Fields country club just south of Chicago, August 11 
and 12. Middle of the week dates were selected and 
country clubs were chosen for the gatherings because 
of the quiet prevailing and the ready availability of 
putting greens and pleasant places to walk during 
periods of relaxation. In both cases the conditions 
proved to be ideal for serious business conferences. 

Sessions were very largely devoted to discussions 
on priorities and what the salesmen can do to help 
dealers help themselves to stay in business. Another 
subject was the rationing program set up by the 
company on its merchandise. Because of shortages 
of critical materials and consequent reduction in the 
volume of permitted manufacture, Esterbrook mer- 
chandise is being rationed on the basis of fifty per 
cent of last year’s purchases to each individual dealer. 

The following home office men were present at the 
Seaview meeting: E. S. Wood, chairman of the board; 
A. G. Frost, president; R. N. Wood, sales manager; 
F. W. Wolstencroft, advertising manager; W. B. Craig; 
John Bonno, and W. I. Holt. The salesmen who 
attended were I. J. Worth, New England territory; 
H. W. Lynn, R. W. Mueller and R. S. Menchikoff of 
New York City; W. T. Ridgeway and John Bassford, 
Pennsylvania, Maryland and Virginia territory. 

At the Olympia Fields meeting Mr. Frost and Mr. 
Wood represented the home office. Following are the 
names of the salesmen attending and the territories 
they cover: Harry Homer, Guy Denison and George 
Silman, Pacific Coast; R. B. Gingland, H. W. Mc- 
Farlane, Harold Blum and William Lashbrook, Chicago 
office; Ray Howard, South West; Stanley Mollerstrom, 
South East, and W. L. Patton, Ohio. 


ESTERBROOK 





———? io 
ROTARY CONVENTION HOLDS STATIONERY 
SESSION 


A group conference covering office appliances, sta- 
tionery and equipment was a feature of the Rotary 
International convention held recently in Toronto, 
Canada. The session was held under the chairmanship 
of William H. Diehl, Columbus, Ohio, Rotary past dis- 
trict governor. 

The meeting was informal and more in the nature 


of a round table discussion, with Mr. Diehl calling 
upon speakers at random. Among these was Fred R. 
Smart, secretary of the Stationers Guild of Canada, 
who gave a talk on the objectives and aims of the 
organization which he heads and told of weekly meet- 
ings held in various Canadian cities by local stationer 
associations affiliated with the parent body. 

Arthur Walker, of Minneapolis, was another speaker 
and he told of problems confronting the stationer in 
the United States. Following his address Mr. Walker 
spent some time answering questions put to him by 
the Canadian stationers present. 

Those who attended the group conference were: 
Cam Budge, Montreal; Frank Ankeney, Cumberland, 
Md.; Bob Mason, Hornell, N. Y.; Ed. Barker, Quincy, 
Mass.: B. B. Laidley, Morgantown, W. Va.; C. W. West, 
Brampton, Ontario; Lester Gunst, Corpus Christi, Tex.; 
Alfred W. Daley, Toronto; Hal U. Hunt, Van Wert, 
Ohio; Claude M. Conger, Poughkeepsie, N. Y.; John A. 
Noonan, New York; Charles A. G. Dow, Montreal; 
Frank R. Stuart, Vancouver; Allan Robertson, Toronto. 

a 


PELLY HEADS PATRIOTIC PROGRAM 


Thomas A. Pelly, head of the Lowman & Hanford 
Company, Seattle, was chairman of the day in a re- 
cent patriotic program sponsored by the Service Men’s 
Club of which he is president. Mr. Pelly is proud of 
the organization which is said to have entertained 
seven or eight thousand members of the armed forces 
over several week-ends. He has packed all kinds of 
recreational facilities into the club, including a big 
“cookie jar’ which is always kept filled with sweets by 


patriotic women of Seattle-—CML 
o—=e #8 8} }— 


NEW YORK O. M. D. A. MEETS 


A large crowd was in attendance at the 13lst meet- 
ing of the Office Machine Dealers Association of New 
York, Inc., held in the Hotel Kenmore Hall, New York, 
N. Y., on August 11. 

Because of present-day conditions, the members felt 
it necessary to hold regular meetings during the sum- 
mer months. The wisdom of this decision is best 
demonstrated by the enthusiastic codperation of the 
members in their attendance at these meetings. 

Many dealers complained that the government in 
soliciting the sale of typewriters now in private indus- 
try was not specific enough in its instructions that 
these machines may be sold to any official purchasing 
depot, whether or not the depot is a dealer or a 





ROYAL ON PARADE!]—The Royal Typewriter Company’s 
famous fife and drum corps once more appeared in head- 
lines when, by invitation, it participated in a parade which 
initiated the War Bond drive on “New York at War” day 


in New York City. The organization marched in full regalia 

and was greeted with enthusiasm by a large crowd. The 

corps is made up of employees of the company plant at 
Hartford, Conn. 
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WAR time restrictions on the 
use of metals create new de- 
-nands for bound books. 


These colorful displays fea- 
ture popular priced Account 
Books in five rulings: 


Journal 

Ledger Double Entry 
Ledger Single Entry 
Cash Book 


Record Ruling 


They add attractiveness to your 
presentation and bring quick 
cash sales. 


JOURNAL 


12 BOOK DISPLAY 


Size of books 934 x 734 inches, 
200 pages. Bound in black 


DISPLAY MEASURES grain imitation leather, red 
¢ 814, x 8 inches, 934 inches high. Label cloth back, rounded hubs, 


has space for price mark. Ask for Circular No. D1185. 
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Size of books 75 x 47/g inches, 
154 pages. Bound, black paper 
sides with red cloth back. 





Circular 
No. D1186. 





DISPLAY MEASURES 


14 x 51/4 inches, 8 inches high. Label 
has space for price mark. 


WILSON JONES Co. 


ELIZABETH CHICAGO NEW YORK 








manufacturer. Several dealers cited experiences where 
manufacturers, in preference to dealers, were offered 
machines by industry. 

Following a general and spirited discussion, it was 
suggested that the association advertise in various 
newspapers acquainting the general public with the 
names of its members as official purchasing depots. 
It was decided, however, because of the expense in- 
volved and the small results obtained by dealers who 
themselves advertised, that greater effort be made by 
members in personal solicitation for these machines. 
One of the members expressed his belief that the 
government, itself, should advertise for typewriters, 
as it already has done in soliciting scrap metal, fats, 


and rubber. 
—-e 


HANDWRITING ANALYST FEATURE OF PARKER 
EXHIBIT 


Over 500 of the visitors to the conventions recently 
held by the National Association of Credit Jewelers 
in Chicago and in New York know a lot more about 
themselves now than they used to—thanks to their 





in " 

WHAT THEIR “P’s’” AND “Q's” TELL THEM.—Two visitors 

at the jeweler’s convention learn from Handwriting Expert 

Lorne A. Milne, who was star attraction at the display 

booth of the Parker Pen Company and gave many interest- 
ing and educational demonstrations. 


“p’s” and “q’s.” They availed themselves of the serv- 
ices of a famous handwriting psychologist who gave 
free personality and vocational analyses at the Parker 
Pen Company exhibit. 

“Lorne A. Milne was chosen to serve at the Parker 
exhibit,” says R. B. Skeen, sales promotion manager 
of the company, “because of his national reputation 
and long experience in his chosen field. We consider 
ourselves highly fortunate to have been able to secure 
his services in person at the conventions.” 

Mr. Milne has devoted more than thirty years to the 
analysis of handwriting. He serves as consultant to 
large firms in the matter of personnel selection. His 
service has been featured by newspapers in all parts 
of the country and has brought requests for more 
than two million analyses. 

Favorable comment was heard on all sides at the 
conventions regarding this unique Parker show. “It 
seemed a natural to us,” declared C. L. Frederick, 
Parker’s vice-president in charge of sales. “Since 1888 
we've supplied people with over fifty million fountain 
pens to make their writing faster, more convenient, 
more pleasant. It seemed like a good opportunity to 
tell some of those people the helpful facts which their 
handwriting reveals to an expert like Mr. Milne.” 
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N. Y¥. STATIONER-GOLFERS NEARING 
TOURNAMENT END 


With only three more games to play, the New York 
Stationers Golf Association is nearing the end of its 
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annual series of tournaments. The remaining games 
are scheduled for the following places and dates: 

September 10, Mountain Ridge; September 22, 
Wykagyl; October 15, Hackensack. The September 10 
game was originally scheduled for the eighth, but be- 
cause of the proximity of Labor Day, was ordered 
postponed to the new date. 

At the last report the standing for points in both 
Class A and Class B were as follows: 

Class A: S. Kahn, 13.16-2/3; R. B. Sainberg, 12; 
H. Hein, 7.66-2/3; D. A. Davies, 5.33-1/3; R. A. Weis- 
senborn, 5.16-2/3; J. W. Tamany, 5; R. D. Perkins, 5; 
J. M. Kahn, 4.83-1/3; C. W. Schatzlein, 4.33-1/3; F. G. 
Huber, 4; R. A. Kennedy, 3.33-1/3; W. D. Evans, 3; 
L. H. Tavernier, 3; G. J. Grumbach, 2.50; G. W. Fair- 
child, 1; R. Franz, .66-2/3. 

Class B: Henry Levy, 20; M. A. Stuart, 16; M. A. 
Dreyer, 10.16-2/3; I. M. Levy, 9; R. Lewisohn, Jr., 
5: E. T. MacIntyre, 4.16-2/3; B. T. Sandner, 2.50; 
G. F. Griffiths, 2; A. J. Pfaff, 1; E. G. Spatz, 1. 

onstage 
OLD TOWN ADOPTS NEW SLOGAN 


The adoption of a slogan for a comprehensive mer- 
chandising purpose has been announced by the Old 
Town Ribbon & Carbon Company, Inc., Brooklyn, 
N. Y., and is of interest to the trade. The new slogan 
is, “If It’s Ink On Cloth Or Ink On Paper Old Town 
Makes It.” 

The purpose of the new slogan is to remind buyers 
of the completeness of the Old Town line, and it is 
to be featured prominently in all of the company’s 
advertising. 

Old Town manufactures every possible application 
of ink on cloth or ink on paper and among the prod- 
ucts made are eight types of carbons, two types of 
carbon paper ribbons, six types of carbon rolls and 
twelve kinds of cloth ribbons. 


avesesieeneisiiaiitialioninieace 
ROYER LEAVES REMINGTON RAND TO ENTER 
REALTY BUSINESS 


Frele H. Royer, for the past twenty-two years con- 
nected with Remington Rand, Inc., as branch manager 
of the adding machine division in a number of cities, 
has resigned and will devote his entire time to a 
realty business which he owns at Wollaston, Mass. 

Mr. Royer has held his important position with 
Remington Rand in Indianapolis, Ind., Hartford, 
Conn., Cincinnati, Ohio, St. Louis, Mo., and Boston, 





HELPING GUARD OUR SHORES.—F. H. Boyer and his cabin 
cruiser, the Julia Anne II, in which he is doing coast guard 
auxiliary work for the United States government. 


Mass. He was in the last-named city when he resigned 
from the company. 

In addition to his many duties Mr. Royer has found 
time to do his bit in the present world conflict. He 
is the owner of a large cabin cruiser, the Julia 
Anne II, and with this boat is doing auxiliary coast 


' guard work for the government. 


Friends in the office equipment industry who may 
want to call on Mr. Royer can find him at the follow- 
ing address: The F. H. Royer Realty Corporation, 88-A 
Beale street, Wollaston, Mass. 
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War production entrusted 
to us is precision work call- 
ing for craftsmanship of the 
highest order... skill won 
through many years of mak- 
ing America’s finest office 
and portable typewriters. 


SMITH-CORONA 


OFFICE PORTABLE 


Lypewriters 


L C SMITH & CORONA TYPEWRITERS INC SYRACUSE N Y 
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Simple arithmetic—yes! 


RSSGAAVVIH 








But in the light of difficulties 


in getting merchandise and the problem of maintaining 


sales volume and profits 


not so simple. 


Here’s what it means to you... . 


+ 


+] 


LIBERTY Boxes. You must rely upon merchandise 
still available to maintain sales and show a profit. 
You can still get LIBERTY Storage Boxes. 
RECORDS. The terrific increase in the number of 
records that must be kept and the necessity of con- 
serving current filing equipment have added to the 
already existing market for LIBERTY Boxes. 
LIBERTY String Binders. Wonderful opportunity to 
make an extra sale by suggesting the use of 
LIBERTY String Binders. The small forms that go 
into the smaller sizes of LIBERTY Boxes are 
generally packaged in some way. There is no 
better method for packaging these forms than with 


“LIBERTY String Binders. 


PATRIOTISM AND PROFITS. Do a patriotic job by 
helping your customers conserve current filing 
equipment and at the same time maintain filing 
and record storage efficiency . . . Increase your 
sales volume of both LIBERTY Boxes and 
LIBERTY String Binders which will help fill the 
void caused by lack of other merchandise . . . 
Profits will come from steady repeat business. 


Full information about these products sent on request. 





Sold by Leading Stationers Everywhere 


BANKERS BOX COMPANY 


536 South Clark Street 


Established 1918 
Chicago, Ill. 
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STENOGRAPHER “POOL” WORKS CANADA 

Girls from all parts of Canda are operating Canada’s 
largest stenographic pool in the Department of Muni- 
tions and Supply and have instituted the country’s 
first telephone dictation service. 

Telephone dictation is giving departmental offi- 
cials speedy results on urgent letters and is also mak- 
ing stenographers constantly available for officials to 
whose office no permanent stenographic service is 
assigned. 

It works like this: A controller, for example, picks 
up his telephone, dials a special number and pro- 
ceeds to dictate his letter. Ten minutes later a mes- 
senger lays it on his desk. Officials in buildings other 
than that in which the department’s communication 
system is located are able to telephone messages which 
are promptly typed and delivered to the teletype 
rooms. 

There are eighty girls in the pool altogether with 
twenty-four of them operating dictation telephones, 
Miss V. V. Mallory, supervisor of the pool, reported. 

“These girls are constantly writing letters about 
everything from buttons to battleships. They have to 
be versatile to make good,” she said. 

The pool serves a department with 4000 employees 
and has about 100 “regular customers” in addition to 
doing considerable copying work and _ stenographic 
work occasionally for other officials. Handling circular 
letters and instruction sheets for the department is no 
small chore. It takes two messengers from three to 
four hours to make deliveries to higher ranking offi- 
cials in the four adjoining Munitions and Supply 
buildings. 

The eighty girls, almost all of them newcomers, have 
to face many of Ottawa’s wartime problems. Some 
have arrived full of optimism at their new government 
job with little money to tide them over until the first 
pay day and no idea of where they will live in the 
crowded capital. 

“We try to help them meet these problems because 
they cannot do good work unless they are contented,” 
Miss Mallory said. ‘These girls have to do good work 
because they are an important part of our war organ- 
ization.” —RC ee 

SIMPLIFIED PRACTICE PLAN ON CRAYONS 

A proposed simplified practice recommendation 
covering stock types and packaging for crayons, chalk, 
modeling clay, etc., has just been submitted to the 
manufacturers, distributors, users, and others inter- 
ested, for approval, according to an announcement of 
the Division of Simplified Practice, National Bureau of 
Standards. 

This recommendation, developed in cooperation with 
The Crayon Water Color and Craft Institute, Inc., 
covers, for the most part, crayons, chalk, etc., used 
by educational institutions. Recommendations for 
setup and folding boxes used in packaging these prod- 
ucts are also included in this simplification program. 
Over 40 kinds of packaging are eliminated, certain 
types of chalks and crayons have been dropped, a 
simplified color scheme for ink used in printing on 
boxes has been proposed, and the use of metal con- 
tainers for the packaging of crayons and chalks has 
been eliminated under this proposed simplification 
program. — —_e—___ 

BOOK TO HELP “FIGHT FIRE BOMB” MOVIE 


The Safety Research Institute, 420 Lexington avenue, 
New York City, has recently published an instruc- 
tor’s manual to be used in conjunction with the 
showing of a new defense motion picture entitled 
“Fighting the Fire Bomb.’ The motion picture deals 
with the proper and safe methods of handling in- 
cendiary bombs which may be dropped upon American 
cities, and is presented by the Office of Civilian De- 
fense under the technical direction of the chemical 
warfare service of the U. S. Army, and the National 
Fire Protection Association. 














The Responsibility of Leadership 


HERE is no standing still for those who set the pace. 
That is why you can depend on the leader to think 
ahead, to plan ahead and to move ahead. 


If you want to be a step ahead of the field on every new 
development, line up with the leader. In ribbons and 
carbons that means Old Town. 


Product Leadership 


The lights never go out in Old Town’s laboratories. As new 
ribbon and carbon products are developed, you can be sure 
Old Town will introduce them. 


Each Old Town product is a true specialty with tangible, 
demonstrable advantages for the consumer. Dawn Curl- 
proof carbon, Old Town Hermetic ribbons, Hi-Test duplicat- 
ing carbons, Notack pencil carbon . . . these are just a few 


examples of Old Town’s product leadership. 


Send today for your copy of “THE Dawn or a New Day 1Nn RIBBON AND CARBON 
MERCHANDISING,” the booklet that tells about Old Town’s * * * * Distributor Program. 


ota TOWN Mon & Grlon€@ 


C MANUFACTURERS 
oa « 


Merchandising Leadership 


Old Town distributors enjoy the advantages of the most 
aggressive program of factory selling support in the ribbon 
and carbon field. 


Old Town leadsin national advertising and in local selling aids 
supplied to distributors. Add to these the important “plus” of 
regular specialty selling assistance and it is easy tosee why Old 
Town distributors are moving ahead in spectacular fashion. 


Your Straight Line to Leadership 


Line up with the leader and you face the future with confi- 
dence—confidence that you will be first in your market with 
every new development in products and in promotion .. . 
in sales and in profits. 


Old Town is your straight line to leadership. 


nn 


° 
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750 PACIFIC STREET 


IF IT’S INK ON CLOTH OR 


BROOKLYN, N. Y. 


INK ON PAPER OLD TOWN MAKES IT 


Old Town makes superior inked ribbons and carbon papers of every description. Below is a partial list of Old Town products 


DOUBLE DUTY CARBON 
SABLE CARBON 


DAWN CURLPROOF CARBON 
STRATOSPHERE CARBON 


OLD TOWN BRAND CARBON 
OLD TOWN HERMETIC RIBBONS 


OLD TOWN BRAND RIBBONS 
NOTACK PENCIL CARBON 


Carbons and Ribbons especially designed for Multilith Process. 













SENSATIONAL 
FASTENER 
ENABLES QUICK DELIVERIES 


lado No. 100 


MADE OF "STEEL-STRONG" FIBRE 


6 different 





how ingeniously the problem is solved of 
replacing metal fasteners with this better, 
more versatile and even less expensive 
fastener. Convince yourself, write for sam- 
ples, and you will agree it is the most signi- 
ficant fastener development in recent years. 


Can you imagine that sheets can be turned over and 
flatly opened as in a ring-binder? This is only one 
of the 10 unique advantages of fastener No. 102 


No. 100 — One inch capacity — List $1.00 per Hundred 
No. 102 — Two inch capacity — List $1.15 per Hundred 


23% inch center 


CUSHMAN & DENISON MFG. CO. 


135 WEST 23rd STREET * NEW YORE 
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(Continued from page 25) 
of continuing business at the same location and those 
who own but one typewriter. The latter may sell that 
single typewriter to another individual, provided the 
machine is to be used for business purposes. 

It was pointed out, at the same time, that such 
sales of single machines are subject to the same price 
ceilings that govern sales by dealers. These ceilings 
were announced in Maximum Price Regulation No. 
162, which went into effect on July 1. 

The announcement was made in response to in- 
quiries that have been made in connection with the 
current drive for the acquisition of some 600,000 badly 
needed machines for government use. 


o 
TYPEWRITER PRODUCTION TO HALT OCTOBER 31 


Manufacture of typewriters will be stopped com- 
pletely on October 31, except for a relatively small 
number to be produced for government agencies by 
the Woodstock Typewriter Company, under the terms 
of an order issued August 4, by the director general 
for operations. 

Portable typewriter production has already been 
shut off, as of July 31, in accordance with directions 
to the industry confirmed by the present order. 

The order, L-54-a as amended, permits the manu- 
facture by the major companies between July 1 and 
October 31 of not more than 12.25 per cent of the total 
number of non-portable typewriters billed by them 
to customers in 1941. This represents slightly more 
than a 60 per cent cut in the 1941 rate of production. 

The Woodstock Typewriter Company, Woodstock, I11., 
will be permitted to manufacture not more than 22,701 
non-portable typewriters, at a rate not exceeding 1600 
per month, in the two-year period from July 1, 1942, 
to June 30, 1944. The sizes, kinds and types of type- 
writers to be produced by Woodstock will be subject 
orders which may be issued from time to time by the 
director general for operations in order to meet special 
needs of the armed services. 

The amended order continues in effect complete 
allocation control over new typewriters, all of which 
are reserved for the Army, Navy and Maritime Com- 
mission. The major companies are assigned a quota 
of sets of parts for export which may be produced up 
to October 31 on the same percentage basis as their 
production of new non-portable typewriters. 


a) 
TYPEWRITERS FOR AMERICAS 


The other American Republics may get a substantial 
supply of Spanish- and Portuguese-language type- 
writers under an allocations system being worked out 
by United States Government agencies. 

The United States Board of Economic Warfare, it 
has been disclosed, asked the War Production Board 
for an allotment of about 47,000 typewriters for export. 
About half of these, it was said, may go to the other 
Americas in accordance with the United States policy 
of proportionate sharing of scarce goods. 

When manufacture of typewriters in the United 
States was stopped for conversion of the plants to 
war work, stocks included about 17,000 foreign-lan- 
guage keyboards, including Spanish and Portuguese. 
Informed sources said this stock of foreign-language 
machines made possible relatively generous treatment 
for the Americas in relation to allocations to users 
elsewhere. 
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“Maybe it’s because you’ve never been a girl!” 


Girt: I can’t understand why it’s so hard for you to see 
that we’d save money by buying good carbon paper! 
Maybe it’s because you’ve never worked at a type- 
writer all day, and haven’t seen with your own eyes 
how much carbon paper we use in this office! 


Boss: Sure, we use a lot... how can we help u? 


Girt: By buying Park Avenue* carbon paper! I can use 
a sheet of Park Avenue all day, and five o’clock it’s 
still giving me clear, legible copies! 


Boss: Well, maybe so... 


Girt: No “maybe” about it! Park Avenue is deep- 
inked . . . they soak non-bleeding ink deep down into 
the paper. And Park Avenue has an ingenious exten- 
sion edge that helps you spread the writing over the 
whole surface of the sheet, instead of pounding away 
on one spot all the time. 


Boss: Sounds O.K. But how much money would 


we save? 


Girt: Important money! The Royal Representative 
told me that if you paid $115 for a typewriter, and 
have used it five years, you have bought for it $115 
worth of carbon paper and ribbons. You can really cut 
that down by using Park Avenue carbon paper and 


Royal ribbons! 


Boss: You say Royal makes this Park Avenue? 
Anything they make ought to be good! 


Girt: Of course! Don’t they make the ““World’s Num- 
ber 1 Typewriter’? Royal has had years of experience 
in supplying carbon paper to all kinds of people. I 
guess that’s why Park Avenue is tops. I know it can 
help me do better work, because it doesn’t smear, off- 
set, or get my fingers dirty. And Royal ribbons are 
tops, too . . . they’re made a special way that keeps 
them writing clearly and sharply! 


Boss: (). K.—you win! Go ahead and tell the pur- 
chasing agent we'd like to use nothing but Royal 
carbon papers and ribbons from now onl 
. . . 
Call your Royal representative today —he can quickly show 
you just which kind of Royal carbon paper exactly fits your 
typing needs. 
Royal Carbon Papers and Ribbons are made by the Roy. 
type* Division of the Royal Typewriter Company. 








CARBON PAPER 
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Copyright 1942 Royal Typewriter Co., Ine 





*Trade Marks Reg. U. 8. Pat. Off. 











TYPEWRITERS 


ARE 


IMPLEMENTS 


OF WAR 
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YOU MUST HELP 
PROVIDE THEM 


AND 


"KEEP "EM TYPING” 
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DEPEND ON 
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for 
PLATENS 
PARTS 
TOOLS 
SUPPLIES 





Ames Supply Company 


564 W. Randolph St., Chicago 











37 Murray St., 583 Market St., 
New York — San Francisco 
1905 Commerce St., | PRINCIPAL CITIES 11 Pryor St., 
Dallas Atlanta 
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TUSSING NOW WITH OPA 


Reginald M. Tussing, well-known figure in the office 
equipment and supply field, has recently deserted 
his private activities to become assistant regional 
rationing executive (Office of Price Administration) 








— 
R. M. TUSSING 





in charge of all rationing in Pennsylvania, Delaware, 
Maryland and the District of Columbia. 

Although he has offices in the Empire State build- 
ing in New York City, and the New Suburban building, 
Philadelphia, Mr. Tussing is maintaining his home in 
York, Pa. 

Mr. Tussing was formerly assistant sales manager 
of the Safe-Cabinet Company, president of the Victor 
Safe & Equipment Company, and assistant to the 
president of the York Safe & Lock Company. 

<-> - 


“GOLD ROYAL” HOME AT LAST 


Three years ago 1000 Royal typewriter salesmen 
presented M. V. Miller, vice-president of the company, 
with the now-famous gold Royal—a handsome com- 
pletely gold-plated typewriter, engraved with the fac- 
simile signature of each of the participating sales- 
men. The presentation was made in honor of the 
tenth anniversary of Mr. Miller’s sales leadership. 

The intervening three years have seen the machine 
exhibited in every part of the country. First dis- 
played at the House of Jewels at the World’s Fair, 
then in the windows of Cartier’s, famous New York 
jewelers, the Royal has been guest of honor at ex- 
hibits, fairs, and special displays throughout the na- 
tion. Governors and mayors have written upon it, 
newspaper columnists have written about it and thou- 
sands of spectators have viewed it. The first gold type- 
writer in history, it has been an object of interest 
wherever it went. 

The coming of war naturally curtailed its travels 
and hastened its permanent presentation to the man 
for whom it was originally intended. Last month, the 
machine went home to Mr. Miller’s office where it is 
now in an attractive specially-built glass case, a war- 
time reminder of Royal’s post-war typewriter aims. 

—_- 


BURTON JOINS ROCKWELL-BARNES 


The Rockwell-Barnes Company, Chicago, last month 
announced the appointment of A. C. Burton as sales 
representative in a southeastern territory. Well-known 
to the trade for a number of years Mr. Burton will 
serve Rockwell-Barnes in addition to representing the 
Moore Push Pin Company in his district. 

>> 
FIRE PREVENTION WEEK SET FOR 
OCTOBER 4-10 

In line with a proclamation issued recently by Presi- 
dent Roosevelt, the U. S. Office of Civilian Defense 
has announced that the period between October 4 
and 10 will be observed as “Fire Prevention Week.” 

With a number of civic organizations participating 
in the event and with a 100 per-cent cooperation of 
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Abwouvane Vision CARD INDEX CABINETS 
NEW WOOD CONSTRUCTION FOR GOVERNMENT AUD COUMERCAL RECORDS... 


NO 
PRIORITY 
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are now housed in cabinets 
of non-critical wood construction, 
designed and built by the enter- 
prise, engineering skill & manu- 
facturing facilities born of Acme’s 
25 years’ technical experience in 
developing record systems. Bene- 
fits of this experience are available 
to the Armed Services, War Con- 
tractors and Manufacturers as an 
effective means of effecting econo- 
mies and short cuts. 

There is a type of Acme Visible 
Equipment applicable to every 
kind of record and, when applied, 
multiplies the value of the record 
and, in addition, effects a substan- 
tial saving in clerical time. 


A CME Visible Record Systems 


Industry and government are 
on the alert— watching shifting 
conditions—foreseeing new re- 
quirements—setting up means to 
effect further economies— greater 
time savings. Visible Records are 
important weapons in the battle 
for increased production because 
they save time and money by pro- 
viding accurate data to guide the 
best management moves. 

The new “VISION”’ visible 
card index system offers speed 
control of the four vital elements 
—MEN— MACHINES—MATE- 
RIALS and MONEY—proper 
co-ordination of which spells full 
efficiency. 


ACME VISIBLE RECORDS, INC. 


122 SOUTH MICHIGAN AVENUE «+ CHICAGO, ILLINOIS 











46 OFFICE APPLIANCES 


SENTIMENT 
IS YOUR BUSINESS 
NOW 


People wish to reach loved ones 





at long distance; paper and pens 
and writing fluid are their way to 
talk to those far-away loved 
ones, AND THAT’S YOUR OP- 
PORTUNITY TO SERVE AND 
SELL! 

Sell Sheaffer's good writing tools, 
on the home front. Sell them 
as gifts to Service men. Sell 
V-BLACK Skrip—BLACK photo- 
graphs best wherever the new 
overseas V-MAIL  photo-letter 


process is used. Sell sentiment, 


. and you'll serve well! 
SERVE CUSTOMERS’ urgent 
aN needs today—and you'll profit in 





more ways than one today and 
tomorrow! W. A. Sheaffer Pen 


Co.—Fort Madison, lowa. 






Encourage letter-writing 
COURAGE COMES IN ENVELOPES 


SHEAFFER'S 








—_ 
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the country’s newspapers and magazines, the public 
will be reminded of the importance of promoting fire 
safety activities in their homes, places of employment 
and communities. 





Pa ~ 
UNITED PENCIL GIVES VEHICLE TO RED CROSS.—A< fully- 
equipped station wagon, which can give invaluable service 
in the event of air raids or disaster, was recently presented 
te the New York Chapter of the American Red Cross by the 
United States Pencil Company, New York City. The presenta- 
tion was made by Samuel Fingerhut and David Teitelbaum 
(left and right of the two Red Cross representatives) heads 

of the pencil firm. 
—> — 


GREAT LAKES TRAVELERS NOTES 


Members of the Great Lakes Travelers Club were 
gratified to learn that one of their number—Ed 
Conlon, sales manager for Rockwell-Barnes Company 
—was selected chairman of the convention committee 
for this year’s NSA gathering. Ed did a good job as 
NSA trouper at the regional meetings this year and 
will be successful in handling convention details. At 
the August 21 meeting of the club, the first after his 
appointment, he was promised full codperation. 

At that meeting it was decided that the club should 
have a service flag. Steps were taken to provide one. 
The latest member to join the armed forces is Larry 
Schubert of The Globe-Wernicke Co. 


—<- 
WELTY TO CONTINUE CHEAPER LINE OF PENS 


Announcement that the firm, despite war conditions, 
will continue the manufacture and distribution of its 
line of fountain pens ranging in price from $3.50 to $5 
was made last month by the William A. Welty Pen 
Company, 36 South State street, Chicago. 

This line includes the company’s well-known series 
of “Tri-Fil” Vaku-Um pens. As in previous years all 
of the pens in this line will continue to show the 
barrels imprinted with the words “Guaranty for Life,” 
which is the Welty guarantee designation. In the 
entire line there are pens ranging in price to $10. 

—-—- - 


MURPHY WORKERS AID USO 


More than 200 factory and office employees of the 
Murphy Chair Company, Inc., and the Murphy Box 
Company, Inc., of Owensboro, Ky., donated a half day’s 
wages to the United Service Organization on August 1. 
The workers pay on that date was at the rate of time- 
and-one-half. To make the earnings higher and en- 
large the donation, the Murphy Chair Company paid 
fifty cents to the USO for every chair built on that 
day. 

6 ete = 
RONK GOES TO COLUMBUS FOR IBM 


J. H. Ronk, systems engineer in the Cleveland office 
of the International Business Machines Corporation, 
last month was transferred to Columbus, Ohio, where 
he takes over the management of the company’s ac- 
counting machine division. Mr. Ronk has been con- 
nected with I. B. M. since 1935.—AK 














USE INVINCIBLE-100 PLATENS 
FOR PERFECT PRINTWORK 


This new, rubberless platen is ideal for cor- 
respondence and stencil cutting. Invincible-100 
will not swell, pit nor harden. Send your cores 
to our nearest branch in exchange for cores 
factory-recovered with Invincible-100. 


USE DULLCOTE KEYCARDS 
FOR NO-GLARE EYE APPEAL 


Dulleote keyeards are specially treated to 
absorb light, not to reflect it into typists’ eyes. 
Available in white letters on black background, 


flat or concave style. 


CHOOSE AMERICAN WRITING 
FOR PARTS, TOOLS and SUPPLIES 


No matter where you are located, anywhere 
in the United States, there is a conveniently 
located American Writing Machine Stores 
branch nearby. We can supply you promptly 
with parts, tools, ribbons, carbon. and other 
supplies for all makes of typewriters. 


AMERICAN 


WRITING MACHINE STORES 


DIVISION OF REMINGTON RAND INC. 





115 WORTH ST. NEW YORK CITY 
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DROP-IN CUSTOMERS COOPERATE ON DELIVERIES 

With deliveries of small stationery items especially, 
a present and pressing problem and likely to be more 
acute on the morrow, stationery and office appliance 
houses are confronted with the necessity for curtailing 
deliveries and making their customers like it. 

Neat little notices or cards for customers’ eyes, those 
“drop-in customers” at the store serve to effect this 
trick, and it’s a good trick if you can do it! Polite 
little cards play upon the patriotism of the patron, 
under the injunction in a headline: “DO YOUR 
PART.” 

As each is anxious to win the war and help with 
the war effort, the card catches the eye of the cus- 
tomer and he or she is informed that because of 
priorities, shortages of all manner of equipment, tires, 
truck and auto parts and the like, it is essential that 
deliveries be conserved and that all such equipment 
be saved from needless runs and light, thoughtless, 
errands. Ergo, “Please carry your parcels wherever 
possible” is the burden of this card, and the customer 
is made to feel patriotic by doing so. 

Customers Asked to Do Their Parts 


There are all manner of deliveries which can be 
saved by appealing to the “Do Your Part” instinct of 
the average customer. While blows are dealt our 
armed forces and advances made by the Axis before 
we can thoroughly arm and prepare, take the offensive 
on many fronts and turn the tide, every civilian feels 
that any personal effort to help in conserving needed 
supplies is well worth the inconvenience. 

Consequently customers, treated in this wise, can 
be urged to volunteer to carry even heavy parcels in 
the office equipment field, or have it placed in their 
own machines outside to be taken in their own car 
for delivery to their home or office, as the case may be. 

Winning the cooperation of the ‘drop-in trade,” on 
which most stationery houses are dependent at least 
in part, is thus accomplished not by denying deliv- 
eries, but by specifically pointing out to such trade 
the national advantages accruing to such helpfulness 
and patriotic service in carrying their own small 


parcels. Cards, well worded, and conspicuously placed 
about the office supply store will serve to elicit the 
full support of the customer anxious to make patriotic 
contributions to the war economy and the conserva- 
tion of tires in delivery. 


CML 





ZEPHYR PRODUCTS IN THE MOVIES.—Items manufactured 

by the Zephyr-American Corporation are frequently used in 

motion pictures in which offices are scenes. The company 

recently used a successful display card for dealers featuring 

Billy Gilbert. Above is the firm’s latest which shows Bob Cum- 

mings, star of a number of pictures, with his new Swivodex, 
the all-position dip pen. 
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hole. A quota standard, therefore, could easily be set 
up in all the varied branches of this trade and on 
his failure to reach this quota, which should, of 
course, be kept with justice and full consideration of 
all details, he should be advised accordingly. He 
should be advised tactfully so that he leaves the pro- 
fession ultimately without any hard feelings, because 
doubtless when he does find his niche in life, he will 
be in all probability on the other side of the counter 
and a buyer of office equipment. It is a great dis- 
advantage to the trade for him to feel as so many 


unfortunately do feel, even now-a-days in thes? 
enlightened times that the members of the office 
Let 


appliance trade did not give him a square deal. 
them plan to make him feel he was given a square 
deal, but was unsuited, and use this as one of the 
means of building up a good-will in the profession. 

One would also suggest to the older men, “Think,” 
and realise when it is time for you to get out. Do 
not just hang on feeling that you are indispensable; 
none of us are. By that one does not mean get out of 
the trade just because you are old, but get out of the 
habit of holding all the strings, hand them over to 
the young men. These young men who are now doing 
a real man’s job of work, will have every right to 
expect that they shall be able to take their place in 
the arranging of things to come. Let the elder men, 
therefore, hand over with as good a grace as possible 
as much of the responsibility as they can and let 
them, in the background, help with their advice for 
as long as they can, so as to assist in the progress 
of the office appliance industry. But above all, NOW, 
let them plan ahead for stability in the trade for our 
young men coming back. Do not try to commercialise 
their necessity of finding a job; that attitude may 
have been justified after the last war, but if they do 
it again their action will bring just and lasting retri- 
bution; it will prostitute the profession of office appli- 
ance trade salesmen.—SSE 


LIMBREY TO HEAD BRITISH STATIONERS 


With a record attendance of 228 delegates, the 
thirty-seventh annual convention of the Stationers’ 
Association of Great Britain & Ireland was held in 
the Connaught Rooms, Great Queen street, London, 
on June 23. 

Outstanding among the several important business 
matters brought up and concluded was the election 
of Herbert Limbrey, W. H. Hayden Company, Ltd., 
as president of the association. 

The meeting was called to order at 10:30 o’clock 
with an address of welcome by J. W. Hamilton-Jones, 
chairman of the executive board, who, in a brief 
speech, paid a high tribute to the Russian Army and 
to England’s Army, Navy, Air Force and Civil De- 
fense. “It is due to their efforts and to the produc- 
tion workers that we are meeting here today in rela- 
tive security, and we must remember all these men 
who are holding the fort,” he declared. 

He spoke highly of the British stationery trade 
which, he said, had stood up well despite the best 
efforts of the Luftwaffe. He declared that stationery 
houses in Norwich, Bath, York, Exeter and Canterbury 
had received almost daily “visits” from German 
bombers, but had managed to do “fairly well” in spite 
of conditions. 

Following a custom of many years standing the 
association voted to send telegrams to friends of the 
organization. Messages were thus telegraphed to King 
George of England, Winston Churchill, Fred B. Smart, 
Stationers Guild of Canada, and Charles P. Garvin, 
National Stationers Association, Washington, D. C. 

Retiring President Lancelot Spicer delivered his 
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Bates is at War... 





The Bates name has meant Quality for over 50 
years—it was in 1890 that Bates Numbering 
Machines first started speeding up American 
business. 


It was inevitable that the skill, the equip- 
ment, and the man power of the Bates factory 
should go to war—and we are proud to be 
making actual munitions for many of the larg- 
est war plants in the country. 


On the home front Bates products are still 
speeding up office work for Government, war 
industries, and civilian business. War produc- 
tion has, of course, limited the amount of Bates 
Products we can make, but still we are ship- 


ping numbering machines, MunKee Padis, list 
finders, staplers, and other Bates Products 


every day. 

Priority orders, as you know, have the right 
of way on all shipments, and it is especially 
important that the ‘end use’ be put on all 
orders that you send us. 

The Bates Policy has always been to work 
closely with the Stationery and Stamp indus- 
tries . . . despite war-time dislocations, that 
policy still stands. 

We pledge the strict maintenance of Bates 
Quality in everything we make, whether it be 
used on the Fighting Fronts or the Home Front. 


THE BATES MFG. CO., ORANGE, N. J. 
NEW YORK OFFICE, 30 VESEY STREET 





on 2 fronts 
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“Necessity is the Mother of Invention” 
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Necessity s 
Children... 


.new VICTOR products born of 
the need to avoid the use of certain 
metals ... have turned out to be a 
healthy, husky, sales-making brood. 
They enable the dealer to lick Prion- 
ties, to serve both war production and 
strictly civilian customers promptly 
and efficiently and, in a small way, 
they help to trim the pants off the Axis 


by conserving critical materials. 


You will find it profitable to get 
acquainted with these new additions to 
the family of VICTOR products that 
have been mothered by today's neces- 
sity. [hey are efficient, well made, 
attractive and, in many _ instances, 


better than their metal predecessors. 


Write today for FREE folder. 








| 
7s 


“31 THE VICTOR SAFE & EQUIPMENT CO., INC., N. TONAWANDA, N. Y. 











~ UcToR War Bonds and Stamps speed Victory — BUY NOW 
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presidential address, basing his speech upon a plea 
for youth, and concluded by saying: 

“Whenever I meet any of the young men and women 
in the services I try to impress on them that when the 
war is over they must not think that they are going 
to step out of uniform into a life of civilian ease. 
They must realize that they, and they alone, can win 
the peace, and that we can give them a great deal of 
help in this direction.” 

The convention, following luncheon 


the period, 


listened to an address by W. Tudor Davies, B.A., who 
spoke of his duties as the new independent chairman 
of the Special Committee being set up to investigate 
post-war problems. 





THEY BOOST ROYAL SALES IN COSTA RICA.—Shown here 
is the personnel of John M. Keith & Company, exclusive 
Royal Typewriter Company representative in Costa Rica. 
This firm uses the most modern American sales methods to 
good advantage and its success is outstanding. Third from 
left in front row is John M. Keith, and, fourth from left in 


back row is Ramon Ramirez, manager of the company. 
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THE RESULT OF A YEAR’S PLANNING.—Above is the new 
and attractive home of Dr. Bernhard Mendel at Bogota, 
Colombia, which was completed after he and his wife super- 
vised and planned its construction for more than a year. 
Dr. Mendel, who is the owner of Almacen Empo, Bogota 
representative of the General Fireproofing Company, is the 
author of an article entitled “The ‘Good Neighbor’ Policy” 
which appeared in the January, 1941, issue of Office Ap- 


pliances. 
—>-— — 


LOBO ROSA OPENS OWN BUSINESS 

B. M. Lobo Rosa, who recently resigned his position 
of assistant manager of the E. L. Weldie Company, 
Sao Paulo, Brazil, has opened a business of his own 
at 49 Rua Do Arouche in the same city. 

The new company will act as a manufacturers’ rep- 
resentative for firms making a number of various 
lines including several in the office equipment and 
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— another Sengbusch development to 





help you beat war shortages - - - 


Now the popular Kleradesk — known for years as one 
of the greatest aids to desk workers — is made without 
an ounce of steel or rubber! The base and assembly 
rods are wood — the uprights are treated Hardtoard, 
giving a warm, pleasing effect. 

The new steeless Kleradesk is goodlooking, practical, 
salable, durable. ,Your future supply of this profitable 
item is assured — and you can de- 
pend on pleasing your customers 
with its appearance and performance. 
Stock the mew Kleradesk. Write for 
sample of circular (available for 
your imprint) giving details and 
prices. Sengbhusch Self-Closing 
Inkstand Company, 915 Sengbusch 
Building, Milwaukee, Wisconsin. 





New glass Handi-pen set 
Retains all advantages 
of Handi-pen writing 
without use of critical 
materials. Black or 
crystal glass. 























~Y 


» 


THE ECONOMICAL 
WAY TO PERMANENT 
RECORD STORAGE 
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DURABILITY 
TRANSFER FILES 


They solve the problems of quick, easy, and inex- 
pensive record storage. Letters, checks, invoices, 
cards, and documents of all kinds can be systemat- 
ically preserved for 
future reference at a 
low initial cost. 


Shipped Knocked Down 
Received in this manner, a 
supply for future require- 
ments takes but little room 
in storeroom or vault. 


Easiest to Assemble 
Simplified construction per- 
mits instant and easy as- 
sembly. 

No Shelving Required 
Steel reinforced construc- 
tion combined with the use 
of heavy solid fibreboard 
throughout allows for se- 
cure stacking. Records are 
practically as accessible 
as from the regular filing 
cabinets. 

Simplified Stacking 
Stacking clips provided 
lock the cases into a solid 
battery in any arrange- 
ment desired. 

$1.45 each list, 
Full Letter Size 


Other sizes for standard 
cards, cancelled checks, in 
voices, legal papers, etc 
We have a size for practi 
cally every business record 
used. Special sizes furnished 
in quantities of fifty or more 
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Send for sample . . . We'll gladly 
submit samples and any additional 
information you may require. 


Ones Pan 7.05 1.46 Gi. OOF 


ESTABLISHED 1921 
Manufacturers of Filing Supplies 
517 S. JEFFERSON STREET CHICAGO, ILL. 
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supply industry. Among these are makers of blank 
books, binders, brief cases, stationery, filing cabinets, 
systems and supplies, leather goods, office furniture, 
maps, labels, blank forms and letterheads. 

The owner of the new business was with the Weldie 
organization for three years. 

CANADIAN NEWS NOTES 

Canadian stationers are now giving special atten- 
tion to studying government priorities in order to 
replace their stocks without difficulty and delay. While 
the situation is by no means tense at present the 
future in this regard is not by any means too bright. 
In order to provide retailers with priority orders, 
wholesale stationers are co-operating in a plan not 
to accept any orders for a long list of “priorities affect- 
ed” merchandise unless the merchant can produce 
these orders as proof of sale. Fred R. Smart, secretary- 
manager of the Stationers Guild of Canada, suggests 
that retailers protect their future stocks by obtaining 
priority orders for stock sold and to restrict or cut off 
entirely sales to customers who cannot provide a 
number. Information must be supplied as to how 


the goods you are ordering are to be used... . Harry 
McKinlay, prominent Yarmouth, N. S., stationer, has 
just completed thirty years of business. . . . One let- 


ter writer to the Globe and Mail, Toronto, Ont., ad- 
vised the government to consider the matter of col- 
lecting from offices of all types the rubber eraser tips 
from discarded lead pencil stubs, and worn out or 
discarded erasers of all kinds. ... The Parker Foun- 
tain Pen Company, Ltd., Toronto, Ont., reports a net 
profit of $76,326 for the year ending Feb. 28, it has 
been announced by Kenneth Parker, president. 
—_- 
SAN ANTONIO NEWS NOTES 

Vacation season has claimed many of the workers 
of the business equipment and stationery stores of 
this city, Miss Aline Dancaster, saleslady at Paul 
Anderson Company, having returned from a vacation 
spent in Kansas City; William McBrearty, salesman, 
spending his vacation fixing up the new home he re- 
cently purchased and, being an air raid warden, 
doing his bit in building up the pile of scrap iron 
he has accumulated, and Paul Anderson spending 
some time at his farm at Pleasanton. ...At The Clegg 
Company store, Walter Wernli, manager of the sta- 
tionery department, has returned from a vacation of 
motoring, as has I. M. Howells, manager of the busi- 
ness furniture department. L. B. Clegg, head of the 
company, has returned from Alexandria, Minn., where 
a series of snapshots give evidence of excellent fish- 
ing. ... M. R. Allen, owner, and Fred Haller, service 
manager, Central Typewriter Company, have returned 
from a fishing trip to Corpus Christi. ... W. P. 
Southern, Southern Typewriter Company, has returned 
from a vacation trip to Mexico City, and his brother 
and partner, P. F. Southern, has returned from a 
camping expedition within the vicinity of New Braun- 
fels. Tom Bruce, service manager of this firm, spent 
his vacation on a motor trip to Frio Canyon. 
Miss Elfrieda Luenemann has replaced Miss Elizabeth 
Cary at Remington Rand, the latter having entered 
government service at Kelly Field. . And George 
Derlin, auditor for Remington Rand, spent some time 
here this month. . . . Ralph Sibley of the stationery 
department at Maverick-Clarke, is receiving congratu- 
lations on the birth of a daughter, born August 11, 
and tipping the scales at seven and one-half pounds. 
.. . Additions to the staff are reported in the person- 
ages of George Buescher in the stockroom, Robert 
Belxung in the business machine department, and 
Miss Marjorie Harper in the greeting card depart- 
ment. ... Everett Pelton, stock clerk for this firm, 
has returned from a camping trip to New Braunfels, 
and Mrs. Ruby Teller, in charge of greeting cards, has 
returned from a vacation trip to Chicago —BCR 
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PRICE $5000 an OUNCE 
AND UP! 


® Some accident insurance pol- 
icies pay $5000 for the loss 
of an eye; $10,000 for total 


blindness. 





® Many judgments in damage 
suits have been for $25,000, 


$50,000, $100,000 . . . and 
up for loss of sight. 


® An astonishing price for an 
ounce or two of living tissue? 








Not at all. 
® Sight is man’s most precious 
possession. 
Eye-strain from trying to work by poor light . . . or against reflected glare . . . or from 


trying to distinguish small lines (such as figures in a book) in “jumpy” surroundings 
will in time impair even good eyes. Eyes that already need help (25% of students’ eyes; 
50% of those in middle years) are doubly impaired by unfavorable working conditions. 


So you do more than merely “make a sale” This correct green-white paper, ruled in 


when you sell “EYE-EASE” in books restful brown-and-green, cuts glare, re- 


sheets, pads, forms. You help in however duces reflection, minimizes eye-strain, fa- 


small a way toward better eyesight for tigue, errors . . . helps Americans, young 
and old, preserve the most precious gift of 
America. ‘iia 


EVERY TIME YOU SELL 
“EYE-EASE™ 
YOU HELP SOMEONE ELSE 
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A PRODUCT OF THE NATIONAL BLANK BOOK COMPANY, HOLYOKE, MASS. 
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QALELC... 


A Moderately Priced 
Finer Oypewriter Kibbon 


for Executive Correspondence 


Like any true masterpiece, a fine type- 
writer ribbon will always produce let- 


ters that are a pleasure to write and 





a joy to read. 


CLASSIC is a new ribbon in this 
Columbia tradition, reflecting the better Your customers’ executive  corre- 
quality you expect of executive corre- spondence deserves the sharpness and 


spondence. It is without question the freshness of a CLASSIC Ribbon—and 


finest ribbon we can offer. theyll like its real economy, too. 


me aa ee eneeien ing wae COLUMBIA RIBBON & CARBON 
of CLASSIC Ribbons insure beautifu MANUFACTURING CO., INC. 


letters. The resilience and toughness 
; Sa Main Office and Factory: Glen Cove,L.1I.,N. Y. 
of the fabric add a weleome durability - cba 
’ New York Sales and Export, 58-64 West 40th Street 


to a ribbon of superb writing quality. Kansas City, Mo., Dwight Bidg. 
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WEIS PLANT QUALIFIES WORKERS FOR 
BULLSEYE FLAG 
The Weis Manufacturing Company, Monroe, Mich., 
last month qualified its employees to receive the U. S. 
Treasury Department’s bullseye flag for participating 
more than ninety per-cent in the payroll savings plan 





WEIS OFFICIALS AND THE BULLSEYE FLAG.—(L to R) 
Assistant Plant Superintendent Wallin, Ruth Discher, secre- 
tary. and H. A. Soules, president of Local 999, Office Equip- 
ment Workers; Francis McGuire, vice-county chairman for 


War Bond sales; R. H. Sprague, secretary of the company; | 
E. R. Tonkel, Treasury Department; Erwin Weis, company | 


president, and J. R. Denniston, city chairman for War Bond 
Sales. (Lower) Weis employees assembled to receive the flag. 


for the purchase of war stamps and bonds, and an 
aggregate deduction of ten per-cent of the payroll. 
The company was one of the first in Monroe to 


make the grade, the work being completed after | 


Arthur E. Wallin, assistant superintendent of the plant 
and chairman of industrial group for war bond sales, 
explained the plan to representatives of fourteen 
departments. 

These men then presented the plan to other work- 
ers and within a half-hour the first report of better 
than ninety per-cent participation was received by 
Mr. Wallin. 

According to company officials ninety-four per-cent 
of the 234 Weis employees are participating in the 
plan, with the total deduction amounting to 10.6 per- 
cent of the payroll. 

- + — 
ZAC SMITH OPENS PHOTOGRAPHY DEPARTMENT 

As a means of providing additional income in these 
days of priorities the Zac Smith Stationery Company, 
Birmingham, Ala., has recently opened an extensive 
photographic department—-GHW 

2g *—- + 
DORSEY JOINS NUZON OHIO CORPORATION 


Jack Dorsey, who owns and operates the General 
Office Equipment Company at Columbus, Ohio, has 
accepted a position as general manager of the Nuzon 
Ohio Corporation of the same city. He will take over 
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AMERICAN HAIR & FELT COMPANY 
Dept. D 9, Merchandise Mart, Chicago 


Send FREE 


' 
. 
| 
| 
| 
| about price 
| 
| 
i 
| 


sample of KIL-KLATTER Typewriter pad and full information 
and dis« nts 
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AMERICA’S STATIONERS! 


Steel shortage forced us to find an alternate for the wire bound 


We hardly dared hope that our new 


stenographic notebook 
product with utterly no critical materials used, would meet with 
such hearty endorsement 


The tremendous response of the trade indicates that our careful 
In presenting WIRELESS to 


as an efficient alternate for wirebound notebooks, we permit busi 


planning has been rewarded dealers 


ness to carry on as heretofore 


We derive infinite satisfaction from realizing that good old Ameri- 
can ingenuity and initiative will solve our country’s problems just 


as they solve our company’s and industry's problems 


Put Wireless Non-Skid Easel notebooks in stock at once 


Be prepared to furnish the finest alternate to take the place 


your 


»f crit 


ical material notebooks. All standard sizes and rulings available 


(P 4 a 7 
Taper, Specialasts Pe] to the Statione’ 








CHICAGO 








OFFICE APPLIANCES 


the task of organizing state territory which, when 

completed, will provide Nuzon representatives in a 

number of Ohio cities. The office equipment business 

and the Auto Typist Letter Shop, another enterprise 

owned by Mr. Dorsey, will continue to operate -—AK 
oe 3 


NORTHWEST TRAVELERS NOTES 
By H. J. Stephens, Correspondent 


Joseph A. Brady Jr., son of Mr. Joseph A. Brady of 
Brady-Margulus Company, Minneapolis, and a mem- 
ber of the Naval Air Corps stationed at Corpus Christi, 
Texas, was reported killed in an airplane accident on 
July 21.... Joe Hildreth (Bill Smith’s adopted father), 
accompanied by Mrs. Hildreth, spent a week in Chi- 
cago at the Stevens Hotel late in July en route farther 
north for a vacation. Joe is seventy-nine years young, 
and is enjoying excellent health. ... Miss Eunice Natz, 
of the Midwest Printing & Supply Company, Sioux 
Falls, S. D., spent a week’s vacation during July 
visiting a sister in Minneapolis, Minn... . Jack Berry, 
who formerly was with The Globe-Wernicke Co., 
and more recently with WPB, is no longer with 
WPB, and is reported moving to Waterloo, Iowa, to 
make a commercial connection there. The Twin 
City dealers held a dinner meeting Monday evening, 
July 27, at Napoleon’s Cafe, 1335 University Ave., St. 
Paul, Minn., which was called by and presided over 
by Governor Charles Regan of the Seventh NSA dis- 
trict. The speaker of the evening was Lee Jensen of 
the Minneapolis office of the War Production Board, 
who gave a very enlightening talk on Priorities Reg- 
ulation No. 10, end use, symbols, priorities, etc. In 
addition to Governor Regan, others attending the 
meeting were Sterley Jerue of McClain & Hedman 
Company, St. Paul; Harry Curtiss, Floyd G. Kongsvik 
and Ray Scott of Curtiss 1000, Inc., St. Paul; Wally 
Margulus of Brady-Margulus Company, St. Paul; 
A. Mickelson of Brown-Blodgett Company, St. Paul; 
Bob Roberts of the St. Paul Office Equipment Com- 
pany, St. Paul; Tom W. Carpenter of Sperry Office 
Furniture Company, St. Paul; Leslie Schuldt and Bob 
Haag of the Leslie Schuldt Company, St. Paul; Oscar 
Bertelson of Bertelson Bros., Minneapolis; Phil Acker- 
man of Farnham Stationery & School Supply Com- 
pany, Minneapolis; Herb Fall and Herb Olson of Japs- 
Olson Company, Minneapolis; Bob Davies and Ed 
Hansen of the Miller-Davis Company, Minneapolis; 
Cliff Talty of the Poucher Printing & Lithographing 
Company, Minneapolis; Art Grayston of Thomas & 
Grayston Company, Minneapolis; and Herb. S. Morgan 
of Associated Stationers Supply Company, Chicago, 
who was the only traveler to attend the meeting. 

ae 


ROYAL’S CARBON AND RIBBON DRIVE STARTS 


With the beginning of September, the Royal Type- 
writer Company has launched one of the largest adver- 
tising programs in the history of the carbon and 
ribbon industry on behalf of Roytype typewriter rib- 
bons and carbon papers. 

A schedule has been arranged with many of the 
nation’s largest weeklies whereby readers the country 


over will see a Roytype advertisement every week 
throughout the balance of the year. 
New ideas in carbon paper promotion have been 


promised for the campaign which will be based on 
exhaustive studies of market conditions undertaken 
by Royal during the past several months. The com- 
pany also announces that an unusual “copy slant,” 
never before used, will feature each advertisement. 

The campaign, according to officials of the com- 
pany, in part of a drive whereby Royal is swinging 
the full power of its advertising and promotional re- 
sources, which include salesmen and dealer helps as 
well as promotional aids, into the carbon and ribbon 
field for the Roytype division. 
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Neva-Clog Stapling Pliers 
Essential in War Plants 


* 





Neva-Clog Stapling Pliers are now being used 





by "Pe nae Oe i i i 
2 - ee ie extensively in war plants and a great many are 
MODEL J-30 STAPLING PLIER $3.85 
Model J-30 is light in weight, yet rugged. Requires but little space being used in operations never thought possible. 


and can be put into desk drawer or pocket when not in use. Indis- 
pensable for vertical filing or for attaching material to a perma- 


nent card. Uses DJ340 NEVA-CLOG Staples. For the duration it will be necessary to devote 


our efforts toward the war effort and continually 
search for new uses for Neva-Clog Stapling 
Pliers—uses which will improve or speed up 


existing methods to 


“Fasten Things Together” 


A good illustration is in fastening an insulation 
strip to aluminum, using Model S-100 machine 


and L-100 Staples. (Can't give details.) 





Our distribution policy will remain through 


MODEL B-100 STAPLING PLIER $5.25 the DEALER and we seek your cooperation. 
For heavy duty and for fastening of tough materials, this machine 
uses a broad flat staple. Fastens such materials as fibre, softwood Bear with us on delivery, which cannot be 
baskets, veneer wood, leather and belting. Used for sealing heavy 
paper or cloth bags, packages of corrugated board, and similar made without priority ratings, but you can get 
difficult operations. Powerful leverage, durable, fool-proof. Sta- 
ples used: NEVA-CLOG B-%. orders for Neva-Clogs from war plants properly 


extended, by rendering a service in suggesting 


new methods to 


“Fasten Things Together” 
with Neva-Clog Stapling Pliers 


Production men will appreciate it and you will profit. 


* 





rmALy! 100 STAPLING PLIER tA7 us PB at Gale r> 1 : - 
AODEL 5-100 STAPI : ; N Lo ‘ Ge 3 ee J PRODUCTS. Inc. 
A rugged, powerful Stapling Machine with 4 to 1 leverage. - me: 

Particularly designed for production work and hard usage, but BRIDGEPORT. CONN. 


can be used for any stapling operation within its capacity. Clog- 
proof so that it will give constant production. Uses NEVA-CLOG 
A-1000 or L-1000 Staples. 
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WE 


THE MANUFACTURERS OF 


FAULILESs 


LOOSE LEAF MERCHANDISE 


IN COMPLIANCE WITH OUR GOVERNMENT'S 
RECENT ORDER NO. L-188—WHICH ALLOWS US 
BUT 30% OF THE STEEL USED IN 1941—ARE 
GLAD TO CO-OPERATE TO THE VERY FULLEST 
EXTENT IN THIS CONSERVATION OF VITAL 
STEEL, SO NECESSARY TO OUR WAR EFFORTS 


TO SAVE THIS ESSENTIAL STEEL WE WILL BE UN- 
ABLE TO MANUFACTURE: 


FLEXI-POST BINDERS 
COMPRESSION-TYPE LEDGER BINDERS 
CORPORATION MINUTE BOOKS 
RING-TYPE VISIBLE RECORDS 
BINDERS WITH METAL RIMS 
METAL BACKS OR HINGES 

ON COUNTY RECORD BOOKS 

OR S-O RING BINDERS... 
METAL HINGES ON ANY BINDER 
@ METAL BACK PLATES ON 1” BINDERS 
@ BOOSTERS ON ALL RING BINDERS 


We are permitted to bind-up what completed metals we have 
in stock and will continue to furnish our standard binders until 
stock is depleted . . . thereafter all metals put into process 
must conform to above order. 

We assure our dealers that with changes in construction and 
materials, we expect to be able to take care of necessary re- 
quirements. 


STATIONERS LOOSE LEAF CO. 


524 NORTH BROADWAY MILWAUKEE ... NEW YORK 237 LAFAYETTE STREET 
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EVANS AND CRAMER OPEN OWN KANSAS CITY 
BUSINESS 


Prepared to specialize in complete lines of office 
furniture and safes, a new business has been opened 
at 1414 Grand avenue, Kansas City, Mo., by William J. 
(Bill) Evans and J. F. Cramer. The organization will 
operate under the name of the Cramer-Evans Desk & 
Safe Company. 


The two owners have had sufficient experience in | 
their respective field to make a go of their new ven- | 


ture. For thirty-two years Mr. Cramer has sold safes 
and strongroom equipment in Kansas City and is 
thoroughly schooled in that industry. Mr. Evans has 
been selling office furniture in Kansas City for twenty- 
two years and is well-known in the field. 

The company is occupying temporary quarters at 
the address given above and, on October 1, will move 
into its permanent home at 1407 Grand avenue. 


a a 
TO HELP USERS PROTECT BATES PRODUCTS. 


—Because most of us will be obliged to “get 
along” as best we can with what we have in 
the way of office equipment for the duration, 
the Bates Manufacturing Company, Orange, 
N. J.. has helped the good work along by 
publishing a new mailing piece for dealers to 
pass on to their customers. The mailing piece 
gives practical directions for the care of Bates 
numbering machines and staplers in a manner 
easy to understand. Bates says: “Good office 





equipment is a very precious asset these days 
and it behooves us to see that it is made to last 
as long as possible. In sending this mailing 
piece to your customers you are helping them 
to keep their office work flowing smoothly for 
the duration—order your supply imprinted with 
your name now. 
—— = 
HEYN TAKES OVER EDIPHONE PART OF 
HARRY FERER’S BUSINESS 


Hugo Heyn, an office machine man of many years’ 
experience and standing, has purchased the Ediphone 
department of the All Makes Typewriter Exchange, 
Omaha, Neb., a business which Harry Ferer sold upon 
his retirement, as reported in the August issue of 
OFFICE APPLIANCES. 

Mr. Heyn joined Mr. Ferer in 1923 as manager of 
the Ediphone department. Upon the latter’s retire- 
ment Mr. Heyn purchased it outright and announces 
that he will continue operations under the name of 
The Ediphone Company at 205 South Eighteenth street 
in Omaha. 

Under the management of Mr. Heyn the department 
assumed ever-growing proportions and is now the 
distributor for Ediphone equipment throughout 
Nebraska and in western Iowa. 

It was also announced that Clarence R. Middaugh, 
who has been associated with the company for the 
past twenty years as manager of the Lincoln, Neb., 
Ediphone branch, will remain with the new organiza- 
tion. 


>_> 


DAVISON VISITS OLD TOWN FACTORY 


O. H. Davison, western manager of the Old Town 
Ribbon & Carbon Company, Inc., varied his routine 
last month when he paid a week’s visit to the Old 
Town home offices and plant in Brooklyn, N. Y. 

The purpose of Mr. Davison’s visit was to confer 





MADE TO 


Feature these sales winners promi- 
nently. It’s profitable. Never has 
there been the demand for globes, 
atlases, maps that exists today. 
Establish a MAP-&-GLOBE DE- 
PARTMENT now! 





Rand MSNally 
Popular $1 Atlas 


Customers immediately recognize 
this as an outstanding value by any 
comparison. 112 pages, size 11” x 
16” closed. 2-page, 4-color maps 
cover every part of the world. Spe- 
cial maps and charts help interpret 
today’s events. Strikingly beautiful 
cover with flags of United Nations 


‘1 


Other Rand M¢Nally Atlases from 
25c to $12.00 








Rand MSNally 
Midway Globe 


The best way to “see” the world. 
This timely, popular seller is 
1214” high. 9” ball. Contrasting 
colors on satin bronze-finished 
metal base. Packed 4 globes to 
a carton (2 standard coloring, 2 
antique coloring). 


$4* 


*Slightly higher on West Coast Other 
Rand McNally Globes $1.95 to $650.00 








New Cosmopolitan Map of the World 


Most handsome; made to sell on sight. 8 beautiful colors 
which give 15-color ef- 
fect! Printed sandal- 
wood frame; size 52” x 
34”. This unusual map 
comes packed in individ- 
ual tubes. With each 
order for 6 or more you 
receive a map on display 





easel free. 
(Note: This unusual map is also available mounted on 150-point board with 
printed frame to sell at $5.50...and with natural wood frame to sell at $9.75.) 


These items are ready to ship. Order today and profit tomorrow. 





RAND MSNALLY 
& COMPANY 


536 South Clark Street, Chicago 
111 Eighth Ave., New York City e@ 559 Mission St., San Francisco 
125 E. Sixth St., Los Angeles 








@ There’s smooth sailing ahead 
for sluggish office systems when 
GRAFFCO Signals are put to work. 
Office bottlenecks that cripple pro- 
duction and slow up shipments can 
often be quickly and easily cor- 
rected. In many cases GRAFFCO 
Signals have helped speed vital war- 
time production—and just so long 
as GRAFFCO products are needed 
there, that’s where they will go. To 
recommend GRAFFCO Signals to 


businesses engaged in essential war- 
time work is to aid industry and 





yourself, 


GEORGE B. GRAFF COMPANY 


64 Washburn Ave. @e Cambridge, Mass. 


Makers of 


9 CELLUGRAF SIGNALS 
NU-VISE SIGNALS 
NU-VIZ SIGNALS 
MAPTACKS 
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| with factory executives on the administration of the 
firm’s sales development program on the West Coast 


and to discuss plans for the latter half of this year. 
| <a? 





2 gtr S te 
lesiebie® 8 f SEE sales 


SNAPPY PACKAGING AND DISPLAY 
FOR MELIND’S NEW INK.—The Louis 
Melind Company, Chicago, has de- 
veloped a neat packaging and dis- 
play unit for its recently-announced 
line of Justrite drawing inks. The dis- 
play box contains twelve individually 
packaged bottles of the ink and is 
equally effective on the counter or in 
a window. The color scheme on the 
individual cartons shown in the intro- 
ductory display box are deep purple 
and primrose yellow, and each one 
carries a strip and square at the top 
in the color of the ‘nk contained. The 
ink comes in twenty shades. 


—- 





TWO TYPEWRITER REPAIR GIRLS WORKING FOR UEF.— 
Marjean Martin and Ella Mae Conrade are but two of a large 
number of girls who are now doing repair and servicing of 
typewriters in several Underwood Elliott Fisher branch of- 
fices. These young ladies work out of the Tulsa, Okla., 


| branch and like their other female co-workers have taken the 
| place of men called to the service of their country. So far 
| these girl mechanics are employed in forty-nine UEF offices. 


(Tulsa Tribune photo.) 





SEPTEMBER, 1942 


DEALERS ARE SMASHING ALL 


INK SALES RECORDS WITH THIS 








HERE ARE 3 REASONS 
FOR THE AMAZING 
SUCCESS OF NEW 
PARKER QUINK— 


Be 
QUINK CONTAINS SOLV-X. Only Quink has this 
magic ingredient which ends gumming .. . pre- 
vents corrosion and rubber rot caused by strongly 





acid inks. 


2 . 
QUINK SAVES PENS from wartime failure due to in- 
ferior inks. Now, when pen repair parts are getting 
scarce, this protection is of vital importance 


3. 
QUINK IS BACKED BY THE GREATEST ADVERTISING 
CAMPAIGN EVER PUT BEHIND ANY INK! 57 CBS 
stations carry “Eric Sevareid and the News” for 
Parker Quink and you every Saturday and Sunday 
night at 8:55 E.W.T. This is one of radio's highest 
ranking shows. In addition, the greatest maga- 
zine and newspaper advertising campaign in the 
history of the ink business is now booming the 
sales of Parker Quink all over the nation. 




















Parker 


Quink 


CONTAINS SOLV-X 





RtG. Tm 


} | i /PERMANENT 
it! BLUE- BLACK 


MAGE Im U.S A 
THE PARKER PEM COMPANY 
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Solv-x in new Parker 





Quink dissolves sediment 
and gummy deposits left 
by inferior inks. Cleans 
pens as it writes! Helps 
to prevent corrosion and 


rubber rot. 


Cash in on the big swing to Parker Quink! 


“Promotion resulted in complete sell-out entire Quink stock in one day!”..."Sales 
of Quink have passed by more than 30% total previous sales of all brands!”... 
“Haven't missed selling Quink to a single customer approaching pen counter!” 


These are bona fidc statements of impor- 
tant retailers handling Parker's sensa- 
tional ink discovery—new Parker Quink 
containing solv-x. They indicate the 
sweeping successes dealers everywhere 
are experiencing with this new type of 
writing fluid. 

Why are customers demanding Quink 
with solv-x? Because they realize their 
pens must last out the war. They know 
pen repair parts are becoming scarce. 
And they are finding that new Parker 
Quink with solv-x isa PROTECTIVE INK 

an ink that safeguards fine pens! 

In the greatest promotion ever put be- 
hind any ink, millions are now being 
urged to protect their pens with Quink 
the only ink with solv-x. Quink eliminates 
the cause of most pen failures . . . keeps 





* 
pens safe against the corrosion and rub- 
ber rot inevitable with strongly acid inks. 

Give your salespeople the exciting, 
newsy story of Parker Quink with solv-x. 
Urge them to mention Quink to all cus- 
tomers. Display rich, full-bodied, protec- 
tive Parker Quink on your counter and 
in your windows. Feature it in your ads. 
For here is the biggest profit-maker the 
ink business has ever seen. The Parker 
Pen Company, Janesville, Wis. 







Retails for 15¢, 25¢, 
and up. Made by the 
makers of famous 
Parker Pens. 7 COL- 
ORS: Black, Blue- 
black, Royal Blue, 
Green, Violet, Brown, 
Red. WASHABLE 
or PERMANENT. 


COPR. 1942, THE PARKER PEN COMPANY 








SELL PRONTOS 


and 


SAVE 
STEEL 


| Aone American, manufacturer, dealer and user, 
is vitally interested in saving steel—is determined 
that Uncle Sam may have first call on every ton for 
the implements of war. And every real American is 
responsive to suggestions for means and methods to 
carry on with less and less steel. 
PRONTO Files, made of 275 lb. test corrugated 
board reinforced with steel, are worthy substitutes. 
They have been O.K.’d by thousands of concerns who 
have used them for many years—used them for all 
filing and storing purposes. 
PRONTO Files are constructed so they can be inter 
locked into solid batteries. 
When PRONTO Files are used all records are readily 
available. No juggling of heavy cartons necessary. 
Every drawer in the stack is easy to get at. 
Sell PRONTO Fibre Board FILES and help save 
steel now. 


A Size for Every Record 


FREIGHT BILLS SALES CHECKS CLAIMS 
CHARGE SLIPS’ 5 x 8 CARDS RECEIPTS 
JOB TICKETS 4 x 6 CARDS METER STUBS 


Manufactured under one or more of the following patents 2061485, 
2110556, 2139520, 2181918, 2225958, 2275322, 2277155 


PRONTO FILE CORPORATION 
349 BROADWAY, NEW YORK 


Prices in Denver and West of the Rockies 20% Higher 
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CHECK SIZE 
No. 1941L 






STEEL SLIDING 
EQLLOW BLOCKS 


40¢ 
ADDITIONAL 


MADE FOR 
ANY SIZE 















$1.65 


Carton Price 





LETTER SIZE 
No. 1210L 







Carton Price 
$2.50 


LEGAL SIZE 
No. 1510L 





SANITARY BASES 
for all size files 















$3.00 


$1.75 
Carton Price 


a 





PRONTO 
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paAsseo AWAY Buy War Bonds! 


F. M. RYAN 


Frank M. Ryan, for many years a well-known trav- 
eler in the southern states, died July 30 in the Holmes 
hospital, Cincinnati. He had been in ill health for 
the past two years although continuing to work his 
territory faithfully. 

Mr. Ryan made his headquarters in the Webster 
hotel in Chicago and traveled most of the time for 











THE LATE F. M. RYAN 


the Milwaukee Chair Company, except for an interval 
when he was out of the furniture field and worked in 
the South for the Sanford Ink Company. 

An eager participant in National Stationer Associa- 
tion activities Mr. Ryan took part in conventions both 
regional and national and in earlier years was one 
of NSA’s outstanding golfers. 

He is survived by his widow, Mrs. Ellis Ryan, and 
two sons, Frank and Charles. 

Following funeral services interment was in Mount 
Hope cemetery on August 3. 


" E y 
MRS. DONNA BRAHAM 


Mrs. Donna Braham, wife of Harry Braham, Chicago 
district manager for the Old Town Ribbon and Carbon 
Company, died Sunday, August 23, at the family resi- 
dence, 7350 South Phillips avenue, Chicago, after a 
lingering illness. 

Mrs. Braham’s health began to fail some years ago, 
and as a result she spent more than twelve months 
in the South Shore hospital. Several months ago it 
became apparent that her condition was becoming 
worse and, at her own request, she was moved from 
the hospital to her own home, with nurses in attend- 
ance day and night until the end came. 

As soon as Mrs. Braham’s passing was reported, Mr. 
Braham received a message of sympathy from the Illi- 
nois Inked Ribbon & Carbon Association, an organ- 
ization which he has twice served as president and 
in which he is now active as vice-president. 

In addition to her husband, Mrs. Braham is survived 
by two sons, both of whom are serving in the United 
States Army. They are Richard and Ellis Braham, 
both of whom were able to obtain leave and return 
to Chicago for the last rites. " 

The funeral services were held on Wednesday, 
August 26, from the Hartman-Miller chapel, 3021 West 
Lawrence avenue, and were followed by interment in 
Westlawn cemetery. 

+ ok & 
W. J. HALLIDAY 


Suffering severe head injuries when his car appar- 
ently skidded into a ditch near Juanita Junction on 
the Bothell-Kirkland road, Walter J. Halliday, of the 
Seattle Typewriter Company, Seattle, Wash., was found 


os 
Offer All Change in War Stamps 


When asked to recommend the fastest, most 
satisfactory Stapling Machine, say— 


WINGLINE 





Always THE quality product 
that makes happy customers 


WPB regulations restrict the output of all 
Speed Products. Count on us to do our 
best to help and cooperate with you to the 
limit of our abilities and facilities. Con- 
sult our current "Availability List'' before 


a, ee oe ee es 


SPEED PRODUCTS COMPANY 


37-18 Northern Blvd. Long Island City, N. Y. 
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We Want 









Sell Time-Saving 
Printed Form 
Systems 
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unconscious at the wheel of the automobile last month, 
and died a short time after being rushed to a local 
hospital. 

There were no witnesses to the accident, Mr. Halli- 
day being discovered by a state policeman who later 
testified at an inquest that an investigation at the 
scene revealed the fact that the injured man had ap- 
parently wandered from the machine in a dazed 
condition for some time before returning to the car 
where he lost consciousness. 

Mr. Halliday is survived by his widow, Mrs. Inga 
Halliday, who resides at the family home, 3260 Forty- 
second avenue, S.W., Seattle—CML 

+ + +; 
E. F. BRITTEN 


Edwin F. Britten, father of Edwin F., Jr., and Clar- 
ence R. Britten, president and secretary respectively 
of the Monroe Calculating Machine Company, Orange, 
N. J., died August 8 in the Orange Memorial hospital. 
His passing followed injuries received in a severe fall 
five days earlier at his home in Maplewood, N. J. 

A native of Jersey City, Mr. Britten at an early 
age became associated with Benjamin F. Britten & 
Company, New York commission merchant firm 
founded by his father in 1859. He was a member of 
that company until his retirement in 1920 and during 
that time was a member of the New York Stock Ex- 
change. Mr. Britten had been a resident of Maple- 
wood for twenty-five years and was a prominent 


| member of St. George’s church, the Maplewood Coun- 
| try Club and the Maplewood Lodge, A. F. & A. M. 


| he 
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Soe ERNE ee 
Made Under = — 7 (O88 | = | 
Your Own Imprint —. aenre | 
Shipped In Your Name | wos Sweet = | 
= | 
Sell in your own name, under your imprint, Auto | 


graphic Register, Continuous or Snap-a-part Forms 


shipped, and quickly, too, under your labs 
you do the invoicing 
Get your share of this fast growing field by writing 
today for details of our dealer offer. Free design 
and quotation services assure you of complete sell 
ing information for your every prospect. Simplified 
price lists and manuals let you price many forr 


See Us at Booth A-7 
N S A CONVENTION 


WRITE TODAY ... If you are located in a Mid- 
western, Southern or Southwestern area. 


PHILIP HANO COMPANY, INC. 
Holyoke, Mass. 


HANO 
L ithographe 






_BusinessForms 





In addition to his two sons Mr. Britten is survived 
by his widow, Mrs. Mary Huson Britten, with whom 
celebrated their sixty-first wedding anniversary 
last May; a daughter, Mrs. C. R. Shelley of Summit, 
N. J., and four grandchildren.—BJ 

+; + 
MRS. K. S. FUSSELL 


Mrs. Katherine S. Fussell, said to be the first wo- 
man typist in Philadelphia, and an employee of 
Remington Rand, Inc., for sixty years, died last July 
after a long illness which caused her retirement six 
months ago. She was in her eightieth year. 

Mrs. Fussell’s history in the office equipment busi- 
ness is told in a special dispatch to the New York 
Times and published in the July 27 issue of that 
newspaper. It reads in part as follows: 

“Mrs. Fussell had been using her own ‘hunt-and 
peck’ system of typing at the Remington Rand, Inc., 
office here (Philadelphia) ever since she was induced 
in 1882 to go to work as the pioneer typist of the 
city. At that time she and J. Walter Earle, later to 
become president of the company, were the only 
employees, and it was he who taught her the use of 
the elaborate double-keyboard machine the company 
was then producing.” 


She is survived by a sister, Mrs. May Schaefer. 
tok + 


EDWARD HOLMGREN 
Edward Holmgren, for eight years a salesman for 


| American Pencil Company, passed away August 5 at 
his home 


in St. Paul, Minn. His age was fifty-six. 
All his business life was spent in stationery. With 
American he had covered a group of states in the 
Middle West, taking over the Northwest territory early 
this year. Burial was in St. Paul August 8. Mr. Holm- 
gren is survived by his widow, four sons and a 
daughter. 
ok 


J. H. COLLINS 


Joseph Haffey Collins, for fifty-one years connected 
with Fessenden’s, Portland, Me., stationery house, died 
last month at his South Portland home after a linger- 
ing illness. He was in his sixty-first year. 

Mr. Collins joined the stationery firm when he was 
thirteen years old and after he graduated from the 
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Sell More of what you can buy with the 


Atce- “IN STOCK” promotion! 


GET THOSE xtra PROFITS 
SELL AICO INDEXING! 





@ Business and Industry need AICO IN- 
DEXING today more than ever before. 
Quick access to records and data is vital! 







You can capitalize on this need by featuring 
AICO INDEXING through the AICO "IN 
STOCK" Promotion. 


ww 


Now Avai) . eo D 
IMMEDIATE Detivent: 7 



























@ AICO INDEXES for every indexing need F 
are now "in stock'’ for immediate delivery. LEDG Cc 
Na inet z BINDER INDEXES. AND SECTIONAL po 
o need for heavy inventories, no chance eee With reinforced tnt got! enruted nae 

, . ° nding {4 

for overselling, no fear of not being able to tires, Also nay tered tabbing set, ond celle H 
. Cc. co~ 
deliver. Cnveniont. Strong, pt pra Index Tabs I 
@ FREE Sales Promotional Materials are your EG: evo amore rans 
With Aico moexes” the informane a ttrough | J 

















available for any dealer who will use them 
to help build his sales and profits on AICO 
INDEXES. 


@ SECTIONAL CATALOGS describing 
the styles and types of AICO MERCHAN- 
DISE should be placed in the hands of all 


standard ¢; ES you fing ip ; You need? 
insertable tei yi A k| 


+ €@livioia er AIC 
Specially At USE INDEXES 
St ¥ lettered Index 
lock title Indexes es 


Speciaj Com 
insertable tis lean, indexes 


your salesmen and good customers. Machine Posting rad cinder indexes 
ides 

@ Two different blotters, describing AICO . 

INDEXES and AICO-GRIP INSERTABLE ame _ on Seclly taeen aon 

INDEX TABBING make convenient envelope and efficient ot rack 9 warp. The meets aeeiby 


qWick Medern 
stuffers. SK subject reference, "8! Elght colers tor 


@ NEWSPAPER MAT shown in this ad can 


be run in your local paper or used to print 


Ly 

Ma 

| 

SEG one SERTAGLE INDE A 
wbular Edge 4 
| 


an enclosure for mail or counter distribution. 


@ 3-COLOR COUNTER DISPLAY CARD 
on AICO-GRIP INSERTABLE INDEX TAB- 
BING will bring added business for you. 


Well indexed i 
of Searching time *very day 


; 
LET Us CHECK Your INDEXING NEEDS 7 4) 
oun fy] 
i 
7) 


Take advantage of this AICO “IN STOCK” 
Promotion now. Write for the sales help ma- 
terial today. Let AICO INDEXING Boost Your 

AICO dealers 


Profits. on request. 


ABS PRODUCTS 


nmtcns moore G J, AIGNER COMPANY 
503 S. JEFFERSON ST. CHICAGO, ILLINOIS 


WORLD’S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 





















ACE STAPLE 


ARE USED IN HUNDREDS 
OF GOVERNMENT 
OFFICES 


i U. S. Government has always been one of our 
best customers. But now among the countless devices 
required, by both Government and Victory War Indus- 
tries, to build and maintain our huge war machine, Ace 
Stapling Equipment is used in larger quantities than 
ever before. The use of this speedy, efficient, lifetime 
fastening equipment has multiplied many times. For Ace 
Stapling machines and Ace Staples are practically indis- 
pensable for fastening and preserving valuable papers 
and documents in offices, drafting rooms, shipping de- 
partments and many other places. 

We at Ace are proud of our humble contribution to 
the war effort. But we’re also deeply concerned about 
the hardships which curtailment of a normal supply of 
Ace Stapling Equipment has imposed upon thousands of 
loyal Ace dealers. Certainly they join us in gladly 
making any sacrifice that will aid in assuring a quicker 


and more decisive VICTORY! 


THE NEW ACELINER 


Staples, Pins, Tacks, Hand-Fastens 
SOLD THROUGH DEALERS ONLY 

















—— “ 0 os ne > 
an oe 7 
wal v| i Tae ti 














STAPLING MACHINES FOR EVERY PURSE AND PURPOSE 


ACE FASTENER CORPORATION © 3415 NORTH ASHLAND AVENUE + CHICAGO 
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Portland High School. After thirteen years as an 
errand boy and then clerk he purchased the business, 
becoming president and treasurer, positions he held 
until he disposed of the firm this year. 

Throughout his lifetime he often facetiously re- 
marked to friends that the Saturday Evening Post was 
born in the store where he worked. By this he said 
he referred to many conversations he heard in the 
establishment between the late Cyrus H. K. Curtis 
and Frank M. Munsey over plans for the magazine 
which Mr. Curtis had shortly before purchased. 

Mr. Collins is survived by distant cousins, his wife, 
the late Regina Murtha Collins, having died in 1932. 

+ + & 
L. J. HUGHES 


Leonard James Hughes, vice-president and sales 
manager of Business Systems, Ltd., Toronto, Canada, 


died July 14 at his residence in that city. He was in | 


his sixtieth year. 


A resident of Toronto for many years, Mr. Hughes | 


was a native of Saint John, N. B. He had been an 


executive of his company for the past thirty-seven | 


years. 
Mr. Hughes was active in fraternal circles and held 


membership in the Granite Club, the Masonic order | 


and the Weston Golf Club. 
Church-on-the-Hill where he was a sidesman. 


He attended Grace | 


Surviving are a daughter, Mrs. Carl Bastedo, of | 


Hamilton, and a son, Harold Hughes, a sergeant in 
the Royal Canadian Rifles and at present a prisoner 
of war at Hong Kong.—RC 
+; - 
C. H. McLAUGHLIN 
C. H. McLaughlin, vice-president and sales manager 
of the Visible Records Equipment Company, Chicago, 


died August 18 in the Ravenswood hospital, Chicago. | 


He had been stricken with an illness while in Wash- 
ington, D. C., and brought to Chicago shortly before 
his passing occurred. 

Prior to becoming affiliated with visible record man- 
ufacturing, Mr. McLaughlin was connected with Greg- 
ory, Mayer & Thom, Detroit, as manager of the visible 


equipment department. At one time he was associated | 


with the Brooks Company, of Cleveland. 

Mr. McLaughlin is survived by his widow, Mrs. Mary 
McLaughlin; his father, who is president of the Visible 
Records Equipment Company; his mother, a brother 
and three sisters. 

+: - / 


J. J. SCHULTZ 


Joseph J. Schultz, owner and operator of the South- 
ern Stationery Company, Gulfport, Miss., died follow- 
ing a heart attack suffered at his home on July 24. 
He was in his forty-fourth year. 

A native of Baltimore, Mr. Schultz had spent most 
of his lifetime on the Mississippi coast. He was a 
member of the Catholic church and belonged to sev- 
eral fraternal and social organizations including the 


Elks, the Gulfport Yacht Club and the Gulfport 
Chamber of Commerce.—GHW 
+ + - 
F. C. MILLER 


Frank C. Miller, for many years foreman of the 
service department of the Underwood Elliott Fisher 
Company branch at Seattle, Wash., died last month 
at his home, 5615 160th avenue, South. He was in his 
sixty-first year. Born in Raymond, Kans., Mr. Miller 
went to Seattle, twenty-three years ago, where he was 
active in the Masonic lodge. He is survived by his 
widow, two daughters and two sons.—CML 

+ + 
A. D. ALDRIDGE 


A. D. Aldridge, who retired four years ago from | 


the commercial stationery business in which he had 
been active since 1880, died last month at his home, 
1009 Browder street, Dallas, Tex. He was in his 
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Quality 


counts more than 
ever today! 
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production means that American 






business must get along with its 






present equipment! To assure the 






best-looking work, use the type- 






writer ribbons and carbon paper 






that have set an outstanding record 
.. "Grand Prize’’! 


Just as ‘Grand Prize” quality has 






of performance . 








met the needs of the world of com- 






merce and industry for over 20 


years, so today 50 per cent of our 






production goes to help speed the 





work of the U. S. Government, the 






armed forces and war industries. 


PACIFIC CARBON and 
RIBBON MFG. CO. 


J. Francis O’Connor, Pres., 


Head Office and Factory: 


1451 Herrison Street, San Francisco 














Brown or green colors 4,” thickness Only 


We are still supplying Original Cork con- 










tent special finish Desk top linoleum. All 
sizes for Desks. Tables. Counters. ete. 
Free sample swatches are available. 


together with complete catalogue 


giving all details for easy selling. 


Write us today. 


LINOLEUM TOP ADVANTAGES: 


(ttractive appearance Damage proof 


Ideal working surface Preserves new furniture 
Most sanitary Restores old furniture 
Restful to the eyes No upkeep 
Easily cleaned Low cost 


If vour catalog is not complete with 
the Yellow Price List, advise number 


of lists you require. 


Linoleum Desk Pads 
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POLAR SPECIAL PERIOD STYLE LINOLEUM DESK PAD 
No. 29942 Size 19 x 27 $4.00 
No. 299 Size 20 x 34 $4.50 
No. 29934 Size 24 x 38 $8.00 


POLAR MANUFACTURING CO. 


323 N. 13th St., Philadelphia, Penna. 
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eighty-sixth year, and had been ill for a long time. 

Mr. Aldridge opened his business in Dallas a short 
time after he moved to that city from Frankfort, Ky., 
where he was born February 10, 1856. 

His survivors are: his widow, Mrs. Sarah Howard 
Aldridge; two sons, J. Howard Aldridge, of New 
and Robert M. Aldridge, of Dallas; two 
daughters, Mrs. Ed. M. Harrison, of Dallas, and Mrs. 
R. M. Chatham, of Beaumont, Tex., and two grand- 
sons, R. M. Chatham, Jr., and Dudley Aldridge 


Chatham. 
+ - - 


SAMUEL BROWN 


Samuel Brown, for forty-three years an expert with 
the Norris Safe & Lock Company, and a man who has 
figured in several thrilling rescues of persons acciden- 
tally locked in vaults, died last month in a Seattle, 
Wash., hospital after an illness of four weeks. 

A resident of Seattle since 1889, he was in his 
seventy-sixth year at the time of his passing. During 
his career he played a leading role in a number of 
spectacular safety vault rescues of persons who were 
in danger of death from suffocation, and on several 
occasions he was called upon by courts and judges to 
open safes and safe deposit boxes for which the orig- 
inal keys had been lost. 

He is survived by a daughter, Mrs. Nan Collard, of 
Seattle-—CML 

+ + + 


L. SOLINGER 


Leo Solinger, sales manager of the Eagle Pencil 
Company, a firm with which he had been connected 
for the past forty-four years, died August 18 after an 
illness lasting more than a year. 

Mr. Solinger was prominently identified with the 
office supply field and was a well-known figure in the 
pencil industry. He was active in association and 
fraternal circles, being a member of Wendell Phillips 
lodge, No. 365, Knights of Pythias, and vice-president 
of Far Western Travelers Association. He is survived 
by two sisters, Mrs. Stella Solomon and Mrs. Adrienne 


Ettlinger. 
+ + + 


W. W. WILGUS 

W. W. Wilgus, for the past nineteen years connected 
with the H. B. Hosmer Company, New York, N. Y., died 
August 14 in the family home at Hackensack. He was 
in his seventy-first year. Mr. Wilgus’ long record in 
the stationery and office supply industry goes back to 
the Tower Bros. Manufacturing Company. He is sur- 
vived by his widow. 

tok +F 


W. H. BUNDRICK 
W. H. Bundrick, for twenty-seven years associated 
with the accounting department of the R. L. Bryan 
Company, Columbia, S. C., died last month. He had 
been a resident of Columbia for thirty-five years. 
Funeral services were held on August 3, followed by 
interment in Elmwood cemetery.—JHR 
+ - - 
CHARLES BEHM 
Charles Behm, associated with the Weis Manufac- 
turing Company, Monroe, Mich., for a considerable 
time, died July 28 after a lengthy illness. He was in 
his sixty-seventh year. He is survived by his widow, 
Mrs. Carrie Behm, and a son, Harry. Interment was 
at Adrian, Mich.—AK 
f. cle ole 


. 4 o 

W. R. WOODWARD 
William R. Woodward, inventor of a device for 
duplicating signatures, and president of the Signature 
Company, New York City, died last month in his home 
at the Hotel Mohawk, Brooklyn. He was in his nine- 

tieth year. 

In 1906 Mr. Woodward developed and perfected the 
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5 om demand today for good drawing pencils taxes 
the capacity of the manufacturers. Government 
offices and defense plants are constant buyers. 
Every part of every plane, tank, ship, gun or other 
essential implement is drawn first with a pencil. 
You can do a good turn for yourself and for the 
defense program as well by showing your customers 


Art build 


DRAWING PENCILS 


The Art Guild line is strictly high-grade. It is manufactured 
in 17 degrees of lead—6B through 9H—each accurately 
graded to get the finest distinction between degrees. 
Green finish, packed one dozen to an attractively litho- 
graphed, hinged lid, metal box, six dozen to a package. 
The wood is of the very highest quality, straight grained 
slats. 

Numerous tests of Art Guild pencils have been made by 
draftsmen and architects in various sections of the country. 
The opacity of the lead, which is the final test of a draw- 
ing pencil, has been highly recommended in every case. 


The Lead Is BONDED 


The lead used in Art Guild pencils is bonded by the same 
process as our Consolidate pencil for regular office use 
which in an extensive laboratory test showed an average 
breaking point of over 10 pounds. This strength is obtained 
without any loss of smooth writing qualities. An important 
factor about bonding, which is our own secret process, is 
that the wood is strengthened so that it will not splinter. 
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LINTON PENCIL COMPANY © LEWISBURG, TENNESSEE U.S.A, 


Write for Particulars 


Investigate the possibilities which Art Guild presents. It can 
put new and valuable accounts on your books. Samples and 
prices mailed promptly to established stationers upon request. 


LINTON PENCIL COMPANY 


Lewisburg, Tennessee 


Sales 112 West 9th Street, Los Angeles, Calif. 
South Dearborn Street, Chicago, fii. 
Offices {3525 Southwestern Boulevard, Dallas, Texas. 
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Signagraph, the signature duplicating machine, and 
two years later organized the company which was to 
produce and sell the instrument. The device has been 
widely used by business houses and the government 
for multiple signing of bonds and other documents. 

Mr. Woodward is survived by his widow, the former 
Adelaide Louise Phelps, and a son, Cedric Rainey 
Woodward of Old Greenwich, Conn. 


- + fs 
A. D. WILLIAMS 


A. D. Williams, for the past nine years a salesman 
for the Royal Typewriter Company, died July 23 at Los 
Angeles, following a heart attack. He was in his forty- 
fifth year. Mr. Williams is survived by his widow 
and two children, a boy and a girl. 

a ee 
CLEGG WINDOW SHOWS OLD AND NEW 


The Clegg Company of San Antonio, Texas, has re- 
ceived many compliments on a most interesting and 
educational window display showing the changes made 
in the design and manufacture of office supplies and 
business equipment, and how the office supply indus- 
try is helping through the conservation of vital war 
materials. 

The display shows both the old and new styles in 
office furniture, equipment and supplies, starting with 
paper clips and continuing with desk trays, file cards, 
stenographic note books, office chairs, desks and filing 
cabinets and letter files. 

The Clegg Company is headed by L. B. Clegg, a 
veteran in the stationery and business equipment field, 
assisted by his son, William C. Clegg, a past president 
of the NSA. —BCR 

o—Eee 


HULBERT GOES TO NEWARK FOR BUCKEYE 


Ray E. Hulbert, for the past eight years a sales 
representative for the International Business Machines 
Corporation, last month was appointed Newark, N. J., 
branch manager of the Buckeye Ribbon & Carbon 
Company, Cleveland, Ohio. Prior to his IBM connec- 
tion Mr. Hulbert represented the Royal Typewriter 
Company. He wi!l maintain headquarters at 20 Wash- 
ington place, and will be associated with Clifton Lewis 
in serving the New Jersey territory. 

——— 


SPRINKLER SAVES STORE ON FIRE 


An efficient sprinkler system installed in the offices 
of the Toledo Office Equipment Company, 214-218 
Summit street, Toledo, Ohio, held damage down to less 
than $200 when a fire broke out on the premises last 
month. The blaze was started by an electrical short- 
circuit—AK 

$$ 

SMITH-CORONA BRANCH OFFERS NEW SERVICE 

The St. Paul, Minn., branch of L. C. Smith & Corona 
Typewriters, Inc., had adopted a good plan with which 
to keep its customers interest for the duration and 
until there are typewriters to sell again. 

With a fine established business in the Minnesota 
city, which was gained over a period of years, the 
branch is now sending its salesmen to visit patrons 
and impress upon them the necessity of keeping office 
machines in the best possible condition. Length of 
life of machines Kept in good repair and general 
efficiency offered by typewriters in working condition 
are pointed out by the salesman. 

The branch, which is located at the corner of Fifth 
and Cedar streets in St. Paul, has recently renewed 
its three-year lease—-BART 

o——e-e  —- 
FIRM SEEKS ADDRESS OF BEN CRITES 

The Angelus Typewriter Company, 528 South Spring 
street, Los Angeles, is asking members of the industry 
to help locate Ben Crites, an office machine repair 
man recently in the employ of the firm. Mr. Crites is 
believed to be in Texas. 
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€ The reader and advertising pages which compose this 
Thirty-Third Annual Special Office Furniture Section are impres- 
sive of ways office furniture difficulties of the times are being 
overcome. Here are marshalled the lines which have made 
the prestige of U. S. office furniture; lines distinguished for 
utility, for craftsmanship and for artistry. Among them, a 
number of old friends formerly armored in steel who donned 
wood jackets when steel went off for action at the front, on 
land, on sea and in the air. 

But wood, too, is on every ''front.'' So has it ever been. 
Long before steel appeared it functioned in wheel, in boat, in 
crossbow and shaft and in a thousand other ways for man's 


comfort and convenience. And now wood and steel combine 
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for ten thousand conveniences and comforts. But wood, with 
greater ‘reserves’ at command now answers many calls in 
many fields. And keeps office furniture among the most lively 
departments of the commercial stationery store. 

In the advertisements of the section and in certain new num- 
bers pictured readers will be impressed with the alertness and 
ingenuity of the manufacturers in resolving the many difficulties 


encountered in materials and fabrication thus keeping a steady 
stream of products to supply national requirements and gen- 


eral business needs. 


Improvements in functional features of office furniture make 
possible greater flow of operations through regular channels 
without increase of effort. While chairs for healthful seating, 
wherever persons do not stand at their employment, provide 


comfort and contribute to efficiency. 





AN 








NJ 


. 
we 








q 


| 


sam 
Me ae f 








CONTENTS OF THE THIRTY-THIRD ANNUAL 
SPECIAL OFFICE FURNITURE SECTION 


Furniture Selling Under Governmental Control 74 
By Staff Member 

Wood Chairs for the Office Go “All-Out” for Wood Construction 77 
By Staff Member 

Dealers on Trial as Logical Wartime Sellers of Office Furniture 87 
By Russell N. Lewis, Manager, The Lewis Business Furniture 
Company, Toledo, Ohio 


Stressing Wood Furniture Brings Profitable Rsults 90 
By Phil Lance 
Higher Unit Sales Plus Repair Service Helps Meet Shortages 99 
By Bert Merrill 
Sales Ideas in Brief 5 102 
By Harry Hotherr, Kendrick Furniture Company, Chicago 
117 


Business Builders 
By Ralph Ortel, Shaw & Borden Company, Spokane, Wash. 
How to Develop and Meet Wartime Demands for Files 118 
By James E. Feeley, President, Springheld Office Supply 
Company, Springfield, Mass. 


Equipment Needed to Protect Records Against Air Raids 125 
Survey by The Atlantic Refining Company, Philadelphia, 
Penna. 

War Materials Producers’ Needs Raise File Sales Potential 138 


By G. O. Stevens, Stevens, Maloney & Company, Chicago. 
88, 89, 114, 115, 126, 127 


100, 101, 116 


Recent Installations 


New Furniture Lines 


Furniture Selling Under 


ROM the time the original metal furniture curtailment order (L-13) was 

issued last November, the availability of steel office furniture has steadily 
declined. Storage cabinets, desks, chairs, tables, stands, shelving, etc., were 
subject to the greatest restrictions. Slightly greater percentages of steel 
were allowed for filing cabinets and lockers. Insulated cabinets, safes and 
visible records equipment fared the best. L-13 contained no provisions with 
reference to priorities requirements, leaving it up to individual manufac- 
turers to do their own rationing. 

Supplementary Limitations Order L-13-a came into being on April 1, 1942, 
imposing further restrictions on manufacturers. Producers of all types of 
metal office furniture except shelving, insulated cabinets, safes and visible 
records equipment were ordered to stop production completely by May 31, 
1642. Lines included in the permitted groups could be sold only to fill ‘‘Pre- 
ferred Orders,” which L-13-a defined as carrying preference ratings of 
higher than A-2 

On August 5, manufacturers of metal office furniture were instructed by 
the War Production Board to work on no orders—old or new, military or 
civilian—unless accompanied by specific authorization from WPB. This un- 
usual type of control, designed to make sure that production of metal office 
furniture is held to minimum essential needs, was put into effect by a com- 


plete revision of Order L-13-a. 


Orders Studied Carefully 
Orders from the armed services which had been accepted prior to August 
5 were to be returned to the official who placed the order. Such orders were 
to be studied to determine if they were essential and if they met the test, 
to be certified to WPB with a request for the issuance of a specific authoriza- 
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r Governmental Controls 


tion. All orders which are not for the account of the armed services should 
be sent directly to WPB by the manufacturers who desire to obtain the 
required authorization. Such orders must be accompanied by complete data 
indicating why it is essential to fill or complete the orders. 

The restrictions of the orders outlined in the preceding paragraphs vir- 
tually took metal furniture out of the merchandising picture for office 
equipment dealers. But, as manufacturers of chairs responded to the chal- 
lenge when metal for swivel mechanisms was prohibited by making them of 
wood, so the makers of steel filing cabinets turned to wood as a production 
material. On June 1, L-13-a was amended so as to remove from its limita- 
tions wood filing cabinets containing not more than two pounds of essential 
steel hardware for each drawer. Today, cabinets of wood, designed and 
finished to harmonize with installations of steel, are available from many 


manufacturers. 


Wood Furniture and Priorities 


Wood office furniture, as such, is not subject to priorities restrictions. In 
its manufacture, however, a number of materials which cannot be purchased 
without priority ratings are used. Consequently, it is directly beneficial to 
the dealer if he secures rated orders whenever possible. As a fixed asset, 
furniture does not come under P-100 with an automatic A-10 rating. Such 
a rating is not high enough to be of much value under present conditions 
Customers should be urged to apply for higher ratings on form PD-la. 

Although not possessing the usual features of most other WPB priorities 
regulations, No. 10, issued June 1, amended June 26 and now undergoing 
further revision, is of intense importance to office furniture dealers. The 
‘Allocation Classification System” which it established, eventually, and in 
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the not very distant future, will 
determine the amounts and kinds 
of materials that will be allowed 
to various industries and the 
manufacturers in them. By secur- 
ing end-use symbols and classifi- 
cation numbers on all orders in 
addition to priorities ratings, a 
dealer will be able to present fac- 
tual evidence as to the proportion 
of his business that is concerned 
directly with war and defense 
manufacture. By establishing a 
distribution pattern to use when 
buying for stock, as suggested on 
pages 28 and 29 of the August is- 
sue, he has opportunity to prove 
that his business is essential and 
help his sources of supply do the 
same _ thing. Watch for the 
changes in Priorities Regulation 
No. 10. Put them into function 
immediately as a service to your- 
self, your manufacturers and the 
industry at large. 

Manufacture of White Oak 

Veneer Stopped 

In the long run, an order issued 
by WPB on August 24 may have a 
deleterious effect upon the wood 
office furniture industry. Because 
of the urgent need for white oak 
lumber in construction of ships, 
Conservation Order M-209 was re- 
leased. It prohibits the use of 
white oak logs in the manufacture 
of veneers. Normally, the finest 
quality of white oak logs is used in 


making veneers for household and 
office furniture. No restriction is 
placed on veneers already com- 
pleted. Any produced in the future 
must be for implements of war to 
be delivered to the Army, Navy, 





MAHOGANY SUBSTITUTES 


Many woods have masqueraded 
under the name of mahogany ever 
since mahogany became recognized 
as a fine cabinet wood. In the ear- 
liest days, no distinction was made 
between mahogany and cedar, both 
going under the name cedar. The 
name mahogany came into use after 
the English took Jamaica in 1655 
and thus was able to know the trees 
as well as the wood. Since then, 
prima vera has been called “white 
mahogany” although not a mahog- 
any at all. The wood now goes 
under its real mame prima vera. 
For many years, before the days 
of the Federal Trade Commission 
and Better Business Bureaus, pa- 
douk was known as “East Indian 
mahogany.” The most extensive 
poaching on the name mahogany 
has been under the misnomer “Phil- 
ippine mahogany.” This name has 
been applied to a group of several 
kinds of trees of the Dipterocarp 
family that grew in the Philippines 
and are entirely unrelated to the 
trees that produce genuine Mahog- 
any. 
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Coast Guard, Maritime Commis- 
sion, and War Shipping Adminis- 
tration. Manufacturers who own 
or control white oak logs in excess 
of 50,000 board feet suitable for 
manufacture into veneers, must 
report their holdings to WPB. 
Customers Like “Idea” Men 

The customer or prospect leans 
with favor toward the dealer who 
gives positive service in the form 
of suggestions and ideas for tem- 
porary handling of furniture 
problems, filling the gap until de- 
liveries can be made. For in- 
stance, cleaning, refinishing or 
repairing used furniture may be 
the immediave answer to a press- 
ing need. And profit can be made 
on each such transaction besides 
saving the order for new furniture 
for delivery when available. 

Now is the time to cement rela- 
tions with old and new customers, 
to establish contacts with pros- 
pects, to expand sales potentials 
by energetic promotional activ- 
ities. Now is the time to help 
customers make the most efficient 
use of the furniture they possess. 
Now is the time to organize for 
defense of your business from at- 
tacks of shortages, delivery delays, 
etc. Service is your weapon. Serve 
with suggestions, serve with ideas, 
and your customers will give you a 
preference rating when war is no 
longer our primary business. 


LITTLE BIOGRAPHIES OF OFFICE FURNITURE MEN 


WHO WENT TO LAW 
By Norris L. Hayward 
VIA WATER TRANSPORTATION 


66] T’S a big order,” Roy McGee demurred. 


“Big,” the salesman protested. 


“I’m familiar with your town and there must be four 


or five hundred pretty big offices that buy everything from you from desks and safes to lamps 


and floor coverings.” 


“Well, I don’t know about that, but ship the stuff—and how?” McGee argued and 


queried. 


“Glad you mentioned that, 


water,” the salesman told him, 


“Well, that’s all right by me,’’ McGee agreed. 
as safe as any other way.” 
“Sure, and cheaper. 


Sure.” 


In fact I was going to myself. 


We'll have to ship by 


“I suppose water transportation is just 


Would it be all right to include ‘water transportation permitting’ 
in your copy of the order?” 


But the goods did not arrive on time nor at all. McGee 
over $500 on account of the delay, and threatened to sue the wholesaler for damages. 


"You overlooked 


one little clause in your order—water 


had to buy elsewhere, lost 


transportation permitting.’ 


We're very sorry, but water transportation just didn’t permit,” the wholesaler argued. 
“There was enough water between your warehouse and my place of business to float 
all the merchant ships between Land’s End and the South Pole,” 


“That is perfectly 


true,” 


agreed the wholesaler, “but there 


McGee countered. 
were no ships running 


between our two places of business, and that is exactly what the contract between ourselves 


means.” 


“Pll see my own attorney—I'’m not taking my lan 


from you,” 


M« Gee a erred. 


McGee was as good as his word, but his attorney had no comfort for him. 
“The law is that water transportation permitting means that there must be the physical 


means of moving freight between the two points—not merely the water to float it on,’ 


attorney explained. 


’ the 


“If not, I suppose a buyer could compel a wholesaler to build a boat just to deliver 


that one order.” 
“That's the idea exactly.” 
“Well, it’s hard luck, but it’s better to know now than to find out by going to law,””’ McGee 
admitted. 





Wood Chairs for the Office Go 
“All-Out’ for Wood Construction 


HE latest expression of pro- 

duction ingenuity in the office 
furniture field is the wooden 
“iron” for swivel chairs. Ever since 
the latter part of the Eighteenth 
Century, when Thomas Jefferson 
conceived and built for his per- 
sonal use what is believed to be 
the first revolving chair, swivel 
mechanisms have been made of 
metal. Improvements in design 
and construction have been fre- 
quent, but the revolving wood 
chair was always equipped with 
an “iron.” General acceptance of 
the metal mechanism gave rise to 
the use of the word “iron” to 
designate it. 

Although chair irons became 
essential factors in the wood chair 
field, the manufacture of them in- 
volved skills and facilities quite 
different from those used in wood 
working. In logical consequence, 
firms accustomed to working with 
metals took up the manufacture, 
several devoting practically all of 
their time to production of chair 
irons. 

Then came the war, the attack 
on Pearl Harbor—and the realiza- 
tion that foremost in the thinking 
of every man and woman must be 
how each may contribute the most 
to the successful prosecution of 
the war. 

Because of the mechanized na- 
ture of war as it is conducted to- 
day, one of the initial demands 
was for the restriction of metals 
from civilian industrial use. Steel 
was among the first commodities 
to be put on the “Critical” list. 
Even before the United States en- 
tered the war, back in September, 
1941, steel was put under the 
jurisdiction of the Office of Pro- 
duction Management, predecessor 
of the War Production Board. 


Chair Manufacture Restricted 


For some months restrictions 
were not felt by the chair indus- 
try. Other branches of the office 
furniture field experienced the 
pinch almost immediately, but it 
was not until January, 1942, that 
“stenographic or posture type of- 
fice chairs containing metal” were 
added to the types of furniture 
included in Limitation Order L-13. 


Manufacturers Respond to Demands of 
the Times and Produce Swivel 
Mechanisms of Wood 


o 


In March it was intimated by the 
War Production Board that chair 
irons, specifically, might be sub- 
ject to a restriction order. Ere 
long the rumor was authenticated 
by the order itself. No more chair 
irons for the duration. 

On first consideration it seemed 
that the business man was con- 
fronted with the choice of getting 
along with what he had or pur- 
chasing straight leg chairs to fill 
his requirements. Further thought 
evolved the suggestion that the 
“irons” be made of wood. It 
sounded improbable—almost silly. 
Yet manufacturers rose to the 
challenge and with amazing rapid- 
ity began developing swivel mech- 
anism of specially treated and 
hardened woods. One producer 
even experimented with plastics 
and found one of the many types 
suitable. 


Wood Swivels Announced 


Six lines of wood chairs with 
wood swivels are illustrated and 
described on other pages of this 
special section. More will be an- 
nounced soon. When it is recalled 
that only a few months ago wood 
swivel mechanisms were virtually 
unknown, the achievement is re- 
markable. 
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By McFeatters 











| Kozé-Xomfort 





iz 
| [THE BOARD meETinG |) [-— 








WE'VE JUST completed the best 





To dealers, the most important 
aspect of the situation is the as- 
surance of getting chairs to fill 
orders. Dealers everywhere have 
been painfully aware of shortages 
that have caused them to tell cus- 
tomers that the desired fifty, a 
hundred, or more chairs “are just 
not available.” Now they are 
faced with the pleasing prospect 
of being able to fill orders with 
dispatch, satisfying equipment- 
hungry purchasers. 


Sales Work Required 


Despite the prevalence of a 
sellers’ market, dealers and their 
staff members have a couple of 
sales jobs to do. The obvious one 
is overcoming any prejudice that 
may exist or develop against wood 
for swivels. Manufacturers will 
supply necessary data, perhaps 
including references to the suc- 
cess experienced by manufac- 
turers of wood bearings treated 
with oil for hardening and in- 
creased durability. 

The other job is to unsell busi- 
ness folk on the idea that revolv- 
ing office chairs cannot be bought. 
Their experiences during the sum- 
mer months were convincingly 
negative. After a few days of 
frantic but unsuccessful effort to 
purchase chairs, buyers settled 
down to the belief that further 
attempts would be futile. They 
have not become aware of any 
change in the chair situation. 
They need to be told skillfully, 
with demonstrations. The market 
has been lulled to inactivity by 
circumstances. Awakening it will 
not only result in the sale of 
chairs, but will be a contribution 
to operating efficiency and thus to 
the general war program. 

Since the departure of the 
standing desk from the American 
office scene, chairs have been es- 
sential to management. Seated 
at his desk, the business man, the 
Army or Navy officer, the govern- 
ment official, plans activities and 
directs operations. He must have 
a chair, and the way it supports 
him has a great influence upon 
iis efficiency. To provide proper 
seating is an important wartime 
function. 





GF WOOD FILES 

























Attractive in appearance .. . almost 
identical with GF equipment now in 
use... free drawer movement under 
heavy load. Each drawer moves 
easily on free roller bearings. Com- 
pression is positive ... easily adjusted. 
Green enamel finish, plastic pulls. 
Letter or Cap size in four drawer. 


00” and 15”. Single and double 
pedestal, four leg construction. Green 
enamel finish ... Velvoleum top... 
plastic trim. Storage drawers inter- 


changeable and slotted for partitions 





. Stationery trays available. 


In design and appearance the new GF 
wood table is almost identical with 
other GF office equipment. 60 "er Te” 


size. Center drawer. Green enamel 


finish ... plastic trim. Velvoleum top. 








@ Upon the Business Office rests a greater responsi- 
bility than is often recognized. Without a victory 
that permits freedom to expand... to go forward 


... there will be no reward for effort. 


The Business Office must not lessen, but rather 
increase, its contribution to this victory by keeping 


efficient, alert and modern. 


Efficiency of the equipment in today’s Business Office 
must reflect the job it has to do. Desks, Files and 
Tables, ... basic to every office ... are now avail- 
able in Wood... and with the same high standard 


of efficiency that is so well known in GF equipment. 


GF Wood Desks, Files and Tables are an answer 
to the Business Office problem ... to protect its 


stake in victory by helping America win. 

















THE SIKES CO. INC 


will make an announcement 


of major importance in the 


October issue. Watch for it. 








tHE, IZRES COMPANY, Inc. 





BUSINESS CHAIR MANUFACTURERS, BUFFALO, N.Y. 
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BOX FILES EVERYDAY FILES 


Has many uses... made in 
two sizes . . . several styles, 
tabbed alphabetically,days 
of month, etc. Also with 
metal tabs havin 
removable inserts. 
handy work organizer. 


Needed in nearly every 
office and often used for 
personal filing . . . prac- 


tical and inexpensive. 
Available in letter, cap and 
bill sizes. Choice of sev- 
eral styles of indexing. 











GLOBE-WERNICKE OFFICE ACCESSORIES MEET 
THE WAR-TIME NEED FOR GREATER EFFICIENCY 














CARD INDEX TRAYS 


Ideal for card index filing. These 
trays are made of heavy binders’ 
board ... 325", 420°, Ges", 
6x9” and check file sizes. 





There are many Globe-Wernicke office 
accessories used in offices and factories of 
our country to speed up routine and in- 
crease the production of materials needed 
to win the war. These useful ‘‘business 
helps’’ are absolutely indispensable. 
They save time and make work easier 


* 











Neither war production nor business 
can exist without them and 
Globe-Wernicke will do 
everything possible to pro- 
vide urgently needed office 
equipment and records 


TABS HAVE THE 
NATURAL READING 
ANGLE OF 45° 











ANGULAR 

Check your stock and order CELLULOID TAB GUIDES 

merchandise your cus- 
tomers must have 
promptly when 
they require office 


accessories and 


Easy to see .. . easy to find. . . 
no stooping to read indexing. 
Inserts are removable, changes 
up filing. 


made easily. Speeds 








document form . . . letter, 
legal cap and bill sizes. 





supplies. 
* 

DOCUMENT FILE\ BUY MORE /*accesso” woop 

\ STORAGE CASES CESK TRAYS 
Made of heavy bind WAR Wide hand openings 
ers’ board with ex: on all four sides and 
posed edges. . . cor- BONDS bottom make it easy 
ners reinforced... - to handle papers. De- 
hinged lid. For filing vertical] * signed for efficiency 
folders and papers in folded and convenience. 





Trays may be stacked 
or combined laterally. 





Globe Wernieke ) 


Cincinnati, Ohio 
MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 


Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Specia!l Stee! 
and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Stee! Shelving 
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MICHIGAN'S 
ell) Line Uesk 


Presented here for the first time... fully 
described in the NEW folder and price list 


now available to dealers upon request. 


Above is illustrated No. 264. 60 by 34 inches. There are six other 
flat top sizes. from 66 by 34 to 36 by 26: two drop head. two pedestal 
and five Secra- Type typew riter sizes. three table sizes. telephone 
stand and waste basket to match. 

Genuine walnut or full quartered oak exteriors, heavy 5-ply panels. 
flush construction. Inside legs are recessed 12 inches: ample foot- 
room for swiveling. Distinetive metal drawer pulls—all exposed 


corners rounded. 


AT YOUR SERVICE 


MICHIGAN UEoh 
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MICHIGAN S 


NEW Secra-Jype WESK 


(Patent No. 213380) 


A WINNER in time and motion study comparisons . . . an effectual aid for the many 
executive secretaries now serving under the extreme conditions involved in the war 
effort. A clean cut, spirited design, fully described in the NEW folder and price 


list now available to dealers upon request. 


On this page is shown No. 862 ST, 60 by 32 ing. Drawer pulls of distinctive design—all ex- 
inches. Five Secra-Type desk sizes. Genuine posed corners rounded. Quartered oak furnished 
walnut or full quartered oak exteriors, heavy only on the 100, 400 or 200 grades. Investigate 
5-ply panels, flush construction. Inside legs are — the efficiency features of our desks. 


recessed 12 inches; ample footroom for swivel- 


FOR THE DURATION 


COMPANY “ses 
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MR. DEALER: 4, 


of WOOD 


The advantage of beauty, utility, 
customers - appeal and PROFITS! 


It will pay you — and pay you well — to feature the famous line of 







FAIR OFFICE SPECIALTIES 
TYPEWRITER TABLES FAIR COSTUMERS 
UTILITY TABLES “CLUB” SMOKE STANDS 
TELEPHONE TABLES “CLUB” DESK ASH TRAYS 






And, while they last, GENUINE (not ersatz) 
FOAM RUBBER SEAT CUSHIONS 


The FAIR line is no hasty conversion line. Years of woodcraft ex- 
perience are behind each carefully made, skillfully finished product. 
Recover some of your lost profits with these FAIR Profit-Makers. 
Dealers in 48 States report phenomenal sales and profits. Wouldn't 
you like to get aboard the FAIR PROFIT SPECIAL? 



















We handle “SPECIAL” Bids 


In strict cooperation with Dealers, we are turning 
out special types and sizes of tables, desks, waste 
baskets, etc., to conform to specifications of in- 
dustry and Government agencies. If you are 
called ine-to bid on a ‘‘special'’ get in touch with 
FAIR. We have the productive facilities to enable 
you to land the contract — at a liberal profit 
to you. 













Important! Costumers now available 
with wooden pegs. Write for details. 











Beane” 


Jrnuas mans \_/FURNITURE COMPANY 


quality in office furniture 


specialties NEWARK, NEW JERSEY 
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A DEPENDABLE ALL-WOOD FILE THAT 
WILL GIVE LONG SATISFACTORY SERVICE 





“Defender’’ all wood files are designed for efficiency and 
beauty, while meeting the war-time requirement to conserve 
vital materials needed ‘‘for the duration.’’ These attractive 
all-wood files solve today’s filing problems and will last a 
business lifetime. 





* The wood is air-seasoned . . . properly kiln-dried... * 
carefully selected for uniform quality and appear- 
BUY MORE ance. The files are well made and will give satis- BUY MORE 
WAR BONDS factory service. Furnished in quartered oak or WAR BONDS 






imitation walnut and mahogany finishes. 






Place your order today and be 
prepared to serve your 
customers. 








Dealers find it 
pays to feature 
Globe-Wernicke 


merchandise. 









wr 

















A progressive type wood sus- 
pension with fibre rollers 
permits drawers to glide 
easily and quietly. Follower 


. . . drawer pull... label 
holder . . . guide rod and 
knob are made of wood. * 

* “Defender’’ wood files are 
Globe-Wernicke is the available in 2, 3 and 4- 
world’s largest manufacturer drawer letter and legal sizes 
of dependable wood filing . . . also insert drawers for 









various filing combinations. 


Globe “Wernicke 


Oalellalarlemmelae 


MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 
Service Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Specia! Stee! 
er and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Stee! Shelving 


and office equipment. 
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MORE 
HOURS 
NEEDED 
FOR 
VICTORY 





Offer Savings in Time and Energy Afforded 
by Modern Office Furniture and Equipment 





American industry's best effort is needed now. Every advan- 
tage of speed and accuracy in the conduct of business thru use 
of more appropriate or more adaptable furniture and supplies 
should be made available. The office equipment dealer and 
his staff are best fitted for this service. 


YASPER, INO 


Constructive thought will guide our progress and increase 
our power. Constructive thought results from concentration, 
induced thru comfort. And JASPER CHAIR COMPANY office 
chairs, built sturdily of oak, birch and walnut, designed to 
harmonize in attractive office interiors, make real working com- 
fort for the many desk workers who are essential in the 


Victory program. 


4 
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Our factory is in full swing of production and we are mind- 
ful of the needs of our old friends who still await completion of 
unfilled orders. We deeply appreciate their forbearance and 
helpful consideration. We are working out this problem and 
developing new merchandise to again round out the sales pic- 
ture. Watch for our announcements. 


i 


bi —— 6s A 














IN DIANA 
eras - sania Sane ae . Geo. A. Litchfield, Sales Mar 
omas, (Southwest) ames § owls, (Southern) W. H. Brown. (Chicago-Midwest) S. H. MacDon y seman, (Eastern 
— 3493 Peninsula Station P. O. Box 1118, 6708 Glenwood Ave Chains 405 haan aa as 69. oak 
aytona Beach, Florida St. Petersburg, Fla. Phone ROGers Park 3644) Seattle, Wash New York N Y. 

















E88 ts RS we Oe 





8 ORI A) RUNS ae 


2S DINER ty RAE ores, o> 















Modern Furniture in a Modern Setting.—This executive office of The Spicer Manufacturing Corporation, 

Toledo, Ohio, was recently equipped by The Lewis Business Furniture Company of Toledo. A glass brick 

corner, Venetian blinds, acoustic tiled ceiling, attractive floor covering and appropriate furniture was com- 
bined in pleasant and efficient harmony. 


Dealers on Trial as Logical 
Wartime Sellers of Furniture 


T A TIME when industry 
A after industry is falling by 
the wayside for want of anything 
to justify their places in the war 
effort, the question naturally con- 
fronts us as to just how we, as 
office supply and equipment deal- 
ers fit into the general scheme of 
production and war economy. 
We all appreciate, of course, that 
production begins with a pencil 
and that it is most convenient 
to have some sort of desk on 
which to manipulate the pencil; 
however, it does not necessarily 
follow that desks and pencils 
must flow through conventional 
retail channels. Hence the dealer 
is on trial both from the stand- 
point of war production and the 
war econorry. 

For our humble part, we have 
made every effort to cooperate 
with governmental agencies, civil- 
ian defense and defense indus- 
tries by giving them the best pos- 
sible delivery on their orders and 
in cases where delivery dates 


By RUSSELL N. LEWIS 


Manager 
The Lewis Business Furniture Company 
Toledo, Ohio 


o 


proved to be prohibitive, we have 
loaned furniture on numerous 
occasions to bridge the gap be- 











MR. LEWIS 


tween the customer and the man- 
ufacturer. True, our actions were 
often based on selfish motives, 
yet we feel that we performed a 
service and were justified in our 
procedure. There have been times 
when we loaned considerable 
furniture in connection with the 
war effort without hope of sale 
or remuneration and at some ex- 
pense to ourselves in all instances. 

The word service has, of course, 
been used so often and so loosely 
that it is constantly under sus- 
picion. It is our opinion, how- 
ever, that the defense effort is 
greatly enhanced through the 
function of the local office equip- 
ment dealer in guiding the buyer 
to intelligent selection, helping to 
establish priorities where priori- 
ties are needed, following through 
on deliveries and last, but by no 
means least, delivering the mer- 
chandise ready for use to the 
exact spot where it is needed. 
Having thus completed the trans- 


(Turn to page 90, please) 
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Recent 
Installations 


SPECIAL DESKS BUILT BY 
ART METAL.—This battery of 
odd-looking desks was in- 
stalled by the Art Metal Con- 
struction Company, Jamestown, 
N. Y., for the New England 
Mutual Life Insurance Com- 
pany. The individual unit is 
known as a_ special policy 
writer's desk and was designed 
by Art Metal to meet the vary- 
ing needs of those whose job 
it is to write insurance policies. 


ART METAL EQUIPMENT 
MAKES NEAT LIBRARY.— 
The special library of the New 
England Mutual Life Insurance 
Company, a firm which does 
considerable business in the 
East and the New England 
states, is impressive in its sim- 
plicity and neatness, brought 
about by the installation of 
Art Metal Construction Com- 
pany equipment. The standard 
shelving with indexing on each 
upright simplifies stacking of 
the various volumes and locat- 
ing them as they are wanted. 


REFERENCE ROOM EQUIP- 
MENT.—The Art Metal Con- 
struction Company, Jamestown, 
N. Y., helped lay out this ref- 
erence room of the New Eng- 
land Mutual Life Insurance 
Company in a manner best 
suited to the firm’s needs. Large 
bins take care of the filing of 
newspapers and other large 
pieces while shelving provides 
abundant space for upright 
stacking of magazines, etc. 
Still another type of shelving 
handles various kinds of sup- 
plies. 
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Recent 
Installations 


LEOPOLD DESKS IN A GEN- 
ERAL OFFICE.—Shown here is 
the general office of the Co- 
lumbian Bronze Corporation, 
Freeport, Long Island, N. Y., 
equipped with a battery of 
desks manufactured by the 
Leopold Company, Burlington, 
lowa, and installed by the Pat- 
ton Typewriter Exchange, 
Mineola, N. Y. The company, 
which formerly manufactured 
propellors for yachts and motor 
boats, is now entirely en- 
grossed in doing Navy defense 
work. 


LEOPOLD-EQUIPPED. — This 
private office of the Columbian 
Bronze Corporation, Freeport, 
Long Island, N. Y., is outfitted 
with furniture of the Leopold 
Company, Burlington, lowa. A 
good example of creating har- 
mony in appearance is shown 
by the manner in which the 
furniture was chosen to match 
the dark paneling of the walls 
and contrast lightly with the 
light ceiling and _ venetian 
blind. Installation made by 
Patton Typewriter Exchange, 
Mineola, N. Y. 


LEOPOLD FURNITURE PRO- 
VIDES DIGNITY.—Products of 
the Leopold Company, Burling- 
ton, lowa, put the finishing 
touches to this dignified and 
attractive office of the Colum- 
bian Bronze Corporation, Free- 
port, Long Island, ti. Y. The 
tables, telephone stand, book- 
case and chairs were all chosen 
to match and form but a part 
of the large installation made 
by the Patton Typewriter Ex- 
change, Mineola, N. Y. 
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DEALERS ON TRIAL AS LOGI- 
CAL WARTIME SELLERS 
OF FURNITURE 
(Continued from page 87) 
action, the dealer stands ready 
and willing to handle claims aris- 
ing from damage and to correct 
any mechanical trouble that may 

develop in his product. 

Contrast this with a busy de- 
fense plant or governmental 
agency having bulky furniture 
delivered direct to dock or side- 
walk from the factory with the 
resultant uncrating problem, pos- 
sible damage in shipment and 
with inexperienced men to place 
the equipment and make it ready 


for use. If there were no other 


reason—and there are plenty 
more—it is here that the dealer’s 
services bulk large in the war 
effort. 

As for adjusting ourselves to the 
war economy, it is our opinion 
that we cannot afford to lean too 
heavily on volume sales of furni- 
ture and supplies lest we fail to 
safeguard our future and overlook 





immediate profits. In this con- 
nection we all know, of course, 
that the “higher ups” in produc- 
duction are called upon to work 
long hours under pressure. We 
have found many of these execu- 
tives receptive to the idea of re- 
furnishing their offices. An ex- 
ecutive spends the majority of his 
waking hours in his office. It is 
important, therefore, that his 
business “living room” be equally 
as cheerful and comfortable as 
his home. 


Color Will Sell Furniture 
in Future 


While we are not posing as 
prophets and would hesitate to 
have our own “fortune told,” we 
are nevertheless convinced that 
the most powerful sales weapon 
of the future is “color in busi- 
ness.” For years on end we have 
been olive greened within an inch 
of our lives with lockers, steel 
shelving, shop benches, stools, 
chairs, files, desks and what not 
practically the same gloomy, de- 
pressing “olive green.” As though 
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this were not enough to produce 
complete melancholy in business 
offices, we have had typewriters, 
adding machines, telephones, etc., 
in black to add further to the gen- 
eral atmosphere cf mourning. It 
almost goes without saying that 
there will be thousands of desks, 
files and office machines dumped 
on the market to harass post-war 
office equipment dealers and man- 
ufacturers alike. It behooves us 
to take full advantage of “mod- 
ern design” and our greatest ally 

color —to render obsolete the 
flood of equipment that is bound 
to return from the “wars.” 

Too few of us, I believe, realize 
the important part that color 
plays in our every day lives—its 
stimulating effect on our moods 
and temperaments. In view of this 
fact, let us preach and practice 
the gospel of color in business to 
the end that the business offices 
of this country can be invigor- 
ating instead of dull and, more 
important, to the end that our 
profits will be greatly enhanced. 


Stressing Wood Furniture 
Brings Profitable Results 


M*.; office dealers are now 
giving considerable special 


attention to wood furniture, in 
order to take up some of the slack 
occasioned by the present curtail- 
ment of metal supplies. One of 
the reasons for this is that many 
articles of wood, which were 
thought to have passed out of the 
picture in fairly recent years, will 
be manufactured again. Then 
again, there are and will be many 
items, previously only available in 
metal, which will be made of 
wood. Of course the metal office 
furniture line will always have its 
place in the business, but during 
the present situation, whether the 
office supply retaier regards his 
wooden merchandise as an added 
line or as a regular part of his 
stock, he will do well to give it 
every possible attention in order 
to help maintain his volume and 
profits. 

“Articles made of wood will be 
in greater demand than ever be- 
fore,” states Maurice Golden, 
owner of the Business Furniture 
Company, Philadelphia, “because 
the war-time demand is taking 
an ever-increasing toll of mer- 


By PHIL LANCE 


chandise made of metal from the 
dealers. For that reason, it will 
do justice to any dealer to push 





Files in Front of the Business Furni- 

ture Company's Store Awaiting Deliv- 

ery to a Customer Serve Also as an 
Effective Display. 


wooden merchandise if he finds 
that he can not supply his cus- 
tomer with a piece of metal office 
furniture, if this is what his cus- 
tomer is requesting.” 


Ten Point Campaign 


And in planning his merchan- 
dise of woodenware, Mr. Golden 
has worked out an effective ten 
point merchandising campaign 

1—Emphasize the War Angle. If 
the wooden piece of office furni- 
ture you are trying to sell a cus- 
tomer is a substitute for a metal 
item, tell them so in a friendly 
and frank manner. Emphasize the 
fact, if some customers do not 
already understand, that war 
needs at home and abroad have 
necessitated the withdrawal of 
many materials from civilian use. 

2—Have Woodenware Windows. 
Devote large sections of your show 
windows to both new and older 
wooden lines. Tell people with 
show cards the reason for em- 
phasizing wooden merchandise. 
Make periodic window changes. 

3—Display Prices Prominently. 
Because your wooden stock may 

(Turn to page 99, please) 





WHEN HES BACK AT HIS DESK... 
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He be right in the midst of another battle . . . fighting helping lick the Axis. But our policy, now, as always 


in the field of keener, stiffer competition that is being before, is continuous product development. Yes... we'll 
brought about by new, war-developed efficiencies. be well prepared to serve you when the time comes! 
Chances are your customers’ office equipment will 
have to be changed to meet these new conditions. And 
then, as always, ART METAL will produce your lead- Art Metal craftsmanship is now, for the most 
ing line of Office Desks, Tables and Files part, engaged in the country’s service. With 
New ART METAL products wil] be ready for your post- ARTWOOD Desks and Files, Art Metal serv- 
ices its customers’ needs for the emergency. 


war markets! Right now, of course, ART METAL is part 


of Democracy’s huge arsenal... busy with work that's 


ART METAL CONSTRUCTION COMPANY 
JAMESTOWN, N. Y. 


~ Art V\atal 
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—_—- of priorities, customers or 


quantities of upholstery springs on hand, 
not one can find its way into a piece of 
furniture of any kind after November 
Ist, 1942 . . . that’s the Government 


edict. There are no exceptions. 


GET YOUR ORDERS FOR GUNLOCKE 
UPHOLSTERED CHAIRS INTO 
THE MAIL, NOW 


See your current Gunlocke Junior Catalogue and Price 
List. Make up your orders from the numbers listed there? 
All of the upholstered arm chairs, side chairs, lounge chairs 


and davenports shown in this catalog are still available. 


*Don't ask for special leathers - + that 


might hold up your order past the deadline. 


oe Pe "N H GUNLOCKE CHAIR COMPANY 


WAYLAND, N. Y. 
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lS NEW...IT'S PRICED RIGHT 
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THE NEW 





HERE ARE THE COMPLETE DETAILS 


3 SALES-ATTRACTING COLORS 
I. Imitatior. alligator skin a sturdy brown material. attrac- 
tive, realistic in appearance. 
2. Imitation gray leather—a beautiful replica of Spanish 
grained leather in a rich neutral gray color. 
33. Blue and silver embossed plaid — extremely smart, dressy 
pattern with real life and color. 


COMPLETE CONTENTS 
15 A-Z alphabetic index folders for general filing of bills, 


receipts, rationing cards, ete. 
Universal Recording Form printed inside alphabetic folders 
for recording purchases of war bonds and stamps, addresses, 
anniversary and birthday lists, ete. 

8 Blank folders for housing papers of a special and related 
nature. 


= 


Printed and gummed folder labels for use with blank 

folders—headings include bank statements, insurance. 

income tax, recipes, ete. 

8 Blank gummed folder labels for making up spec ial classi- 
fications. 

Size—1234” wide, 10% ” high, 6” deep 

Capacity— several hundred papers 


YAWMAN & ERBE MFG. CO. 


1015 JAY STREET »- ROCHESTER, N. Y. 
FOREMOST FOR MORE THAN SIXTY YEARS 





NO PRIORITIES REQUIRED 


Designed to help you hold your sales volume and keep 
the dollars rolling in, the new “Y and Ek” War Chest is as 
timely as today. 

This new model provides the advantages of the famed 
steel “Y and E” Record Chest, but uses no essential war 
materials. Priced to sell for less than two dollars, the 
“Y and E” War Chest opens up a sizable new volume that 
pays you a nice profit. Customers like it because it is the 
ideal place to keep rationing cards, war stamps and bond 
records, tax reports and data, paid bills, records of expendi- 
tures, etc., bank statements, household expenses, etc. 
Makes an ideal gift or bridge prize. 

Send your trial order today and we will ship you a 
carton of 6 boxes—two chests each of the three popular 
colors. Act now and be the first to cash in on this latest, 


advantage of the “Y and E” Franchise. 


MAIL THIS COUPON NOW 


Supplies Promotion Department 


"Y and EF,” 1015 Jay Street. Rochester, N. ¥ 


C,ENTLEMEN 


Kindly send me complete details and prices on your New War Chest. 
Individual’s Name 
Firm Name 


City State 








OFFICE APPLIANCES 


Dealers? 


2nd NOTICE- 


IMPORTANT 


We have special permission from the War 


| 





Production Board to ship all our stock of 


Litthe Dandy Typewriter Stands. 








F —o 
Ay. 


ay BUY Your orders must be 


STATES 










bs : No. 67 
WAR covered with better than eae 
BONDS 


AND 


STAMPS A.2 Priority Certificates. 











These stands. of course. are subject to prior 
sale so get your orders to us at the earliest 


possible moment. 





FIRST COME—FIRST SERVED 
ACT QUICKLY 


UHL STEEL 


Furniture 


Manufactured by 














No. 671-TS 
Both the No. 671 and the No. 
The Toledo Metal Furniture Co 7890 sizes are available in six- 
i x teen different styles. 
1750 Hastings St. Toledo, Ohio a 


See our catalog. 
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@ For nearly half a century Lyon 
has been a leader in designing and building 
steel storage equipment for factories—shelving, 
shoprobes, lockers and cabinets. Lyon steel 
shelving, lockers, cabinets, and shoprobes have 
practical advantages which makes them more 
widely used than any other make. But today— 
with vital war needs absorbing all available 
metal, the manufacture of these products in steel 
must be restricted. 

So, to meet the nation-wide need for conven- 
ient facilities for factory storage, clothing and 
supplies ...to help Lyon distributors carry on 
for the duration .. . Lyon engineers have put our 
shelving, locker, cabinet, and shoprobe experi- 


ence in work to provide these units of wood. 





LYON METAL PRODUCTS, INCORPORATED 


General Offices: 2809 Madison Avenue, Aurora, Illinois 
Branches and Distributors in All Principal Cities 


like its profit possibilities . . 


‘e. /uporranr ANNOUNCEMENT 





Now Lyon’s Wood Line is ready. You will 
. the volume of 


war-time business it will produce... the cus- 


tomers it will help you hold. 


this complete line is now 
ready. Gives full details. 
Mail coupon for copy 
and particulars on our 
nation-wide promo- 


tional program. 


ae aaa aetna 


Catalog No. 1705 on 







LYON METAL PRODUCTS, 
INCORPORATED 
2809 Madison Ave., Aurora, Il. 


Send catalog and details of promotion program of new 
Lyon Shelving, Lockers, Shoprobes and Cabinets engi- 
neered in wood for the duration. 


Name 
Address 


State. 


qupaucunaunemn cunemeeennememel 


City 
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NESHS LIKE THESE ARE 
HELPING TU WIN THE WAR 


The same qualities that made Imperial 


Seated at thousands of Imperial Desks .. . 


busy men and women are charting the Desks your best-sellers during years of 


course of American Victory. peace have made them the logical choice for 
“aVY- ar-time service ... they’re 
In countless war plants and government heavy-duty war-time ser ’ 


styled right, built right, and priced right! 


offices ... Imperial Desks serve as the ““work 
benches” for those charged with the grave 


responsibility of planning our war program 


and expediting its execution. 










*% No. 161-M— Quar- 
tered Oak top. Attrac- 
tive rounded top edge. 
Corners rounded. Top 
value at minimum 


cost. 








2 
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*% No. 261-M—Full 
quartered Oak exte- 
rior. Attractive round- 
ed top edge. All cor- 
ners full rounded. 






IMPERIAL’S WAR-TIME POLICY—We will fill dealers’ orders 


as quickly as possible, but Uncle Sam's needs must come first 


If vou have to wait longer than usual for vour shipments, it's 
because the United States Government has first call on our 
output. 


* No. 2061—Genuine 
Walnut top and panels. 
Beautiful turned legs. 
Handsome—but mod- 








erate in price 


= eee NESh C (UMPANY Evansville, Indiana 




















933VFL 





Our contribution to the program 
of conservation of critical 
materials. 

Write for descriptive matter 


and prices. 


MILWAUKEE CHAIR COMPANY 
MILWAUKEE, WISCONSIN 


1903; VW 


2603VW 
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A LINE TO BUILD ON 
« 





equipment is Sec urity’s 
answer to the problem of office furniture for the duration 

and you will find it a highly satisfactory one. For not only 
can you sell the new Security line with assurance that no 
strategic material is being sacrificed—you will also find that 
Security standards for quality, efficiency and appearance are 


rigidly maintained. 


THE SECURITY WOOD LINE now comprises four-drawer 
files, flat-top desks, secretarial desks and tables such as 
shown above. And it is as good as it looks! Today's wood 
pieces will retain their built-in quietness for years to come 
and will stand proudly beside the new steel units Security 


will again make when the Peace is won. 


Send for our new Wood Catalog. 


- AVENEL -N-J 





SECURITY STEEL EQUIPMENT CORPORATION 
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STRESSING WOOD FURNITURE 
BRINGS PROFITABLE RESULTS 
(Continued from page 90) 
include many new items, it is 
necessary to display prominently 
the prices of these lines. Many 
people have no set notion as to 
what price many wooden items 

will command. 

4—Have Colorful Settings. Col- 
orful window and store settings 
are desirable for both new and 
used merchandise. Exhibiting 
desks, chairs and other items in 
modern well dressed surroundings 
adds dignity to the articles dis- 
played. 

5—Keep ’em Clean. Dust and 
dirt will spoil the appearance of 
the finest woodenware. Good 
housekeeping—constant brushing, 
dusting and polishing—is particu- 
lar essential in these displays. 

6—Have Unadvertised Specials. 


Advertising special items has for 


its purpose the building of traffic, 
on the assumption that once you 
get traffic you can sell not only 
the advertised, but unadvertised 
lines providing greater profit. 
j—Light Them Up. Plain wood- 
en items, regardless of finish, will 
always look their best when sub- 
jected to good lighting. Real 
illumination for these displays 
will help “put across” the idea 
of cleanliness and good appear- 


ance, two necessary characteris- 
tics for selling. 

8—Advertise Woodenware,. Feat- 
ure, in your advertising, the fact 
that you have a varied assortment 
of woodenware and play it up 
continuously. Emphasize the fact 
that such lines are not affected 
by priorities or war needs. 

9—Use Odd Prices. Whenever 
possible, use odd prices on wood- 
enware sales. Odd prices suggest 
bargains, and bargains are sought. 
For instance, a price of $34.95 will 
appear smaller in price than $35 
despite the slight difference. 

10—Offer Combinations. Dis- 
playing combinations, of which 
there are many, such as desk and 
chairs, or desks, desk blotter pads, 
wooden letter box holders and 
files. The combination idea ap- 
peals to customers whether such 
an offer actually provides a slight 
reduction in total cost or is sold 
at full price. 


Volume at New High Level 


By following the foregoing ten 
points, Mr. Golden has found that 
his business at present is at a 
higher peak than it has been for 
some time. And as yet, he has not 
experienced any unusual wants 
so as to let a customer go out 
without purchasing what he had 
in mind. 
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The front of the Business Fur- 
niture Company has been built to 
allow a double display, with one 
show window above the other. 
The bottom window, which is the 
main one, displays all furniture 
in a modern setting. Built up back 
and side walls are _ colorfully 
painted. A large rug covers the 
floor of the window space, which 
resembles a miniature office. 

In the top display are shown 
individual furniture pieces set in 
harmonious surroundings. Strong 
lighting makes both displays as 
effective in the evening as dur- 
ing the day. 

The interior of the store ex- 
hibits the furniture in modern 
and well dressed settings, which 
emphasizes to prospects the fine 
points of the equipment. Fluores- 
cent lighting brilliantly illumi- 
nates the store displays and adds 
to the appearance value of the 
furniture. To take care of the 
extra stock and to avoid clutter- 
ing up the store, Mr. Golden has 
built a balcony to hold all the 
extras. 

“Now is the time for all dealers 
to put extra effort in selling 
merchandise that is available,” 
says Mr. Golden. “I have found 
that I am getting my share of the 
currently obtainable business on a 
profitable basis.” 


Higher Unit Sales Plus Repair 
Service Helps Meet Shortages 


COMBINATION of special 

services and an emphasis on 
better-priced desks, tables and 
chairs, is enabling the Dameron- 
Pierson Company, New Orleans, 
La., to meet, partially at least, 
difficult conditions imposed by the 
war, and contiguous merchandise 
shortages. Selling one of the larg- 
est office-furniture volumes in the 
South, executives of the Dameron- 
Pierson Company have put a good 
deal of thought into meeting to- 
day’s supply-and-demand abnor- 
mality, and have concluded that 
the store must “lift its sights’ to 
maintain a reasonable dollar vol- 
ume despite the lack of merchan- 
dise. 

“The market for office furniture 
was never better than under de- 
fense conditions,’ according to 
Clarence Escher, office furniture 
manager for the store. “If the 


By BERT MERRILL 
o 


merchandise can be gotten, there 
is an excellent market open not 
only among regular customers of 





CLARENCE ESCHER 


the past, but among businessmen 
who formerly did not have the 
money to outfit their offices in the 
style which they may have wished. 
We could easily sell twice the vol- 
ume of office furniture we are 
turning over today, but simply 
cannot get the merchandise to 
do so.” 

Instead of merely bewailing the 
loss, however, Mr. Escher has 
taken specific steps to meet it. 
The first such was reorganization 
of the selling policies of the de- 
partment. As described in a previ- 
ous issue Of OFFICE APPLIANCES, 
the Dameron-Pierson office furni- 
ture department is divided into 
seven large rooms, which show 
furniture in various materials and 
price steps, which formerly made 
it possible to “sell up” office furni- 
ture prospects by educating them 

(Turn to page 102, please) 
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MILWAUKEE’S LINE OF WOOD CHAIRS.—The Milwaukee 
Chair Company, Milwaukee, Wis., is offering a new line of un- 
usually attractive wood chairs which includes six models, two 
of which are illustrated here. Much designing and research 
went into this line before the company was ready to introduce 
it to the trade and to point out the individual chair’s stream- 
lined housing of the wooden swivel mechanism. All of the 
craftsmanship, sturdy construction and beauty of lines of 





New Furniture 
Pieces 





COMMERCIAL FURNITURE’S NEW STATIONERY 
RACK.—A new and patented stationery rack which can 
be installed in a desk drawer in a matter of seconds has 
been announced by the Commercial Furniture Company, 
2739 West Chicago avenue, Chicago. Trade-named the 
Lincoln, the rack is adjustable and will fit 90 per cent 
of all desk drawers. Pictured on the left the rack is 
shown in the “out of drawer” position to disclose the 
manner of construction. At the right is a view of the 
unit installed in a drawer. The rack is so constructed 
that regardless of what type of drawer it is used in, the 
black space between the two halves is always of the 


former Milwaukee chairs are embodied in the new units. 





ST. JOHNS TABLE FOR WAR SERVICE.—The St. 
Johns Table Company, Cadillac, Mich., is receiving 
numerous government orders for its No. 28 table pic- 
tured here. It is of northern oak with office golden 
or school brown finish. There are two drawers in the 
five and six foot models. This table has been shipped 
in several 500 lots to government offices and is an 
approved item in a number of Army Corps Areas. 





THREE LYON METAL UNITS OF WOOD FOR DURA- 
TION.—tLyon Metal Products, Inc., Aurora, Ill., has 
introduced to the trade three new units which are de- 
scribed as being ‘engineered of wood for the duration.” 
They are (R to L) Cabinet, Shoprobe and Locker. The 
cabinet and locker are of similar construction, both hay- 
ing top, bottom and frame of hardwood with sides, back 
and door of pressed wood. The cabinet door is attached 
with three tight-pin hinges, and comes in three styles, 
storage, wardrobe and combination, and in two sizes, 
36 by 18 by 72 and 36 by 24 by 72 inches. The locker 
is in five stock sizes—four single-tier and one double- 
tier. The Shoprobe provides full-length coat hanging 
space and private locking compartment for each em- 
ployee. 


proper dimension to prevent sagging of stationery and 
to allow the operator quick and easy access to the 
drawer contents. 





WOOD CHAIR LINE BY STURGIS.—An attractive and sturd- 
ily constructed line of wood chairs for the office has been 
announced by the Sturgis Posture Chair Company, Sturgis, 
Mich. Two models (the 180-CA and the 175-GL) are shown 
here from left to right. The chairs, which are manufactured 
in the company’s own woodworking plant, have the following 
features: (1) Chair frames are of maple with all joints 
doweled and glued. (2) Deep saddle seats and form-fitting 
backs are of birch ply-wood upholstered in either genuine or 
artificial leather over curled hair pads. (3) Backs are situated 
to conform to size of any individual user. (4) Swivel and 
adjusting mechanisms requiring metal are eliminated in con- 
formity with WPB recommendations. (5) When equipped with 
casters each unit serves as a swivel chair because it can turn 
on the casters. (6) Chairs are designed to match installations 
of steel office furniture and for this reason are available in 
flat green, brown, maroon, black and grey enamels. (7) 
Upholstery leathers are available in a wide variety of com- 
binations. 





INTRODUCING THE “’MI- 
FILE’’.—The Business Effi- 
ciency Aids, Skokie, IIl., 
has announced a new busi- 
ness office file under the 
name of Mi-File, which is 
of wood and is available in 
two-drawer style in letter 
or legal size. The unit is 
so constructed that the top 
opens completely, leaving 
the contents of the top 
drawer exposed and per- 
mitting easy desk-side fil- 
ing. The second drawer 
moves easily on rollers 
front and back and top 
and bottom. Each drawer 
is equipped with a_ two- 
way, self-locking compres- 
sor and guide rod. The file 
is mounted on casters and 
stands 30'2 inches high. 
Although made completely 
of wood even to the trim, 
its design and olive green 
finish give the file all the 
appearance of steel. 








WOOD SWIVEL FEATURES NEW INDIANA CHAIR.—Many months of research and de- 
signing by engineers of the new Indiana Chair Company, Jasper, Ind., has resulted in the 
introduction of the new chairs shown above, the (L to R) Nos 408 and 253, which feature 
the firm's exclusive wood swiveling and tilting device. The No. 408 is a posture chair with 
a seat 14% by 15 inches, back adjustable from 1412 to 151% from seat. The unit is 
form-fitting without back tension. Available in birch walnut, quartered oak and birch 
mahogany. The other unit is pictured to show the wood tilting device in operation. It is 
an executive chair, sturdy of construction and with attractive design to fit any style of office. 





NEW VISIBLE LINE BY VICTOR 
SAFE.—An entirely new line of cab- 
inet visible equipment, made princi- 
pally of wood, and containing a mini- 
mum of scarce materials, has been 
announced by the Victor Safe & 
Equipment Company, North Tona- 
wanda, N. Y. Such Victor features as 
“easy shift’’ pockets, low slide sides, 
extra large slide pulls and oversize 
label holders are all embodied in the 
new line. The label holders are of 
bronze-colored plastic and are set at 
an angle of 45 degrees to speed slide 
selection. The finish is olive green 
with interior finished in stain and 
lacquer. 


B. L. MARBLE’S “VICTORY” CHAIR.—The B. L. Mar- 
ble Chair Company, Bedford, Ohio, has turned out a 
new line of office chairs which features an all-wood 
Shown here is 
the No. 15'2-V which has the following dimensions in 
inches: height of back from seat, 15%; sitting depth, 
142; width of seat at front, 161%. It is available in 
walnut, imitation walnut, imitation mahogany, Marble- 


base and comes in a number of styles. 


ART STEEL’S ‘“"‘WOODMASTER” CARD 
CABINETS.—The Art Steel Sales Corpora- 
tion, 300 East 145th street, New York 
City, is showing a new line of wood card 
cabinets under the trade-name of Wood- 
master. There are four single-drawer 
models, ranging in size from 6-7 /16 inches 
wide by 5-3/16 inches high by 7-7/16 in- 
ches deep, to 10-7/16 inches wide by 
8-3/16 inches high by 16 inches deep. 
Four double-drawer models range in size 
from 12% by 5-3/16 by 16 inches, to 20% 
by 8-3/16 by 16 inches. They are strongly 
constructed of the best hardwood and are 
equipped with drawer stops and positive 
compressors. The finish is “Asco”’ olive 


green. 





cote or quartered oak. It has a non-tilting, revolving 
fixture which Marble has adopted until metal can again 
be procured. All metal is eliminated except screws for 


assembling. 
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HIGHER UNIT SALES PLUS RE- 
PAIR SERVICE HELPS MEET 
SHORTAGES 


(Continued from page 99) 
progressively to the niceties of suc- 
cessively better class desks. Lower 
price models are shown on the 
mezzanine enclosing the floor, 
where the customer who is pri- 
marily budget-minded can be 
taken. The finest desk and chairs 
obtainable are shown in a long 
row down the middle of the de- 
partment, impressing the enter- 
ing customer immediately with the 
fact that Dameron-Pierson carries 
the best office furniture on the 
market. Ten salesmen, a crew 
consisting of seven city men and 
three “country salesmen,” sell for 
the office furniture department. 
The average desk sale, to indicate 
how well the department has been 
operated, ranged from $65 to $70. 


Fewer Sales, Same Total Volume 
Under the new policy at Dam- 


eron-Pierson, Mr. Escher is re- 
taining his full staff of ten sales- 
men (although other stores have 
cut their staffs considerably) and 
at the same time is aiming for 
approximately the same _ dollar 
volume, although making fewer 
sales. This, he points out, can 
only be obtained by selling higher- 
priced furniture to the same or 
fewer number of customers, and 
thus realizing a larger profit to 
compensate for sheer volume. 
Like many other stationery 
stores, Dameron-Pierson is at 
present selling many direct army 
and government contracts for 


office furnishings, and many more 
indirectly to defense production 
plants. This heavy volume of bus- 
iness accounts for a good deal of 
the department’s time at present. 
“However, we are not forgetting 
our old customers,’ Mr. Escher 
said. “And the program described 
here operates independently of 
war work. After it’s all over, and 
the war is won, we will have to 
start from scratch, unless we keep 
our customers’ good will, and keep 
them buying. That’s one of the 
most important things for the 
stationer to remember.” 

With ten salesmen thus still 
boosting office furniture, and Mr. 
Escher fervently buying as much 
furniture as he can obtain, the 
Dameron-Pierson store has raised 
its average desk sale to between 
$80 and $90—simply through con- 
centrating on customers whose in- 
comes have grown to the point 
that they can afford fine walnut, 
mahogany, and other top-grade 
desks. Though there are some 
offices which have suffered from 
war conditions. from an income 
standpoint, in general they are 
benefited, Mr. Escher explained 

-paying higher salaries, enjoying 
a better revenue, and in all ways 
prepared to “go ithe whole dis- 
tance” in modernizing offices. 
Dameron-Pierson has found many 
customers coming in and buying a 
desk at once without “haggling”’ 
or shopping competitive stores. 
Obviously, these purchases are 
made because higher defense in- 
come has made it possible. It is 





OFFICE APPLIANCES 


not difficult to “sell such pros- 
pects up.” 

“The salesman’s job has been 
remarkably easy since the begin- 
ning of the defense program,” 
Mr. Escher pointed out. “The cus- 
tomer in former days came in, 
priced a desk, and then left the 
store with the statement that he 
would be back—of course going 
to other stores to get their prices 
on the same item, before buying. 
In addition, customers of this type 
were inclined to buy as cheaply 
as possible, to make price the 
principal object in each purchase. 
Now, the customer is fully aware 
that manufacturing shortages 
make it difficult for us to provide 
his desk at all, and accept the 
price quoted at once. They do not 
shop elsewhere and are always 
open to our suggestions. For in- 
stance, we had a large stock of 
fine leather chairs, couches, and 
other masculine office furniture 
which sold in the past to only 
wealthy businessmen. Now, this 
stock is almost gone and the ma- 
jority of it was sold to customers 
who might beforehand have pur- 
chased only the desk in oak, and 
an inexpensive wooden swivel 
chair.” 

Dameron-Pierson salesmen are 
also calling on old customers, ad- 
vising them to let the store’s com- 
petent repair shop patch up well- 
worn desks, tables, chairs, etc. The 
staff here has been considerably 
increased, and a _ spray booth 
added which makes it possible to 
“renew” old furniture effectively. 


Sales Ideas in Brief 


By HARRY HOFHERR 


Kendrick Furniture Company 
Chicago, Ill. 


URTAILMENT and limitation of manufacture of many items of office equip- 
oe ment by WPB has forcibly presented to the office furniture dealer the prob- 
lem of maintaining an adequate inventory. 

Forethought and planning on the part of the dealer in stocking items affected 
by curtailment have tended to help him in being able to have on hand equip- 
ment for immediate delivery to essential business. The larger percentage of new 
equipment, especially metal, must be covered by priority ratings to insure delivery. 
Hence, it is logical to secure the best possible ratings from customers to extend 


to suppliers. 


Substitution of equipment, such as wood filing cabinets for steel, etc., must 
be put into practice. Utilizing used equipment wherever possible is also a definite 


requirement. 


A large stock of used furniture may be successively diverted to customers 
unable to furnish necessary ratings for new merchandise. Used equipment, which 
may be purchased from many small non-essential businesses who have been 
forced to terminate their work for the duration, offers opportunity for resale, as 


a substitute for new furniture. 


Restoring used furniture to first class condition 


offers to dealers a good opportunity for merchandising at a substantial profit. 











“Is life so dear, or peace so sweet 

as to be purchased at the price 
of chains and slavery? Forbid 
it, Almighty God, I know not 
what course others may take, 
but as for me, give me liberty 
or give me death” 


—Patrick Henry 
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Pull out drawer storage cases are just 





the thing for year-end transferring. How 


is your stock. Nine sizes to choose from. 
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Victory Line 


The dust proof storage case with only one 
lock and smooth, solid bottoms. Users 


like ’em. Twenty-two standard sizes. 
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Economy Line 


The Fibre Storage case with removable 
covers. Your customers will be inter- 


ested in the prices. Ten convenient sizes. 
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Wad Sloane did it. of course... 


\ place where the telephone rings through the day...where people rush 
in and out...where things happen. We timed it to that fast tempo...kept 
it workmanlike...free from frills. We made it pleasant and “livable? 


too. And did it all at a speed and at a price that pleased everyone! 


Wholesale Office Furniture Division Wad Sloane 


15 FIFTH AVENUE, NEW CORERs Neo Ne 
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OFFICE APPLIANCES 


ot of “DESK WORK” 






| 


@® The desk is no longer just a piece of 
office furniture— it is an active, functional 
part of our whole system of PLANNING 
FOR VICTORY. 


Every war institution that exists today, once 
was merely an idea in the blueprint stage. 
Our complete industrial set-up must of 
necessity follow these same lines—first, 
the original idea—secondly, the carefully 
prepared paper plans and finally the fac- 


tory assembly line. 


Our job at Indiana Desk Company is to 
turn out desks that will provide the great- 
est efficiency for our vast army of planners. 
Indiana Desks are functioning night and 
day in thousands of government bureaus 
and war plant offices playing a vital part 
in the war effort. We are humbly proud 
of this opportunity to serve our country 


at war. 


INDIANA DESK COMPANY 


JASPER 





INDIANA 
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Here is something new — wood chairs which look like steel. 

These new STURGIS chairs, manufactured in our own factory, are 
designed to be used in conjunction with steel furniture already in 
use — they harmonize with the surroundings and from all appear- 
ances are steel. 

You will like the sturdy construction of hard and soft maple; the 
deep, comfortable saddle seat and form fitting back — upholstered 
in a wide range of colors — Genuine Leather, Dupont Cavalon, 
Mohair Frieze or Bedford Cord. 

Only flat colors are furnished on the wood frames to match previous 
installations of steel desks and chairs. 

; Wood Chairs which look like steel — built for you by STURGIS: 
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No. 180-CA 
STENOGRAPHIC CHAIR 


No. 175-GL 
SIDE CHAIR 





No. 125-GL 
SIDE ARM CHAIR 


Write for Particulars 
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OFFICE APPLIANCES 







Do You gee 
Ox Don t You? 


ODAY. more than ever before, you should give a thought to the im 
portance of your Filing Supply business. 


You know the importance of customers coming back for more. Hav 
ing customers with a fixed habit of re-ordering from you is what builds 
a permanent and profitable trade. 

No department in a Stationery Store offers the opportunities for repeat 
business as much as the Filing Supply department. 

A filing cabinet in itself is a most useless piece of equipment. Its ultimate value is 
measured directly by the “correctness” of the indexing (guides, folders, etc.) which it 
holds. Once a correct installation is made, a profitable business of re-orders for addi 
tional items keeps coming year after year practically unsolicited. 

In no business is dependability and service so important as the Filing Supply busi- 
ness. In no business should a dealer be more careful in tying up with the right source 
of supply. 

Browne-Morse supplies are truly works of thought, efficiency, and unexcelled 
quality even down to the method of packing. The result of 43 years experience. 

Send today for the New Filing Supply Price Book No. 40. The best illustrated, most 


simple and understandable arranged price book published. 


EATURE the Browne-Morse line of Filing Supplies which gives you Selling Help — High Quality — 
Completeness — Prompt Deliveries — and that most desirable thing — REPEAT BUSINESS. 





Browne-Morse Company - Muskegon, Michigan 
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day *VERY WAR-PLANT WANTS 
Oe BETTER CONTROL OF ITS COST, 


PRODUCTION AND EMPLOYMENT RECORDS 
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A he P qd A a : 
re the Prove nswer: 
* * 
@ You sell more than a piece of office equipment when 
you sell the Diebold Cardineer. You sell an essential ‘ “ 
service—a genuine, provable aid in speeding production 
—one that America’s defense plants need and want. - e 
Hundreds of businesses now engaged in Victory work 
have already adopted Cardineer and Cardineer Methods . - * 
in their offices and plants. Many of these firms have told ) 
us how Cardineers have solved their record-processing + * 
problems in many important depicting aie it CASE HISTORIES OF 
histories are now available to help you sell Cardineers in , CARDINEER INSTALLATIONS | 


TO HELP YOU SELL 


your territory. 
Condensed facts showing the RECORD * 


For an aggressively promoted, fast-selling line, tie up 7 > ig 

: Mh ae My , PROBLEMS of specific industries and how 
with Diebold Cardineers and other Diebold Business CARDINEER solved them successfully are avail- 
Teols. Write today for full details. % able co our representatives. Write for sample. » 


DIEBOLD SAFE & LOCK CO. + Canton, Ohio 


Branches and Dealers in Principal Cities and Towns 


| RECORD SYSTEMS EQUIP- 
J MENT, SAFES, MONEY 
. CHESTS, BANK VAULTS. 
EXPERT REPAIR SERVICE 
































SPECIFICATIONS 


The ASCO "WOODMASTER" Card | 
Cabinet Series is designed for the busy | 
office, factory, and all defense and war | 


activities. 


MATERIALS: Cabinet Hardwoods are . 
high grade, seasoned air, and kiln-dried, 
free of defects. 


CONSTRUCTION: Tongued and grooved. 
Reinforced, glue blocks at all vital points. 
Drawer stop. Equipped with compressor. 


ee ne ee 


HARDWARE: Metal cardholder and pull. 


FINISH: "ASCO" olive green harmonious 
finish. 


*Materials and construction subject to change without notice. 
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CARD CABINE L7 

















DIMENSIONS APPROX. ; 
LIST PRICE 

SINGLE DRAWER SHIPPING ' 
CARD SIZE WIDTH HEIGHT DEPTH WEIGHT F.O.B. N.Y. 





No. 335 WOODMASTER 





67/6" 57/16" 


7 





$3.90 





No. 346 WOODMASTER 





Vie 67/6" 





9/2 


4.75 








No. 358 WOODMASTER 


Ve" 7/6" 


§.50 





No. 369 WOODMASTER 








10/6" 87/14" 





13 











6.50 


























I WOODMASTER__ 
CARD CABINE LZ 


DIMENSIONS APPROX. 
DOUBLE DRAWER cruseneg, | UST OuCE 
CARD SIZE WIDTH HEIGHT DEPTH 











300 EAST 145th ST.. NEW YORK, U.S.A. 
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Recent 
Installations 


JASPER CHAIRS IN COURT. 
—The Jasper Chair Company, 
Jasper, Ind., did its part to- 
ward creating an atmosphere 
of dignity in this New York 
City courtroom by supplying all 
of the chairs shown in the pic- 
ture. The attractiveness of 
the large room is enhanced by 
the design of the chairs which 
were chosen with care to not 
only match the paneling and 
other furniture, but to conform 
with the best in courtroom 
usage. The installation  in- 
cludes the judge’s chair, chairs 
for the counsel table (center), 
the jury box (right) and the 
press table (extreme left). 


A GENERAL FIREPROOFING 
INSTALLATION.—Shown here 
is part of an installation of 
equipment of The General Fire- 
proofing Company, Youngs- 
town, Ohio, made in the offices 
of the Coca Cola Bottling Cor- 
poration of Cincinnati. In con- 
formance with the suggestions 
of an interior decorator, a spe- 
cial color scheme was adopted, 
the equipment being finished 
in gray with red velvoleum tops 
on the desks and red uphols- 
tery on their chairs. Anodized 
aluminum trim was used 
throughout. 


G-F EQUIPMENT IN PUBLISH- 
ING OFFICE.—This imposing 
array of desks and chairs man- 
ufactured by The General Fire- 
proofing Company, Youngs- 
town, Ohio, is but part of a 
large installation made _ re- 
cently in the circulation de- 
partment of the Meredith Pub- 
lishing Company, Des Moines, 
lowa. The attractiveness which 
can be secured by the use of 
standardized equipment is well 
demonstrated here. Other of- 
fices of the firm which were 
G-F-equipped throughout in- 
cluded the copy preparation 
department, cafeteria, stencil 
file and circulation file depart- 
ments and stenographic de- 
partment. 
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Recent 
Installations 


G-W DESKS IN AIR OFFICE.— 
This battery of Globe-Wernicke 
Streamliner desks was recently 
installed in the accounts pay- 
able department of the Wright 
Aeronautical Corporation § at 
Lockland, Ohio. The desks 
were part of a whole trainload 
of furniture supplied by Globe- 
Wernicke, all of which was 
finished in soft seal gray. Both 
the air company and Globe- 
Wernicke anticipated the cur- 
tailment of metal and the or- 
der for the furniture was placed 
when the building was begun 
so that all of the equipment 
was ready for installation when 
construction was completed. 
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VICTOR EQUIPMENT IN 
HAWAII.—In_ far-off Hawaii 
this impressive battery of Vic- 
tor visible parts stock record 
files gives control and quick 
reference to 15,000 items of 
stock to the Universal Motors 
Company in Honolulu. The in- 
stallation was made by W. 
Tip Davis, Hawaiian Islands 
representative of the Victor 
Safe & Equipment Company. 
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A VICTOR VISIBLE PRODUC- 
TION RECORD SYSTEM 
READY FOR USE.—This unit 
was recently installed in the 
offices of the Locke Insulator 
Corporation, a subsidiary of 
the General Electric Corpora- 
tion, Baltimore. The installa- 
tion was made by she Modern 
Stationery & Printing Com- 
pany, also of Baltimore, local 
representative of the Victor 
Safe & Equipment Company. 
The system shown is only one 
of several placed in the Locke 
offices for fast service. 
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PERMA-BILT TABULATING CARD 
FILES.—The Planned Business Equip- 
ment Company, 1422 Euclid avenue, 
Cleveland, has announced a new line 
of hardwood tabulating card files un- 
der the trade-name of Perma-Bilt. 
The files are built to house 3 by 5, 
6 by 4, 8 by 5, and 9 by 6-inch 
cards and are made in sections of 
eight-drawers, each section having a 
capacity of 26,400 cards. A feature 
of the new file is the company’s ex- 
clusive “’Sta-Tite’’ compressor three- 
eights of an inch in thickness which 
will hold cards in place even though 
the file is turned upside down. 





NEW STENOGRAPHIC POSTURE 
CHAIR BY CRAMER.—The Cramer 
Posture Chair Company, Kansas City, 
Mo., has developed and placed on the 
market a new stenographic posture 
chair which is listed as the Model No. 
1151. The unit is described as offer- 
ing “the proven adjustment features 
and utility of steel plus the luxurious 
beauty and dignity of natural finished 
woods.” Twelve construction features 
of the No. 1151 are as follows: 
Rock-A-Back rest, 13 by 8 inches, 
comfortably padded and scientifically 
balanced for correct posture. Micro- 
Grip back adjustment to fit occupant 
without the need of tools. Single post 
upright eliminates side uprights or 
braces. Cushion 1412 by 1312 by 2 
inches. Removable cover for cleaning 
or replacement. Seat bumper with 
edges and corners protected by sub- 
stantial concealed cotton padding. 
Seat plate perforated to insure circu- 
lation of air. Micro-Grip upright ad- 
justments easily made without use of 
tools. Specially designed spindle 
which does not revolye—seat revolves 
on spindle to eliminate wear and fric- 
tion. Spindle housing securely affixed 
to seat plate. Finger-tip seat adjust- 
ment from 17% to 2012 inches. 
Base constructed of selected hard- 
wood on entirely new theory with 
breakdown test of 2000 pounds. Cas- 
ters 1586 inches hard tread with top 
bearing. Finishes available are wal- 
nut, mahogany and light oak. 






THE SENGBUSCH “KLERADESK”’ UNIT NOW 
IN WOOD.—The Sengbusch Self-Closing Ink- 
stand Company, Milwaukee, Wis., is now man- 
ufacturing its well-known ‘’Kleradesk”’ of wood 
without the use of rubber or steel. In the new 
model the base and assembly rods are of wood 
and the uprights of treated Hardboard, strong 
and durable enough to give a lifetime of serv- 
ice. The unit is designed and finished to make 
it a suitable item for practically any type of 
office furnishing or lay-out. The company an- 
nounces that a number of steel Kleradesk units 
were fabricated up to the time that Steel Order 
No. M-126 was issued and are still available 
to the trade if desired. 








New 
Furniture 
Pieces 





DO/MORE ANNOUNCES “SEN- 
TINEL’’ CHAIR.—A new pos- 
ture chair, constructed of the 
firm’s exclusive product, Ply- 
Craft, which replaces war-need- 
ed metals, has been announced 
by the DoMore Chair Company, 
Inc., Elkhart, Ind. Ply-Craft 
eliminates metal parts in hub 
as well as bearings and plates 
of the conventional wood base. 
Ply-Craft is also used as a 
substitute for the chair iron or 
spider, the new spider being of 
five-ply hardwood engineered 
to provide rigidity and strength. 
Dimensions in inches are: Re- 
volving seat adjustable from 
1714 to 1914. Seat, 16 wide 
by 12 deep. Swivel back rest, 
14 wide by 6 high. Finish, lac- 
quer in plain walnut or olive 
green. Upholstery, genuine 
leather or frieze mohair. Cast- 
ers, 1°. wheels. 


ONE OF THE GLOBE-WERNICKE 
WOOD FILING CABINETS.—AIl new 
wood filing cabinets produced by The 
Globe-Wernicke Co., Cincinnati, Ohio, 
have been redesigned to conserve vital 
material. Available in letter and legal 
sizes the line includes four-drawer 
standard height, three-drawer counter 
height, and two-drawer desk height 
with a variety of optional insert draw- 
ers. The units have a progressive type 
wood suspension with fibre rollers 
which permit drawers to glide easily 
and quietly. Compressor drawer pull, 
label holder, guide rod and knob are 
all made of wood. Files are finished 
in quartered oak or imitation walnut 
and mahogany. 


























BUSINESS BUILDERS 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 


CONFIDENCE ... COURAGE... 
COOPERATION 


HIS past month we have wel- 

comed many personal callers, 
all of whom have generously given 
many ideas and angles for BUSI- 
NESS BUILDERS. Among the first 
to cross the threshold of our of- 
fice furniture department was 
Ernest Markewitz of Bushong & 
Company, Portland, Ore. Next in 
order of appearance came Major 
John B. Hibbard of The Globe- 
Wernicke Co., Enthusiastic Owner 
Ruggles of The Ruggles Stationery 
Company, Seattle, Wash., Lincoln- 
Desk-Minded Mr. Shaw of The 
Commercial Furniture Company, 
Stow-Davis’ and Sikes’ Skilled 
Sales Engineer Ross R. West from 
San Francisco, Calif., and Claude 
Elder of The Office Supply Com- 
pany, Missoula, Mont. We know 
the readers of BUSINESS BUILD- 
ERS will be particularly inter- 
ested in Fellow Office Outfitter 
Elder’s hobby. In fact this hobby 
brought him to Spokane, for here 
he joined a circus on tour. Mr. 
Elder is one of the charter mem- 
bers of a National Circus-Goers’ 
League. No doubt you have a 
member or two in your city also. 
They sponsor this national past- 
time, join circus groups whenever 
they can and make such an activ- 
ity a part and parcel of their per- 
sonal vacations. 

—BUY WAR BONDS— 

From one of our Wisconsin reg- 
ular contributors comes this 
unique memo that appeared in 
The Torch, a snappy publication 
of The Milwaukee Advertising 
Club. This friend of BUSINESS 
BUILDERS commented that he 
felt that all in the international 
OFFICE APPLIANCES listening-in au- 
dience would enjoy this fresh 
slant on an important business 
subject. It is by Richard Borden, 
once professor of public speaking 
at New York University. Now he 
is a sales counselor with Borden 
& Busse of New York City. 

Proposing “Ho-Hum” as_ step 
No. 1 in a four point formula for 
making a speech, Richard Borden 
addressed a large Ad Club lunch- 
eon in Milwaukee recently. “Ho- 
Hum,” said Mr. Borden, “is the 


attitude of your audience which 
greets you when you get up to 
speak. Thus, your job is to get 
them interested in what you have 
to say in the first few words that 
are said.” 

Continuing to step No. 2, “Why 
bring that up,” Mr. Borden claims 
that after interesting your audi- 
ence in your subject matter it 
is necessary to “build a bridge for 
your subject to the island of per- 
sonal interest on which your lis- 
teners live.” Step No. 3, “For in- 
stance,” is the process of giving 
the audience actual facts and ex- 
amples which bear out the argu- 
ment of your discussion. “Step 
No. 4,” said Mr. Borden, “is the 
audience reaction of ‘So What’.” 
As the concluding step, Mr. Bor- 
den pointed out that strong, ac- 
tion answers are necessary to get 
results from your presentation. 

Mr. Borden likened all four 
steps to the preparation of an 
advertisement, suggesting that if 
each of these basic steps were fol- 
lowed just as closely when prepar- 
ing an ad as when writing a 
speech the results would be far 
more effective. 

—FOOD FOR VICTORY— 

Every office outfitting salesper- 
son should rigidly observe that old 
slogan .. . “Sell merchandise 
which won’t come back to cus- 
tomers who will.” 

—KEEP ‘EM ROLLING— 

“A man wrapped up in himself 
makes a very small parcel.”—Bert 
Barnes. 

—KEEP ‘EM FLYING!— 

“Ever notice how an airplane 
pilot ‘revs’ his motor up on the 
ground before the take-off—just 
to be sure she'll ‘turn-up’ enough 
revolutions to make the take-off 
safe? Are you always sure the 
men of your SELLING PERSON- 
NEL are ‘revving’ up sufficiently 
when the big sales plan ‘takes 
off’?” 

—WE ARE AT WAR— 

Several of our letters. this 
month literally “revolved” around 
the new “alternate” REVOLVING 
chairs. No further comment is 
necessary at this point except to 
compliment the chair manufac- 
turers on their speedy action in 
filling this need so expediently. 

—BUY WAR BONDS— 

In the past few months we have 
welcomed many notes and letters 
that have embodied in them many 
thoughts prefaced by: “If I were 
a manufacturer, I...”; “If I were 
a dealer, I'd... .”; and “If I were 
a manufacturer’s representative, 
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”” 


I would most certainly .. .”"— 
therefore here we have a three 
month’s query program produced 
by you, the contributors to BUSI- 
NESS BUILDERS. In next month’s 
OFFICE APPLIANCES we invite par- 
ticularly the dealers and the 
manufacturers’ representatives to 
mail us their comments on the 
subject: “If I were a manufac- 
turer of office furniture, I would 

The series will be a purely 
impersonal, fact finding, fresh- 
slant-izing quest, so your name 
will not be used .. . just AIRMAIL 
your note on this subject to the 
co-ordinator of BUSINESS 
BUILDERS’ Page, Box 2153, 
Spokane, Wash., Care of Shaw & 
Borden Company .. . MANY 
THANKS TO YOU AND TO YOU 
IN ADVANCE. 

—KEEP ‘EM FLYING!— 

“The fellow who stopped adver- 
tising to save money is like the 
chap who stopped his watch to 
save time.” 

+ 7 + 

“Joy comes from achievement 

not from possession of the 
prize.” 

. ~ * 
—KEEP ‘EM ROLLING— 

“The business that prospers 
does not make money on first 
sales. 

“High pressure salesmanship or 
glowing advertising may get the 
first orders or sales—but the ex- 
pense of selling the first order is 
always higher than the average 
NET PROFIT. 

“It’s repeat business—orders 
that come in of their own accord 
because of satisfaction from the 
first order—which after all was 
only a trial order anyway—that 
makes a business grow. 

“What do you do to get repeat 
business? This is a question that 
nearly everyone in business can 
think about day after day profit- 
ably. 

“What do you do to get repeat 
business—or to make trial cus- 
tomers STEADY CUSTOMERS?” 

Don Dundon in The Beacon of 
MORE BUSINESS. 

—BUY WAR BONDS— 

This month’s final thought is: 
“Gear yourself and your organiza- 
tion to a united effort backing our 
good old United States of Amer- 
ica!” This we know you are doing 
and WILL DO! 

Ralph B. Ortel 
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Main Furniture Salesroom of the Springfield Office Supply Company, Springfield, Mass.—In addition to perma- 
nent display of cabinets the company uses its own business files to demonstrate the systems and equipment 


offered for sale. 


How to Develop and Meet 
Wartime Demands for Files 


T frequent intervals we dis- 
A play files in our windows 
with accompanying supplies. Reg- 
ularly we exhibit a file in the store 
fully equipped with proper in- 
dexes. By trying to keep on hand 
at all times a supply of indexes 
and folders so that we can give 
prompt service when called upon, 
by training our sales force both 
in and outside the store to try 
to find out from the customer 
just what his problem is, and 
then by prescribing and recom- 
mending a proper filing system 
which would help to solve his 
problem, we have developed a 
substantial demand. 

I think that in the sale of files 
and filing systems, there is a 
tendency on the part of the sales 
person to feel that a filing prob- 
lem is something difficult, some- 
thing that might need the atten- 
tion of an expert. By asking a 
few simple questions of the pros- 
pect, and by trying to find out 
what the prospect wishes to ac- 
complish, the salesman should 
have no difficulty in suggesting 
a proper system 

The way to become a successful 
file salesman is first to tackle your 
own filing problem; see how you 
are handling your unfilled orders 
invoices, paid bills, correspond- 
ence; apply modern methods to 
your own filing problems; bring 
them up-to-date It is rather 
difficult to sell modern filing 


By JAMES E. FEELEY 


President 


Springfield Office Supply Company 
Springfield, Mass. 


‘’ 
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equipment if your own filing 
methods are antiquated 


Modernizes Own Files 


We had a method of filing our 
unfilled customers’ orders and 
invoices on arch files—thought 
it could not be done in any other 
manner. We used the system for 
twenty years. Our correspondence, 
filled orders, and paid bills were 
housed in modern vertical files, 
but we racked our brains unsuc- 
cessfully for a new method to 
handle our unfilled customers’ 





MR. FEELEY 


orders and invoices. Finally we 
took our own medicine and ap- 
plied the same vertical file sys- 
tem we are using for paid bills 
invoices, and correspondence. To- 
day we keep customers’ unfilled 
orders, and unpaid invoices for 
one month in a steel letter draw- 
er in a convenient place under 
our shipping bench and find our 
orders and invoices much more 
accessible than with the arch 
file system. 

This is a description of our 
present vertical system: Simpli- 
fied system guides in first two 
positions; miscellaneous folders 
for customers who buy infre- 
quently; regular customers, filed 
in folders in fourth and fifth 
sections, have names typed on 
colored folders. Label folders, 
using a different color for orders, 
correspondence, and bills. Use of 
a bright color has a striking effect 
and when shown to the prospect 
never fails to make a favorable 
Impression 


Files for Filled Orders and 
Paid Bills 

In the rear of our store in 
counter height files, we had our 
filled orders and paid bills for 
two years. We had to consult 
them frequently. The files occu- 
pied approximately twenty-three 
feet of floor space which was 
needed badly for display. By giv- 

Turn to page 125, please) 
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THE MosT COMPLETE FOLDER LINE 
Kraft & Manila File Folders in 4 Weignts 












‘Te Shaw-Walker Dealer sells large 
quantities of file folders because he has 
the most complete line of file folders on 
the market. 

There’s a Shaw-Walker file folder to 
correctly fill every kind of filing require- 
ment—and at every price. 

The Shaw-Walker line of Kraft folders 
cannot be duplicated anywhere at any 
price. Shaw-Walker manila folders have 
no superior. 





Because they can make all folder 
purchases from one_ source, Shaw- 
Walker Dealers effect the following 
substantial savings :— 





@ EARN MAXIMUM QUANTITY DISCOUNT 

@ SAVE MONEY ON FREIGHT AND HANDLING 
@ REDUCE INVENTORY. 

File folders are only a small part of 


H AW- ALKE the Shaw-Walker 4000-item line of filing 
systems and filing supplies, many of 


which are obtainable only from the 














Factory and Home Office Shaw-Walker Dealer. Investigate this 
MUSKEGON, MICHIGAN profit opportunity. 





LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD 
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JASPER DESK LINE 


omplete compliance with the 


) 





W.P.B. restrictions on the use « 
tee| Jasper Desk Co. offers 
these two new typewriter desk 
onstructions. They are made 
of non-critical material: 


wh ly 


that will enable you to aggres 
ively seek an increasingly larger 
volume of these desks. Although 
these developments are the re 


iit oT war-time emergencies, we 
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honestly believe that some of 
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these construction improve 


ments are so good that they will 
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Here is a truly adequate wood mech- 
anism for pedestal typewriter desks. 
It is a marvel of rigidity and sturdi- 
ness, infinitely easier to operate and 
eliminates 90°, of the noise in open- 
ing and closing. Fully patented. The 
size of the typewriter platform and 
height from the floor have not been 
changed. The mechanism is wholly 
contained in the pedestal and has the 
usual three drawer appearance when 
closed. 

































This fixed platform provides twice as 
much strength, and eliminates that 
worrisome rumbling noise that is pres 
ent when typing at a drop-head type 
writer desk. Typists will cheer the ab- 
sence of openings at either side and 
in back of the typewriter bed. Don't 
overlook the greater amount of leg 
room. This desk meets every need 
of a drop-head and overcomes every 
objection of the old type. 









The Office Furniture Warehouse Co. Wm. H. Brown 
573 Broadway, New York, N. Y. 6708 Glenwood Ave., Chicago, Ill. 
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JAS PER INDIANA 
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THE CHAIR FOR 
A NATION AT WAR 




















Here’s a chair for the times — incorporating 
Domore’s “Ply -Craft” construction to save crit- 
ical materials. 


It retains all the Do/More famous postural 
features; it is sturdily constructed for long life, 
and of such pleasing appearance that it lends 
dignity to any office. 





Our engineers were beset with many restric- 


ll 
tions, but accomplished such extraordinary re- 
| WRITE FOR FOLDER 


sults that we enthusiastically acclaim it truly a 
‘ resh from the presses 


"Vic "he J 
V ActOry model. omes a descriptive folder 
on the new Do/More 


INDIVIDUAL ADJUSTMENT ‘Sentinel.” In it is eom- 


q , : : : J 7 plete information on this 
Domore’s nation-wide seating service is Continu- wonderful chair, Write for 
. - / : . - ] toda omore Chai 
ing to fit Do/More chairs to the individual and ‘* dv. Domore Chair 

5 Company, Inc., 908 Frank- 


the job. Remember, when you buy a Do/More, jin Ave., Elkhart, Indiana. 








you g get more. 


LL] DO/MORE 




















This Rivertontansk hers in September Issue of FORTUNE 
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— 


WE'VE 


DONE IT BEFORE 


WE CAN DO IT AGAIN! 





together- 


ILLUSTRATED 
I349F, shown 


above, is 43° x32”. 


with pedestal at 





right or left side 

.. 6044S, below, 
is 60° x34". re- 
ceded center legs 
with adjustable 


glides. 


OFFICE APPLIANCES 








History does repeat! Here we are teaming up 
with the nation’s dealers to do a smashing job. 
despite all handicaps as we did in 1918. 
This time we're even better equipped. with com- 
plete control of lumber sources and all manu- 
facturing steps with a broader. finer line 
emphasized by mechanical improvements which 
heighten the value of every desk in this great 


line! 





Buy Bonds for VICTORY 


NATIONAL DESK 


Herkimer 











CO., Ine. 


New York 











scp peter 
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No Business Can 
afford to be without a 





JUST RECEIVED 





100 6 wide DOCUMENT 
FILES 
6—Document drawer 


10° high, 5! wide, 17” deep 
s I 

















twMosler Safe Ce. 


hEw YORK 

















SAFE! 


No Business has to be 


without a SAFE! 


If you can’t sell a business man anything else, you can sell 






him protection for his vital records he must keep. 


We have safes—over 300 REBUILT GUARANTEED LIKE 
NEW SAFES AND CABINET SAFES. AIL popular makes. 


No Priorities Needed 


—y | buy and sell on the same basis 


| you always have. 


This is the chance you have 
| been looking for—equipment 
you can sell without any strings 


or fuss or flurry. 
Order for stock, NOW. Today 
safes sell themselves without 


any effort. 











Act at once—While they last. 


Write for catalog and price list. 


220 CENTRE STREET, 


HALL-MARVIN CO. New york. x. ¥. 
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San fights from 


the Office Front too! 


Rt ce een 















































No. F3066 


SRN Rim OR IY EROS 


@® Without coordination, the tremendous war program of our United States would 
be impossible. The fighting front and the production line are supreme in impor- 
tance—yet were it not for desk control, they would be unable to function efficiently. 

Every war tool made in a factory was conceived in an office. Every factory 
employee gets direction and inspiration from some administrative department. 
The flow of raw materials into each plant—the timing of the assembly line—the 
distribution and delivery of finished goods—all these operations spring from the 
office front. 

Naturally the office front must have efficient tools with which to work. Good 
desks are one of the most essential. Jackson Desks meet the most rigid require- 
ments of our war effort. Jackson Desks are making a significant contribution to the 
nation’s desk needs—a privilege widely shared by its dealers. 


JASPER OFFICE FURNITURE CO. 
JASPER, INDIANA 


Ao eRe Fur 


pF eR EO Te 


REPRESENTATIVES: S. R. Evans, 421 Hampton Court, Athens, Ga. 
James H. Davison, Hotel Figueroa, Los Angeles, Cal Howard Maley, 115 Tarbell Ave., Bedford, Ohio 
Marion Y. Follin, 220 Fairbanks Road, Riverside, III L. H. McDaniel, 2718 Cockrell Ave., Ft. Worth, Tex. 


George B. Wray, 130 W. 42nd St., Room 819, New York Charles L. Pettibone, Bedford, Ohio 
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HOW TO DEVELOP AND MEET 
WARTIME DEMANDS FOR 
FILES 
(Continued from page 118) 
ing this problem some thought, 
we were able to encase all this 
material in two five-drawer files 
in a space next to the wall which 
was not suitable for display pur- 
poses. We have released the space 


required by the old methods to 
display and store stock, and have 
an up-to-date file system, one 
which we can show to prospec- 
tive customers. We have sold 
many good filing installations by 
showing how we applied modern 
methods to solve our own filing 
problems. 

I think this is an excellent time 
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for outside salesmen to sell mod- 
ern filing systems to their cus- 
tomers. There are no priorities 
on filing supplies and the smart 
salesman who tries to help his 
customers now with his filing 
problems is going to build up a 
fine repeat business for himself 
in the days to come, when business 
returns again to a normal state. 


Equipment Needed to Protect 
Records Against Air Raids 


DEQUATE housing for busi- 

ness records is important 
under conditions of peace, but the 
tremendous increase in the haz- 
ards of destruction in war time 
makes proper protection of rec- 
ords vital. Many areas of the 
United States are potentially 
liable to air attack. Executives of 
business organizations located in 
such territories who have not 
given consideration to the prob- 
lems of record protection under 
abnormal conditions are not 
measuring up to their respon- 
Sibilities in the war effort. The 
hazards are real, and to repeat a 
frequently expressed comment, a 
business without readily available 
records limps badly. 


Survey Reveals Information 


Recently, the Atlantic Refining 
Company, Philadelphia, Penna., 
made a Survey of the procedures 
of several organizations to safe- 
guard their records against air 
raids. The results of this study 
were reported by P. G. Wharton, 
general auditor of the company in 
a special article in the June, 1942, 
issue of the Executives Service 
Bulletin, published by the Met- 
ropolitan Life Insurance Com- 
pany. Although Mr. Wharton 
makes little reference to the 
equipment for housing the rec- 
ords, his presentation reveals the 
many places where additional 
equipment will be needed if the 
suggestions under the two basic 
phases of the general problem 
duplication of records and dis- 
tribution of records—are followed. 
As a contribution to the war pro- 
gram, which must be given right 
of way above any other activity, 
office furniture salesmen would 
do well to study the following ex- 
tracts from Mr. Wharton’s article 
and pass along the information to 
customers and prospects, supple- 


Results of a Study Made By the Atlantic 

Refining Company Offer Suggestions 

to Furniture Salesmen in Districts 
Liable to Attack. 


o 


mented by recommendations 
anent effective record housing 
equipment. 

“One of the wartime problems 
is to determine the extent to 
which it is possible and desirable 
for management to provide pro- 
tection for its records and, in 
doing so, to reduce the hazard of 
destruction by enemy attacks. 
With that matter in mind we 
have attempted, as a supplement 
and guide to our own thinking, to 
obtain information as to the steps 
already taken by companies rep- 
resenting diverse types of busi- 
ness in this country, and also to 
couple this with the experience 
of organizations in countries that 
have been subject to air-raid at- 
tacks. 

“According to our understand- 
ing, it is the general conviction of 
the British and those on the Con- 
tinent that the problems of safe- 
guarding records come under two 
distinct headings. These are (1) 
duplication of records, and (2) 
distribution of records. 

“Their view is that if both the 
originals and duplicates are in 
separate places in the same build- 
ing, a very low degree of protec- 
tion exists. Neither does it offer 
protection to put both copies in 
the same town or anywhere near 
the same town. The opinion is 
that the records must be dis- 
tributed sufficiently far apart to 
make sure that originals and du- 
plicates cannot all be destroyed in 
one attack. 

“In considering protective meas- 
ures, physical limitations should 


not be overlooked. Because of the 
time element, the scarcity of 
needed material, and the cost of 
obtaining an approach to total 
immunity, it is obviously imprac- 
ticable to provide complete pro- 
tection. What must be done is to 
make the best possible use of 
available devices and shelter, and 
organize to make effective use of 
them. 


Classification First Step 


“Obviously, the first step to be 
taken in safeguarding files is to 
classify all records and separate 
them into groups based upon their 
relative importance. In our own 
organization, we have made a 
tentative classification into four 
broad groups. 

“Class 1 consists of ‘Vital Rec- 
ords.’ In this group are papers 
and books that are indispensable 
for the continuance of the busi- 
ness. Among these are engineer- 
ing studies and plans of critical 
plants or equipment operated by 
the company; accounts receiv- 
able; minute books of the board 
and executive committee; impor- 
tant contracts and agreements; 
service and pay-roll records of 
employees and matters pertaining 
to pension records; the general 
ledger of the company; records of 
property as well as details of 
depreciation; reports and state- 
ments to stockholders; govern- 
ment questionnaires and reports; 
record of securities owned; notes; 
lists of deeds, bonds, mortgages; 
and files on important matters 
under litigation. 

“Class 2 includes ‘Important 
Records.’ These are such as can 
be reproduced from original 
sources only at considerable ex- 
pense. In this group may be in- 
cluded the many statistics and 
supporting data, as well as ac- 


(Turn to page 137, please) 




































Ore terry carry 


Recent 
Installations 


A LARGE INSTALLATION OF 
DIEBOLD’S CARDINEER FIL. 
ING UNITS.—A vast amount 
— A of records are quickly and ac- 
curately handled by this bat- 
tery of Cardineer files, manu- 
factured by the Diebold Safe 
& Lock Company, Canton, 
Ohio, and installed in the of- 
fices of the Motorists’ Mutual 
Insurance Company, Columbus, 
Ohio. An unusual feature of 
the units is the streamlined 
design which adds considerably 
to the attractiveness of the 
entire office. The installation 
was made by E. H. Sell & Com. 
pany, Diebold’s representative 
in Columbus. 


FIVE DIEBOLD CARDINEER 
FILE UNITS AND THEIR 
HOUSING. — This interesting 
installation of Cardineer filing 
units, manufactured by the 
Diebold Safe & Lock Company, 
Canton, Ohio, was made re- 
cently in the offices of the 
Idaho Mutual Benefit Associa- 
tion, Boise, Idaho. As can be 
seen, the various units are 
easily reached and when used 
in combination with posting 
machines, permit more rapid 
entries being made. At the 
close of the day the units are 
fully protected by being re- 
turned to the Diebold Fire- 
Resistive safes seen in the pic- 
ture. The installation was 
made by the Boise Printing 
Company, Boise. 





TWO NEW WOOD CHAIRS BY SIKES—The Sikes Company, 
Inc., Buffalo, N. Y., has recently introduced to the trade two 


new wood chairs which are featured by a specially-constructed NEW FIXED PLATFORM DESK BY JASPER.—The Jasper Desk Company, 
and patented wrod swivel to replace the formerly-used metal Jasper, Ind., has produced a new fixed platform, double pedestal typewriter 

chair iron.’ The swivel is made of specially impregnated desk. Built to provide an unusual amount of leg space, the desk, because 
straight grain maple and the solidly-constructed hub is lami- of its construction is advertised as offering 100 per cent more rigidity and 
nated wood into which are firmly set two graphite-impregnated 90 per cent less noise. The typewriter platform is wide enough to give the 
plastic bearings which provide lasting lubrication. Tae new, operator plenty of space at the sides and back of the machine for placing 
all-wood chairs, trade-named ‘‘Velveturn,”’ are in production of envelopes, etc., needing to be kept within easy reach. The desk is cata- 
in both clerical and executive and have already been approved logued as the No. 338, but the fixed platform construction is also available 


by various governmental departments and large corporations. in the Nos. 238, 438, 538, 838 and 35. 
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Recent 
Installations 


SHAW-WALKER EQUIPMENT CREATES ‘“MECHAN- 
ICAL MATCHING.’’—The Landers Corporation, fabric 
converting firm of Toledo, Ohio, wants speed and ac- 
curacy in its filing, and, as a result of a survey by the 
Toledo office of the Shaw-Walker Company, this bat- 
tery of S-W files was installed. According to company 
officials the filing clerk credits the ‘mechanical 
matching” of names to the Shaw-Walker guide head- 
ings for the speed-up in finding and filing which has 
resulted from this ‘‘tailor-made”’ indexing system. 


CLOSE-UP OF S-W ‘TAILOR 
MADE” INDEX.—This Shaw- 
Walker ‘Tailor Made’’ index 
installed for the Landers Cor- 
poration, fabric converters, 
Toledo, Ohio, spotlights the 
active correspondence to help 
simplify reference and end 
costly delays. This unit was 
sold and installed by the Shaw- 
Walker Company’‘s Toledo 
branch office. 





MOSLER EQUIPMENT PRO- Lt 
TECTS VITAL RECORDS.— i 
This set of Insulated Record 4 ys 
Containers, manufactured by | 


the Mosler Safe Company, 
Hamilton, Ohio, is now func- 
tioning in the offices of the 
Ranson - Davidson Company, 
Inc., Wichita, Kans. This 
equipment provides the con- 
venience of a file with the 
Underwriters one-hour protec- 
tion of a safe at point of use. 
Each unit is built with a reced- 
ing door to save valuable floor 
space while the containers are 
equipped with an assortment 
of interchangeable insert draw- 
ers to meet specific require- 
ments of the users. They are 
built in three and four-drawer 
letter and legal cap sizes. 
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REDUCE 


body - fatigue 
for increased 
Wartime Office Efficiency 
BOLENS 
wy] 


CHAIR IRONS 
War Plant offices today—because of the body- 
bracing comfort of BOLENS SYNCRO-TILT 
Chair Irons on Modern “Posture” Chairs. 


With their FIVE-WAY Adjustment for per- 

fect body fit and their SYNCHRONIZED move- 

ment in chair back, seat, and arms, BOLENS 

SYNCRO-TILT Chair Action helps reduce 

FATIGUE from long hours of working—offer 

quick relaxation in tilt-back positions. They 

offer important aid to War work by protecting 

the health and efficiency of workers on every 
job—from office boy to president. 




















BOLENS Chair Action UNDER the seat 
provides Working Comfort ON the seat... 


BOLE PRODUCTS COMPANY 


Port Washington Wisconsin 





* Modern Chair Irons for all types of Office Chairs and Stools « 








OFFICE APPLIANCES 








THE 


VOLUNTEER 


SAVE oT =e F YAS TOR FY 





This attractive and thoroughly efficient wood 
file produced by Bentson in the all out pro- 
gram to release steel for victory has met a 
hearty response. The VOLUNTEER is not “just 
another wood file.” Special attention has 
been given in the production of this file to pro- 
vide smooth working slides, correct drawer 
fitting and other details which make of the 
buyer a satisfied customer. 

Construction is of sturdily reenforced south- 
ern hardwoods. Paneled sides, modern hard- 
ware, beauty in design and standard Bentson 
olive green finish make this cabinet accept- 
able wherever papers are to be filed. It has 
qualities which will enable the dealer to pre- 
sent it in competition with anything else the 
market affords. 

The VOLUNTEER will intermember with the 
Bentson standard steel filing cabinets now in 
use. 


Send for Particulars 


Write for a copy of our new illustrated circular. 
You will be convinced at once of the money- 
making possibilities which the VOLUNTEER 


offers. 


THE BENTSON MFG. CO. 


AURORA, ILLINOIS 
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1 YPEWRITER DEsks 





GUNNRITE 


The New Improved Pedestal 


TYPEWRITER DESK 


The new Gunn Principle of all wood construction (fully protected by patents 
applied for) provides a pedestal typewriter which slides out of pedestal 
on rollers quietly and easily. Fully approved by many departments of the 
government including all branches of the Armed forces, and already pur- 
chased in large quantities by them. 


Available in all grades in the Gunn Line 





GUNN STANDARD 
DROP HEAD TYPEWRITER 


Drophead typewriter Desks are still avail- 
able in regular standard construction as 
illustrated. A Gunn quality product 
which provides Economy and Utility with- 


out sacrifice of appearance. 





BUSINESS MACHINE 


and 


COMPTOMETER DESKS 
and TABLES 


Comptometer Desks and Tables are now 
in great demand. Gunn offers these 
pieces for Comptometers and other 
business machines sturdily built and prac- 
tically designed for the utmost in utility 
and service. 





Full Information and Prices on Request 


GUNN FURNITURE COMPANY 


* GRAND RAPIDS - MICHIGAN *® 
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Master Craftsmanship 


WOOD 
LOCKERS 


That Look Like Steel 


All Sizes-—Olive Green—Plywood— Sturdil) 
Constructed—-Legs Banded with Steel—Handle 
| ock. (sk for Details and Prices. 


Vanufacturers 


(Colonial Office Furniture (Co. 


159 WASHINGTON STREET . NEWARK, N. J. 
“SPECIAL ORDER WORK” 
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a New Series : 








Haile d by leading dealers as well 
designed, durable and dependable 
replacements for the metal swivel 
actions, all of which have been dis- 
continued by order of the war pro- 
duction board, these new mechan- 
isms offer good service and a great 


sales opportunity for the trade. 


No. 253 has seat height adjustment 
and both swiveling and tilting ac- 
tion; No. 408 is adjustable both 
for seat height and back slat height, 
is form fitting and fitted with 
bumper strip. Another of the ser- 
ies, No. 407, is adjustable for seat 
height only, but is form fitting and 
has bumper strip. Birch mahogany, 


bireh walnut and quartered oak. 


We expect to make shipments in 
about sixty days and recommend 


that you wire or phone your order. 


NEW INDIANA CHAIR CO. announces 
All Wood Clerical 


Posture Swivel Chairs 














=o } } Eye Value—Ehrlich 
; ‘“ Ly Styled for Sales 





Oye MERC eecce 





Write for fully 
ithustrated 
catalog 










HIGH FACTOR 
— “Built-in” 
queen SALES VALUE 


} \S\ Flexibility—Strength— 


- Upholstery. 






EHRLICH Upholstery WORKS 
520 West 43rd St., New York, N.Y. 









tables 


* 
finished in the well-known ST. JOHNS quality, the ST. 
JOHNS Line of wood office tables meets the demands of 
all branches service and can be depended upon to 
withstand the hardships of daily use. 


Line. 


*% Selec 


Har dships OF DAILY USE 


% Our army, navy and private industries require office 


y 


t 


that will withstand the hardships of daily use 


ide of selected northern hard woods, fabricated and 


% Write today for the new ST. JOHNS catalog showing 
this and the other distinctive wood tables in the ST. JOHNS 


BUY WAR BONDS 





No. 28 Table Description: 


ted Northern Oak in Office 
Golden or School Brown finish. 
Plank edge top 1%” thick with 
extra frame underneath to pre- 
vent warping. Legs are 234”, 6- 
foot length has 314” legs. Draw- 
= re dovetailed front and Sizes: 
sack with framed-in 3-ply bot- , 

toms » and 6 foot sizes have 32 x 60 inches 
34 x 72 inches 

























two drawers 


St. Johns Table Company 


Cadillac, Michigan 


New York Office: 206 Lexington Ave., N. Y. C. 
Chicago Office: 666 Lake Shore Drive, Chicago 
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4 ‘ 
Our Measure of Responsibility 








"4 . ner 
WOOSIER DESK Y® 
Tal a 


a 
ar 





It’s a difficult task these days to maintain a bal- 
ance between the orders pouring in for Hoosier 
Desks and our production capacity. We've stead- 
ily increased our output of Hoosier Quality 
Desks yet we are still unable to keep pace with 


the demand. 


We share the responsibility for contributing 
to our war effort. That is why government agen- 
cies and war plants have first call upon our 
resources. Nevertheless, we are not unmindful 
of civilian needs. We strive to assist our dealers 
in supplying their regular customers. We will 
do all in our power to fill a portion of our deal- 


ers civilian requirements. 


We feel confident that our good friends in the 
trade will understand any inconvenience neces- 


sitated by our policy of “war needs first.” 











1D] 
BUILT TRUE—CLEAR THRU v mA 
HOOSIER DESK COMPANY, Jasper, Indiana 
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For Utmost 
Dependability 


DARNELL CASTERS 





Maximum Floor 
Protection 


Increased Employee 
Efficiency 


Longer Service 
for Equipment 


FREE MANUAL 





DARNELL CORP. LTD., 
LONG BEACH, CALIFORNIA, 


60 WALKER ST.,NEW YORK,N.Y. 
36 N. CLINTON, CHICAGO, ILL. 
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“The Best Seat in the House” 


| a | : 


Gd Out Bie 


by Courtesy Jasper Seating Co. 
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—_ @ Jasper Seating Company dealers can read- 
stl CORPORATION = ily satisfy the critical customer who demands 
TURING 0 . 
samesTOows MANUFAC “4 1 Of Juarnitare the very best seat” for an office task. 
coRRY® Tee aa OO alias —— Sa 
ane are | For chairs of solid comfort, for sturdy con- 
- ; pal Ua pytlee- Hw ~sl struction, for attractive appearance, dealers 
D Whe . a the feadlihy 47+ \ ; ' : : 3 
Sas Wor” dL. Vile iL are will find a profitable ally in this company. 
wa | ‘ 
ro halle — Lita Lemme for Remember too—that today the strain of a war 
d ‘ JLAaAWVY 
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Watch for announcement and specifications 














FOR VICTORY 


Buy United States 
WAR BONDS |! > AND STAMPS 





Jasper Seating Company {downs 
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The ability to shoot fast and accurately is 


a necessary accomplishment whether on the 
trail, in business, or defending our country. 
It calls for coordination of mind and body 
—the ability to hit the mark without wast- 
ing time ‘'getting set." 


American industry is snap shooting and 
hitting the mark consistently. The extensive 
ramifications of our defense program, al- 
though erected in haste, are knit into a 


potent military force. 


Anderson-Hickey, all set for defense, is co- 
ordinating all its resources for the main 
issue—that of supplying our country's war 
needs. All other issues are secondary. When 
the opportunity to resume the manufacture 
of industry products comes, we shall be on 
the alert to serve you to a greater degree; 


to furnish better files than ever before. 


fl 
| 





INC. 
GENEVA 
ILLINOIS 





Anverson-Hicxey Co. 


? 
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OFFICH 


BRIGHT 


LEATHER 
OFFICE FURNITURE 


tive Offices 
BRIGHT offers wealth of charm 
and distinction of appearance in 
executive office seating that gives the user recurring satis- 
faction and delight every time he returns to headquarters. 
lt surrounds him in a positive expression of creative and 
vigorous harmony in the reception of his visitors. 


BRIGHT designs offer wide variety of choice for the many 
opposing temperaments that are to be found among men 
in positions of leadership. Throughout the line is an 
outstanding quality that carries on long after all other 
details of the purchase are forgotten. 


HRIGHT CHAIR CO, INC. 


127-133 BLEECKER ST. NEW YORK, N. Y. 
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No. 1 STAPLE 
in Furniture Depts. 


MUTSCHLER’S long experience in styling and building 
SAMSON directors room and office tables for discriminating 
business men has supplied the vital “KNOW HOW” that 
enables them to produce sturdy tables fast for Uncle Sam 

. not only to serve the war winners of today, but as well, 
the peace makers of tomorrow. 





Write for complete descriptive Catalog. 





No. 700 Reclining 
Chair for Execu- 
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MUTSCHLER BROS. CO. 


NAPPANEE, INDIANA, U.S.A. 
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WRITE FOR 


UNRUH & HASBROOK 





CATALOG ON WOOD FILING 


PEERLESS STEEL EQUIPMENT COMPANY 


STREETS, 
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CASES 


PHILADELPHIA, PENNA. 








INTRODUCING the NEW 
All Wood 


OFFICE 
VALET 


Here it is—new smart, compact ALL WOOD ward- 
robe fixture line by Peterson which really pro- 
vides ample room for all of the outer garments 
of six people and their overshoes and umbrellas 
too! That keeps clothes in press, open to air and 
light Replaces awkward and invariably over- 
loaded costumers and crowded lockers, holds twice 
as much in less than half the space. The Peterson 
S-6 office valet (2 feet wide) accommodates 6; 
3-U wall racks (3 persons per running foot) come 
any length; fit 
in anywhere. 
Reclaim locker 


























<= 





room floor space 
for productive 
use. Finished in 





office green or 
walnut brown en 
amel 











Dealers write for 
full information 
about these fast 
selling units—be 
first to introduce 
them. 










OGEL-PETERSON CO., 


“The Checkroom People” 
1823 N. Wolcott Ave., Chicago, U. S.A 





TU UUR DEALERS 








NUCRAFT facilities are now serving the government 


through many of our dealers on Priority Contracts. 


WE can handle these WAR CONTRACTS and 
REGULAR DEALER BUSINESS, too if you are willing 
to COOPERATE. 


JUST ESTIMATE YOUR NEEDS for the NEXT 
QUARTER and send us YOUR BLANKET ORDER. 
SHIPMENTS will be to your schedule. 


THIS will permit us to ANTICIPATE on MATERIALS 
for your REQUIREMENTS and prevent DELAYS in 
DELIVERIES to you LATER. 


WE want to serve UNCLE SAM and YOU, TOO, 
and to this end we ask YOUR COOPERATION. 


NUCHAFT Furniture Products 


503 Monroe Avenue, Grand Rapids, Michigan 
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IN 
j POSTURE 
MEDIUM ee SEATING 









WITH ALL STANDARD 
CRAMER ADJUSTMENTS 


U.S. Patent Registered—Others Pending. 


CRAMER POSTURE CHAIR CO. 
sence na KANSAS CITY, MO. 


“Cramer Quality” tested and proven by thousands already in use. 











SEPTEMBER, 1942 


EQUIPMENT NEEDED TO PRO- 
TECT RECORDS AGAINST 
AIR RAIDS 


(Continued from page 125) 
counting records needed for the 


establishment of the correctness 
of entries and other papers; oper- 
ating records and reports; and 
ledgers and books of the several 
divisions of the company. 

“In connection with those two 
groups, it might be desirable to 
make a further classification ac- 
cording to the degree of location 
risk. 

“Class 3 includes ‘Useful Rec- 
ords.’ This refers to records which 
are helpful for routine assign- 
ments and the smooth operation 
of the business—documents whose 
loss would occasion inconvenience, 
but would present no great ob- 
stacle to the continuance of the 
business. Included among them 
would be papers substantiating 
loss and damage, personal injury, 
fire and other claims after the 
claims have been settled; dis- 
tribution and summaries of labor 
expenditures, stock ledgers, ma- 
terials and supplies; bids and of- 
fers, including correspondence 
pertaining to the sale and pur- 
chase of materials and supplies; 
bills of lading and shipping or- 
ders after material has been re- 
ceived; and pay checks and other 
evidences of payment to em- 


ployees. 
“Class 4 relates to ‘Nonessential 
Records’ — meaning those that 


have no long-term value. 
“Having determined the classi- 
fications, next must be considered 
the methods of reproduction. 
Among these methods are: tran- 
scription of records in the iden- 
tical manner in which the orig- 
inals were prepared; copies 
prepared by photography and 
blueprinting; and duplicates pre- 
pared on the typewriter or by 
using a duplicating machine. 


“The first method might be used 
for such items as the general 
ledger of the company, tax state- 
ments and supporting papers, and 
similar documents. The deciding 
factor would seem to be the vol- 
ume of labor required to produce 
the finished record twice, versus 
the cost of reproduction either 
through the medium of photo- 
graphy or blueprinting. 

“Duplication by photography 
would call for consideration of the 
length of time during which the 
prints would be retained, the ra- 
pidity with which the originals 
would change and so necessitate 
change in duplicates, and also the 
volume of duplicate prints as 
related to the equipment and 
space needed to store the mate- 
rial. 

“The third method of reproduc- 
tion mentioned speaks for itself. 


“Protection of current working 
records would present no insuper- 
able problem. Each section, group, 
or department should designate 
individuals, whose responsibility it 
would be, in the event of an air- 
raid alarm, to remove all records, 
according to their classification, 
to the vault, safe, file, or wherever 
such records are normally placed. 


General Control Committee on 
Records Suggested 


“One suggestion encountered in 
our survey is that the importance 
of records and their disposition 
to safe areas should be entrusted 
to a committee which would rep- 
resent all departments and would 
settle such points as the value of 
records and the method to be used 
in their reproduction. The com- 
mittee should also consider the 
records of any existing branch 
offices. In this connection, there 
appears the thought that a 
branch office might serve as a 
Suitable repository for valuable 
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papers in case the location is in- 
land at a point remote from the 
seaboard. 


“In our organization are two 
standing committees: one for the 
domestic marketing department 
and the other for domestic pro- 
ducing, manufacturing, and the 
other divisions of the company. 
These committees, with the advice 
and consent of the several depart- 
ment heads, have heretofore es- 
tablished definite periods for 
which all records, reports, etc., 
Should be retained. It is the 
thought that these same commit- 
tees, with the assistance of the 
department heads, and utilizing 
present lists of records, are ideally 
situated to establish classifica- 
tions according to degree of im- 
portance and inconvenience or 
loss to the company in the event 
of the destruction of these rec- 
ords; also to determine the pre- 
ferred medium of reproduction, 
the frequency of reproduction (i.e., 
accounts receivable, detailed plant 
records, etc.), where the work 
should be done, and the storage 
location of both the originals and 
the transcribed, photographed, or 
duplicated mediums. 

“The difficulty in giving close 
and active consideration to the 
safeguarding of records springs 
from the fact that the hazard, 
while it can be extremely destruc- 
tive, is of such a nature that no 
one can foresee its imminence or 
even its possibility.” 


PLASTIC CHAIR MECHANISM 


Too late to secure details for the 
September issue, word comes from 
The Marble & Shattuck Chair 
Company, Cleveland, Ohio, that 
the company has a plastic chair 
mechanism available. Complete 
details will be presented in Octo- 
ber. 








WOOD LOCKER BY COLO- 
NIAL.—The Colonial Office 
Furniture Company, Newark, 
N. J., has designed and intro- 
duced to the trade a new wood 
locker which bears all the 
appearance of steel. Included 
in the line are full door, dou- 
ble tier, slant top, and box 
lockers in all sizes, single or 
double row. The units are 
sturdily constructed from ply- 
wood with all doors contain- 
ing louvres for ventilation pur- 
poses. Lockers are available 
with handle lock, one or three- 
point locking device, or hasps 
to accept padlock. Legs are 


Saicsesanicall 
rT banded with steel and the fin- 
UJ ish is the firm’s standard 


olive-green lacquer. 


MASONITE 
CHAIR MAT.— 
Made of Masonite, 
a material which is 
not on restricted 
lists, this chair mat 
of Service Indus- 
tries, Inc., 2025 
South Calumet ave- 
nue, Chicago, is an 
especially timely 
unit for stationers 
in these days of 
priorities. It is 
made in several 
sizes and shapes to 
meet practically 
every type of office 
layout and is con- 
structed to last a 
lifetime. 
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War Materials Producers Needs 
Raise File Sales Potential 


NE would be hard put to find 
O a truer statement than that 
which forms the heading of this 
article, namely, War Material 
Producers’ Needs for Filing Equip- 
ment Put Sales Potential at New 
High. And the dealer who is alert 
enough to give considerable 
thought to that angle is perform- 
ing two major feats —he is in- 
creasing his business and there- 
fore his income, and he is helping 
his country by keeping the flow 
of production at its top speed. 

Proper record keeping, which is 
merely another way of saying 
“filing system,” is the first con- 
sideration of war plants new and 
old. Most of them discover at an 
early date that a so-called system 
which was perfectly workable and 
efficient when the plant was mak- 
ing, perhaps, ball bearings, or 
windshield wipers, or rubber bath- 
ing suits, or anything which we 
used to call everyday commodities, 
is practically worthless under the 
new tempo and set-up of war- 
time. No person can drive in a 
1905 vintage car and maintain his 
tempo now. No railroad can oper- 
ate with what passed for loco- 
motives forty years ago without 
returning to a schedule of those 
days. And so it is with factories 
and plants trying to do a war- 
time job, with wartime efficiency, 
wartime accuracy and wartime 
speed. 

The fact that factories DO need 
new systems of filing because their 
new work demands it, is some- 
thing we, as dealers, have taken 
into consideration, and to which 
we have given considerable 
thought. We, as sellers, realize 
that such a set-up gives us added 
opportunity for more and larger 
sales. We know that the factory 
owner or manager isn’t coming 
into our store to buy the systems 


By G. O. STEVENS 


Stevens, Maloney & Company 
Chicago, Ill. 


“* 
i 


he needs so badly, so the first con- 
sideration was good salesmanship 
taken to him. 


Go After Sales 

First of all we saw to it that all 
of our salesmen had a better than 
average working knowledge of fil 
ing systems. This was necessary 
because we wanted our men to be 
able to go into a plant and after 
a rapid inspection find out, with- 
out being told, just what it was 
the plant needed. He was then 
in a position to tell his findings 
to the people interested. “Speed 
with accuracy” is the watchword 
of war plants today and the salcs- 
man knows it because we make 
him Know it. Perhaps a plant ha 
a fairly good, workable system, 
but the need for increased pro- 
duction will make him listen if 
you can suggest a better method. 

Therefore, as a beginning, we 
saw to it that all outside sales 
men were qualified to sell filing 
equipment and able to recognize 
a situation in which the plant’s 
production and_ record-keeping 











MR. STEVENS 








could be improved by the instalia- 
tion of new equipment 

And that is the secret of selling 
filing equipment today. The sales- 
man can and must impress the 
plant heads with the fact that the 
tempo of today demands that 
there be no lag in the flow of 
production, and that in order to 
bring about that condition ther2 
must be no lag encountered in 
office procedure. 


Simplify System 

We instruct our salesman _ to 
simplify the office filing routine 
of any defense plant wherever he 
can do so. We know that if this 
is accomplished the owner or 
operator will fall on the sales- 
man’s neck in gratitude and we 
have made a friend for life. What 
harrassed and worried factory 
owner, working against time to 
fulfill government contracts, isn’t 
going to be made happy if some- 
one shows him the way to save 
time, cut out unnecessary office 
work and speed up the plant’s 
production line? 

Another thing we insist on is 
this: Sell the best, the highest 
quality merchandise because, to- 
day, price is not a factor. If a 
salesman is in a position to show 
a factory head a filing system and 
housing which is more efficient 
than the one in use, there isn’t 
much chance that the prospective 
buyer is going to haggle or “go 
shopping.” He has the money 
with which to buy and he has an 
urgent need for the equipment 
he is being offered or seeing dem- 
onstrated. He, the plant owner, 
knows only two words in this wild 
rush to equip our fighting forces 

speed and efficiency. And he 
will buy anything you've got pro- 
vided it will help him to attain 
his ends 


Here Endeth the Thirty-Third Annual Special Office Furniture 
Section, Made Possible by Cooperation of 


Dealers and Manufacturers. 
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are becoming increasingly 
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of steel and wood and... 


they are inexpensive, too! 


A. Card Index Trays’ E. Distributors 

B. Vertical Transfers F. Card Index Transfers 
C. Card Cabinets CG. Card Transfers 

D. Stationery Racks H. Document Transfers 


Stock these sales stimulators 
and vitalize your business 


—_— 4 
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prrtrite line 
DRAWING INKS 


Artists, draftsmen, and students will soon be asking you for Justrite 
Drawing Ink. It’s a really modern drawing ink - flows freely for fine work - 
will not cake - yet, the opaque India black color actually enhances the beauty of 
any drawing and improves its reproducing qualities. 


To introduce this revolutionary new drawing ink to the students in your 
area the Louis Melind Company is sponsoring a drawing contest that every 
grammar and high school student can enter. The contest is being announced 
in such publications as Young America, Scholastic, Junior Arts and Activities 
and School Arts, with a combined readership of over 2 million. 


Get set for extra business. Order Justrite Drawing Inks today. 
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THE LOUIS MELIND CO. 


CHICAGO 


| 
NEW YORK SAN FRANCISCO 















OFFICE APPLIANCES 


COURTESY CHICAGO ACADEMY OF FINE ARTS 
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and other products 
the stationers sell 
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NEW MAP OF AUSTRALIA BY RAND McNALLY 


Rand McNally & Company, 536 South Clark street, 
Chicago, is introducing to the trade a new folding 
and completely detailed map of Australia which has 
been printed by courtesy of the Commonwealth of 
Australia. 

Measuring 42 by 28 inches (folded, 634 by 9 inches) 
and scaled approximately 80 miles to the inch, the map 
is attractively done in four colors, and has a border 
rule index with population figures. On the inside 
front and outside back covers the company has in- 
cluded a compendium of useful information pertain- 
ing to the continent, a new and unusual feature which 
makes the map of vital interest to the American 
people at this time. 

The map sells for seventy-five cents and is also 
available in flat sheet form, printed on heavy map 
stock at $1.25, or with standard mounting at $3.00. 

nines 








MINIATURE CHAIR MAT SAMPLE FOR DEALER SALESMAN. 
—Service Industries, Inc., 2025 South Calumet avenue, Chi- 
cago, has devised this miniature sample Service chair mat so 
that salesmen are not obliged to carry a large, full-size mat. 
The unit measures only six by nine inches and shows wide 
strips of the actual mat material in four different colors, brown, 
green, black and maroon. The miniature will fit easily in a 
bag or a brief case or can be carried in the hand without 
inconvenience. Further particulars will be furnished by the 
company on request. 
COOPER LEAVES CANADIAN UEF FOR 
ARMY POST 


Vernon Cooper, St. John N.B., Canada, branch man- 
ager for Underwood Elliott Fisher, Ltd., has left his 
job to take command of the second company, Cana- 
dian Army Tank Brigade, R.C.A.S.C., a reserve unit 
stationed at St. John. He holds a captain’s rank. 

Succeeding him as manager of the branch is J. E. 
Cole, who has been on the staff of the local office for 
the past seven years. A singular phase in the change 
of managership is the fact that Mr. Cole is in the 
ranks of the reserve unit now commanded by his 
predecessor. 

Two other members of the branch who have also 
joined the Canadian Army are Edward Priestly, now 
at the provincial training center at Fredericton, N.B., 
and Wallace Burke, who received an appointment to 
the Canadian Officers Training School at Brockville, 
Ont.—_WJM 

— ao 


AGNEW ENTERS INSURANCE FIELD 

David S. Agnew, for the past twenty years active 
in the office equipment and supply industry, has 
recently joined the sales organization of W. A. Alex- 
ander & Company, insurance brokers of 135 South La 
Salle street, Chicago. Mr. Agnew has represented 
many office equipment manufacturers, his last two 
connections being with Ditto, Inc., and the Victor 
Adding Machine Company. 


During this period 
of exceptional stress, 
the concentrated at- 
tention of our entire 
organization is di- 
rected to the prob- 
lem of how best to 
serve our trade. 


No effort will be 
spared to the end 
that we might evi- 
dence, in concrete 
fashion, thru these 
hectic days, our keen 
appreciation of the 
loyal support we 
have always re- 
ceived from our 
dealers thruout the 
country. 


VATIL 
MANUFACTURING 
COMPANY 


900 E. 95th St. 
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CANODE 


DUPLICATING INKS 


: 7 & 


The Same HIGH Quality 
in NEW CONTAINERS! 


After exhaustive tests, we 
have decided on new 
glass containers in spe- 
cial packaging to meet 
new government regula- 
tions on curtailment of 
tin. We are glad to be 
able to cooperate with 
the war effort in this re- 





gard. 

* 
It's the same extra high quality Stencil 
Duplicating Ink that has always been 
our pride - - - in a New proven con- 
tainer. Packaged in half pounds and 
full pounds, 12 bottles to the carton. 


* 

CANODE INKS work perfectly in 
EVERY make and model of Stencil 
Duplicating Machine. Over 45 years 
experience in the manufacture of 
duplicating inks enables us to offer 
you the finest inks obtainable any- 
where. 


* 


Ask for a sample—and test it—we 
know you will be entirely satisfied. 
Write today!! 


INh SPECIALTIES CO, INC. 


531 S. LAFLIN STREET . . CHICAGO, ILL. 


SATISFACTION GUARANTEED OR YOUR MONEY BACK 
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SPECIALTY SALESMEN 
(Continued from page 13) 


taking place and then keeps pace with them. I believe 
that every manufacturer in the future is going to mar- 
ket a straight thinking, complete retail merchandising 
program along with his product. The salesman who 
calls on you in the future, I believe, will not be the 
“good-time Charlie” who just thinks about buying you 
a drink and telling you a few stories. No, manufac- 
turers will have to have representatives who are 
“Merchandising Counsellors.” These counsellors are 
not going to walk into an office, look around and say, 
“I see you are pretty low on typewriters and office 
machines, don’t you want to order some more?” Nor 
are they going to use the conventional way of motivat- 
ing you—I mean loading your inventory and then 
praying for you. This old method of motivation has 
long served its usefulness, and the manufacturer or 
dealer who continues to adhere to its use is going 
to see his business disappear. 

Yes, the man who sells in the future is going to be 
a merchandising counsellor. He will understand some- 
thing about the four parts of business—administration, 
finance, production and sales. He will realize that you 
have to make a profit on his product to stay in busi- 
ness and he will be interested in making that profit. 
As a merchandising counsellor, he will help train you 
on the basic business set-up which is showing you 
how to set up a show room to get attention, to create 
confidence and have proper facilities for selling. 

He will give you Sales Process Training on the 
best way to present his product to the public. He will 
teach you something about business exposure and 
prospecting. He will teach you something about the 
best way of recruiting, training, motivating and re- 
taining salesmen to sell his product. 


More Will Turn to Specialty Selling 


From the retailers point of view, the changes in sell- 
ing are affecting him materially, as I believe more and 
more retailers will turn to specialty selling. Today, 
specialty selling represents only fifteen per cent of 
the total sales volume. The rest is staple selling, or, 
as I would like to call it—‘‘order taking.” A specialty 
sale, by definition, is a sale in which the desire for 
what the product is created—not what the product is 
but what it does. 

As an illustration, you men are in the specialty 
field. If a man walks into your office and wants to buy 
a typewriter it is a staple sale but if you can convince 
him to buy a top price machine by bringing out the 
benefits and creating the desire for what it will do 
for him, it is a specialty sale. 

Naturally, specialty selling is more difficult but it is 
more profitable. Staple products can and are being 
merchandised by specialty salesmen because the spe- 
cialty man creates the desire for what his product 
does. He goes out and sells Mr. Burns by appealing to 
his basic buying motives and creating a desire for 
what the product will do for him. How can you do 
this? 

Well, the first job is to build the sale on the product 
you are selling. The difference between an amateur 
and a professional salesman is first detected by 
whether or not the salesman builds his sale. The 
amateur uses the old catch-as-catch-can method. He 
thinks up his sale while standing in front of his pros- 
pect. He hopes that he can overcome the objections 
that come up. But, if he loses a sale, he merely says 
“tough luck.” For instance, the typical amateur 
salesman would say to himself, “Well, here’s a new 
product that looks pretty good on the surface.” He 
would read the literature and from it all would take 
the appeals that he liked best and then would go out 
and in a very catch-as-catch-can method, present 
them to Mr. Burns. 

On the other hand, the scientific salesman briefs the 
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Will tell your customers to 


BUY CARTER’ INK! 


Make sure you can meet the big Fall 1942 demand 
for Carter’s by stocking your shelves NOW! 








*A 4.-color photo of this same kitten knocking over Carter’s new non- 
spillable Dip-Well will appear in full color in 8,450,000 advertisements 
in leading national publications—like LIFE, SATURDAY EVENING 

POST, and COLLIER’S. 






} ERE are the new ovals first intro- 

duced last Spring. America has 
gone all out for them in a big way. Now, 
when the additional new Fall advertis- 
ing gets under way, only one thing can 
result. A landslide for Carter’s Ovals. 

Look at the beautiful bottles, the eye- 
catching colorful labels, the new, luscious 
rich colors. Be ready for your share of 
the big Carter’s profits by ordering 
your supply of Carter’s now while trans- 
portation is available. 


CARTERS INK 
CTOMECI fer Sounliitn Sins 


BOSTON + NEW YORK + CHICAGO 


FREE Kitten... 


(Mounted reprint “as advertised in LIFE“’) 







You can have a full-color reproduction 
of the kitten advertisement mounted 
with easel to remind your customers 
of the extensive Carter advertising 
they have seen. Dress up your count- 
er. showcase, or window. Send for 









yours today. 
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TRADEMARK 


TRANSFILE FILES 


STEEL REINFORCED FIBRE BOARD 


Don't forget the small businesses—someway, somehow we must keep 
them supplied with the means of "carrying on." The little fellows may 
seem very, very small right now when everybody thinks in telephone 
numbers. But these little fellows make your business, buying steadily 


in quantities that yield the long profits. 


TRANSFILE steel reinforced, fibre board Files, a time tested product 
and not a new hastily built substitute, will help keep your customers 
going. They will provide the necessary housing for all semi-active and 


storage records—yes, they will even do a job for active records. 


Shipped flat they demand the minimum space from war cramped 
transportation facilities. They assemble easily, fold together quickly, 


without screws, bolts or tools. 


TRANSFILE Files will make you a nice profit, tool 


& 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET ° NEW YORK, N. Y. 


Manufacturers of the GUSSCO complete line of filing supplies 


























SEPTEMBER, 1942 


Sale like a lawyer briefs a law case. If he were selling 
an office machine, he would sit down and figure out 
every reason why Mr. Burns would buy it. The scien- 
tific salesman realizes that people do not know how 
they buy. The reason is that ninety per cent of all 
sales are made in the subconscious mind. They are 
not made in the reasoning, rationalizing or conscious 
mind. They are made in the subconscious mind. 
Psychologists say that your mind and mine, as well 
as the prospect’s, resembles an iceberg. What we see 
above the water on an iceberg is the conscious or 
thinking part of the mind. What is below the water 
of an iceberg is comparable to our subconscious mind 
and it is nine times as influential on our being and 
our purchases as our conscious mind. Imbedded in 
the subconscious mind is instinct and emotion. Yes, 
ninety per cent of sales are made in the subconscious 
mind, and, therefore, to create desire for our product 
in Mr. Burns’ mind, we must get him to thinking the 
way we think, feeling the way we feel and acting the 
way we want him to act. This means appealing to the 
reasoning mind and to the subconscious as well as to 
every basic emotional instinct. 


Reasons for Buying 


Why do people buy? Psychologists say there are four 
definite reasons—four definite things people buy sub- 
consciously. 

First, they buy a feeling of adequacy. Psychologists 
say that every one has some degree of an inferiority 
complex. They have a feeling of inadequacy and they 
buy things, they do things to give them a feeling of 
importance, to overcome this feeling of inferiority. 
For instance they buy a new house and they build 
it on Country Club Boulevard because the Jones built 
one there. You know how you feel when you drive a 
new car down the street, and you say to yourself, “I 
only wish so and so would see me, wouldn’t he be en- 
vious.” The chief reason why people build new houses 
is to satisfy a feeling of inadequacy. They like to dis- 
play to the public how successful they have been. 
This, of course, is subconsciousness. 

The second thing that people buy subconsciously— 
and this usually gets a chuckle—is romance. There is 
so much of this—in Adam as well as Eve—it is never 
stilled—it never dies. For instance, people change as 
types of buyers. Women start buying romance after 
they have reached the age of thirty-five. At that time, 
they realize that romance, in the conventional way, 
is leaving their life. They buy things to restore the 
feeling of romance. They usually encourage husbands 
to buy life insurance at this age, because subcon- 
sciously they realize that another husband would be 
much easier to get with a $50,000 policy to help. 


Men buy romance as well as women. They eat in the 
corner drug store, where a good looking girl smiles at 
them. They do not feel as badly about the bald head, 
since they heard some nice feminine girl say she liked 
men with bald heads. The whole cosmetic industry, 
the fashion industry, have been built on an appeal to 
romance. New homes are built and sold just to get 
the new fireplace, or recreation room, or some other 
part of the house, which will render a feeling of 
romance to the occupant. 

The third thing that people buy subconsciously is 
long life. You and I have a fear of dying. We do not 
want to die. We want to live. We are afraid to die. 
since Ponce de Leon, who came to America in 
search of “The Fountain of Youth,’ Americans have 
been buying long life. When a man reaches the age 
of forty-five and a woman about thirty-eight, they 
subconsciously start worrying about their life span. 
They go to the doctor more regularly, they take better 
care of themselves. They realize they must start taking 
care of themselves. Because of this basic instinct, 
people buy products that will give long life, and they 
also buy new heating plants so they will not get sick, 
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Lines of Carbon Papers 
SUPREME 
and 


BUCKI 


Lines of Typewriter Ribbons 
for 


! The Buckeye Ribbon & Carbon Co. 
1 «(1458-68 East Manufacturers 


PAUSE 


AND TAKE STOCK 


The market grows progressively 


TIGHTER 


Just so much merchandise 
available for orders with 
Preference Ratings. 


ARE YOU GETTING YOUR SHARE 
OF THIS LIMITED BUSINESS? 


Don’t forget the Purchaser's 
and End Use Symbols. 


MARKWELL MF6.CO.,INC. 


W rite Complete Details 


Ohio 
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(sem Dyhe’s 7. 900 
FOR DESKS IN WAR INDUSTRIES 


Solid walnut 
base. Adjustable 
shade. Instantan- 
eous manual type 
switch and bal- 
last. 





Model No. 900 


$Q-50 less 


tube 





Office workers in war plants will spend long hours over 
their desks this autumn and winter. That means greater 
need for efficient desk lighting and Van Dyke Fluorescent 
is the answer. Suggest Van Dyke Fluorescent desk lamps 
as essential team mates with the desks you're selling to 
war industries. By doing so, you render industry a real 


service. 


IMPORTANT—End Use Symbols and Classification Num- 
bers must appear on all your purchase orders. Your cooper- 
ation will be appreciated. 


VAN DYKE INDUSTRIES 


21st and Rockwell Sts. Chicago, Illinois 
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High rated business men want clean typing, sharp, black 
impressions from start to finish, dependability always, 
with consistent economy. That Codo quality measures up 
is testified to by the steadily growing volume we enjoy 
in the localities in which we are represented. Remember 
every merchant is just as dependabie as his merchandise 
and it's profitable to carry a line you can always depend 


upon. 


Codo makes carbon paper for every copying purpose and 


quarantees it against deterioration for five years. Full 


details are yours for the asking. 


270 Lafayette St. 
NEW YORK 


509 S. Franklin St. 
CHICAGO 


; 
e iber 
TYPEWRITER 
Reema RIBBONS 
build a reputation for quality typing 


2 
THE 5s MANUFACTURING CORP. 
. 


Factory, Coraopolis, Penna. 
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they buy new storm windows to keep down the drafts 
so they will not get colds and will live longer. 

The fourth thing that people buy subconsciously, 
and women buy this more than men, is masculinity. 
Believe me when I say women buy masculinity more 
than men. As an example of masculinity, all men want 
to be masculine. You buy your suits of clothes from a 
tailor or clothing salesman, who pats you on the back 
and says, “My, didn’t you used to play football?” We 
are all in mental and physical competition and I know 
that every man here, at some time or other, during 
a sales argument, has looked at his customer and said 
to himself, “I wonder what would happen if I would 
pop that guy?” Yes, you buy masculinity, but women 
want to be masculine more than men. They wanted 
to vote to be masculine, they smoke cigarettes to be 
masculine, they buy 4,000,000 pairs of riding breeches 
to be masculine. They buy masculinity. Certainly, the 
wrong appeal to a woman would be to Say, “I will ex- 
plain this to your husband, as you probably would not 
understand it.’’ No, the right appeal would be to ex- 
plain it all to her and then say, “Mrs. Burns, you un- 
derstand the details of construction better than any 
man I ever talked to.” As a rule, women do not feel 
inferior to their husbands. You can lose sales by mak- 
ing them feel inferior. 


Four Basic Buying Urges 


Yes, basically, there are four things that people buy 
subconsciously. They buy a feeling of adequacy; they 
buy romance; they buy long life; they buy masculinity. 

What do people buy with their reasoning and con- 
scious mind? One thing with which I believe you will 
all agree is that they buy things that save them money. 
I believe that we over-emphasize the value of monetary 
appeal. I have had purchasing agents beat me to cut 
the price of $5.00. They do not want the saving of 
that $5.00, they want to feel adequate and important. 
It would make them feel very adequate and very mas- 
culine if they beat me down. However, money-saving 
will appeal to the reasoning of the conscious mind. 

The second thing that people buy consciously are 
things that save them time. America is rushed. We 
do not have time to do all the things that we should 
do. The whole transportation business has been built 
on saving time. They must have more time to work 
and play. Time-saving devices in the kitchen are sal- 
able. Time-saving appliances in the home are salable. 
People haven’t time to get the job done. Surveys made 
by the psychological laboratories show that seventy- 
two per cent of the people did not have time to do all 
the things they wanted to do. Yes, they buy zipper top 
cigarettes to save time. They pay $500 more for an 
auto that will go ten miles an hour faster. They fly 
in airplanes to save time. 

Yes, people buy things that save them money, time 
and energy. 

I, of course, have only touched this subject of “Spe- 
cialty Selling.” My intentions have been to plant a 
seed or two that will influence a few members to spend 
more time during the next year or two in studying 
selling. There are many books available which would 
give you valuable information—information that would 
make you thousands of dollars. I would be glad to send 
any member of this association a list of such books 
if they would drop a card to me at the corporation. 

I know as some of you listen to this talk on selling 
that you probably have wondered what kind of a 
“ovp” game it is the fellow’s telling us about, and I 
want to say to you that the first prerequisite of any 
sale is for you to have confidence in the product that 
you are selling. You must feel and Know in your heart 
that you are doing the customers a favor if you influ- 
ence them to buy this product. 

Selling, to me, is the greatest profession in the 
world, because, really, men, salesmen had more to 
do with building this world of democracy that we are 
defending today than any other group of people. You 
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Another NEW addition to the popular Victor Mak-ur-own Line 


MAK-U R-OWN 


TRADE MARK REG. U.S. A 









FOR BINDING 
PHOTOGRAPHS 
PRICE SHEETS 
SNAPSHOTS 
ILLUSTRATIONS 
INSTRUCTIONS 
SPECIFICATIONS 
FOLDERS 
PAGES 
BOOKLETS 
RECIPES 
and similar sheets 


- 





__ IN ALL KINDS OF LOOSE-LEAF 
- BOOKS, PORTFOLIOS, BINDERS 
“SCRAP BOOKS, ALBUMS, ETC. 








SELL NATIONALLY ADVERTISED MAK-UR-OWN 
Index Tabs, Shield Tabs, Tabbed Index Sheets, Printed Tab Sets, 


Color Bars everything you need to serve your customers’ indexing 
requirements promptly and efficiently. 

Mak-ur-own advertisements, like the one shown here half size, are 
producing real sales volume for dealers all over the country. Make 
this national advertising campaign work for your store. Stock up 
now with genuine, original Mak-ur-own, the Index Tab with the 
handy pick-up beaded edge—your customers will buy it, ‘on sight.” 

***| eading Wholesale Stationers carry complete stocks of Mak- 
ur-own Indexing Products for your convenience, include some in 
your next order, or order direct from Victor. 





Write for FREE Folder 
"Mak-ur-own Indexing Products” 








HINGES 


A convenient time and money saver for 
every business that uses price or specification 
books, sales portfolios and similar assemblies 

and a practical convenience for many per- 
sonal purposes. 


The Mak-ur-own Hinge is made of strong, 
gummed blue cloth, firmly stitched to a ‘‘back- 
bone”’ strip that can be punched to fit any 
kind of binder. 


Smartly packaged in the famous Victor 
orange and black colors for attractive display 
Mak-ur-own Hinges will add profitable 
volume to your sales of the fast-moving Mak- 


ur-own line. 








SNIP THE STRIP 


To make any length hinge you want (Mak- 
ur-own Hinges are made in strips 8 14 inches, 
11 inches and 200 feet long). 


MAK-UR-OWN ADS 


are now appearing in 

such leading magazines 
as— 

TIME 

FORTUNE 

BANKING 

NEWSWEEK 

CREDIT WORLD 

BUSINESS WEEK 

NATIONS BUSINESS 

SCHOOL EXECUTIVE 

AMERICAN BUSINESS 


JOURNAL OF 
ACCOUNTANCY 


Every Ad says "Go 


to your Stationer for 


GO TO YOUR STATIONER '«- 9 





c . — 
VICTOR SAFE & EQUIPMENT CO., INC 





wORTH TONAWANDA =| MEW vous 


Mak-ur-own Tabs” 








THE VICTOR SAFE & EQUIPMENT CO., INC., N. Tonawanda, N. Y. 














Invest in Victory —buy U. S. WAR BONDS and STAMPS 
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do not find any monuments for great sales managers, 
but I think the time will come when they will receive 
such prominence. It is a retail salesman who influ- 
ences Mrs. Burns to increase her standard of living by 
buying a new home, or any other product that was 
merchandised. It was the retail salesman who put over 
the product, and thus made the American standard of 
living fifty years ahead of any foreign country. Yes, 
men, salesmen built America, and in my heart I am 
proud that I am a salesman. I would rather be a 
salesman than a doctor, lawyer, engineer, or any other 
type of professional man, because selling is the most 
honorable of them all. As merchandisers, the things 
that we are defending and sacrificing for today have 
more value to us than any other group of men, because 
if the democracy dies, the greatest profession on earth 
—Selling—will go with it. 
catatonia 


MISS CHATTERTON RESIGNS 


Dorothy Chatterton, for fifteen years connected with 
the typewriter division of Remington Rand Inc., in 
Chicago, left the organization early in August to 
assume new responsibilities outside the industry for 
which through her Remington experience she is well 
prepared. Miss Chatterton for fourteen years was sec- 
retary to the typewriter division manager. As such 
she came into contact with Remington men through- 
out the country who had occasion to stop in Chicago, 
thus developing a wide acquaintance in the organiza- 
tion. As a token of esteem she received from her 
fellow workers a beautiful Parker No. 51 pen and 
pencil set and a sum of money. Miss Chatterton has 
a great capacity for getting things done. She will be 
missed by her old associates and the many visitors 
who have occasion to see Manager Echoff and others 
in the Chicago Remington Rand branch. 

—- 


MILLER NOW PLANT BOSS FOR VARI-TYPER 


Charles Miller, associated since 1936 with the Ralph 
C. Coxhead Vari-Typer Corporation, New York City, 
last month was appointed superintendent of the com- 
pany’s factory, according to an announcement of 
Executive Vice-president Stuart P. Coxhead. Since 
last January Mr. Miller has been serving as foreman 
of the machine parts division and prior to that was 
connected with the research and experimental de- 
partment. 

© 8 - 
MONAGHAN BUYS PERKINS’ BUSINESS 

L. J. Monaghan, owner of office machine stores in 
a number of California cities, has recently purchased 
the Perkins Typewriter & Adding Machine Company, 
2112 Allston Way, Berkeley, Calif. The organization 
was previously owned and operated by C. H. Perkins 
who plans to retire to his country home for a long 
rest. Mr. Monaghan operates similar stores in Stock- 
ton, Fresno and Modesto, Calif., and another in Salt 
Lake City, Utah. 

<=? - 
GAINES BUYS McNEELEY BUSINESS 

Cenas Gaines has recently purchased the McNeely 
Office Supply Company, 114 Iberia street, New Iberia, 
La., which he will operate under the name of the Oak 
Office Supply & Printing Company, Inc. 

Mr. Gaines, who is secretary-treasurer of the new 
corporation, is well-known in the field, having traveled 
southwest Louisiana for F. F. Hansell & Bros., Ltd., of 
New Orleans. 

*—-¢ 


WOOLRIDGE GOES TO WASHINGTON 


Arthur O. Woolridge last month was appointed ad- 
ministrator of the Washington, D. C., office of the 
Ralph C. Coxhead Vari-Typer Corporation. Formerly 
manager of the Chicago branch, Mr. Woolridge will 
act as assistant to Vice-president G. J. Farmer who 
is in charge of dealings with the government. 




















WARSHAW 
FILING SUPPLIES 


Shortage of materials has reduced 
the quality of many fine products 
but not WARSHAW Filing Sup- 
plies. These are real values that 
are still ‘all wool and a yard wide." 


And we are still able to keep up 
with increased demand, too. 

You can sell more WARSHAW 
Filing Supplies, today and every 
day. 


THE WARSHAW MBFG. CO., INC. 


1 MAIN STREET, BROOKLYN, NEW YORK 
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ROLL LABELS 


GUIDES 
INDEX CARDS 


REINFORCED 
FOLDERS 


PROTEX 
STICKONS 


MENDING TAPE 
GUMMED 
INDEX TABS 








TEMPO Myalicédiing [och 


Give THAT PRESS PRINTED FIN/SH 


fo 260 TEMS 
% . \0 TEMPOS LOW-PRicEp — 
; 9° 





STANDARDS OF PERFORMANCE and ef- 


ficiency are higher than ever these days. The 


demand is for speed-up of production without 


sacrifice of quality. Ink, the smallest expense in 


a duplicating job, is one of the most important 


factors in successful operation. Insist on 

TEMPO INK for the most economical and 

satisfactory results . . . there is a TEMPO INK 

for every purpose and every price requirement. 
MILO HARDING COMPANY 


436 W. Pico Blvd. e Los Angeles, Calif. 
617 Commonwealth Annex e Pittsburgh, Penn. 
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‘National’ Cases 


Insure 
Dealer 
Profit 
and 
Consumer 


Satisfaction 





“National” brief cases, envelopes and ring binders mean profit for you 
and assured satisfaction for your customers. 
A wide selection of the finest leathers, skilled 
workmanship and years of knowing-how make 
“National” the outstanding line in this field. 
Priced for popular appeal in line with war- 
time economy. 


National Brief Case Mfg. Co. 


512 S. Peoria St., Chicago, Ill. 
10 E. 34th Street, New York 
1709 W. 8th Street, Los Angeles, Calif. 













STATIONERS - - - 


YOU CAN SELL 


ONE TIME CARBON SETS 
MANIFOLD BOOKS 
OFFICE FORMS 


—y— 


We manufacture exclusively for dealers a com- 
plete line that will add a profitable department 
to your business. 





ORDERS REPEAT REGULARLY 
WITH ATTRACTIVE PROFITS 





WE ARE SPECIALTY MANUFACTURERS 


(Not Job Printers) 
WRITE FOR COMPLETE DETAILS 


Newport News Forms Go., Inc. 
NEWPORT NEWS, VA. 

















OFFICE APPLIANCES 


Seen and Heard 


in Southern California 


By J. Edward Tufft 
1710 Morada Place, Altadena 


HILE there was the usual August slump in some 

lines, an old Spanish custom in Los Angeles, and 
while there has been a tightening up on materials 
there is still plenty of optimism in Los Angeles office 
equipment establishments due to the increased amount 
of repair and rental business. There is this hopeful 
sign—men long accustomed to white collar jobs and 
considered not quite as rugged as their pioneer fore- 
fathers, are proving themselves. They have thrown 
off the collar and the coat and hopped to it in the 
back room, or rather have brought the back room up 
toward the front room. The boys can take it, there 
is no longer any question about that. The stationery 
stores have no lack of business. They are selling 
everything they can get in good volume and could 
sell in volume some things they can not get. Type- 
writer and adding machine salesmen formerly accus- 
tomed to roam the streets obviously cannot do that 
now and outside sales forces are cut to the bone, but 
very few places have closed, all major agencies and 
branches are going along fairly well with a skeleton 
crew in the front room and an enlarged crew in the 
back room. One major dealer complained about the 
number of portables he had on hand and was not 
allowed to sell and yet the government could not 
use them. He felt there should be some kind of relief 


| offered in instances like his and he expected such 


relief later. 
» 7 * 

Carlisle Reorganizes.—Sam Carlisle, whose cheerful 
and tuneful voice is heard as the voice of the song 
leader in most gatherings of stationery men in this 
area, has reorganized his business at 1343 Third street, 
Santa Monica. J. M. Darlington is now in partnership, 
Mrs. Carlisle is secretary and the new name of Carlisle 
Stationers of Santa Monica has been adopted. Sam 
says business is increasing rapidly, the large number 
of major defense plants in the area being responsible 
for rapid growth in the community. 

* us * 

Returns from Coast Trip.Kurt Vasen, western 
regional manager for The Victor Adding Machine 
Company, has returned to Los Angeles after making 
a trip up the coast visiting branches at San Fran- 
cisco, Portland, Tacoma, and Seattle. He found busi- 
ness flourishing in the Puget Sound area. 

* * * 

Suman’s Son in East.—Joe Suman, who is a central 
figure in the office and store of The West Coast Sta- 
tionery and Printing Company, 1144 South Broadway, 
reports that his son, Roy Elvin Suman, now a warrant 
officer in the 601st Coast Artillery, anti-aircraft divi- 
sion, stationed at Philadelphia, raced home early in 
August and returned to Philadelphia with a wife. The 
young lady was Miss Bonnie Abbee of Los Angeles. 

* 7 * 

Miller in Boston, ete.—Gordon Miller, one of the 
proprietors of The Southern California Adding Ma- 
chine Company, 947 South Broadway, spent most of 
August in Boston, New York, and other eastern cities 
where he was looking both for efficient men and 
good merchandise. The company deals largely in 
rebuilts and does a general rebuilding, rental, and 
servicing business. 


* * * 


Young in San Francisco.—J. K. (‘Pep’) Young, 
former city sales manager for The Victor Adding 
Machine Company, is now in San Francisco and is 
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LQ00 years ag0 


In 1842 when Boorum & Pease was established 
this was a typical view of the water front of 
Brooklyn, home of the present big manufacturing 
plant of the company. 








Times have changed indeed. The old Clipper ships have disappeared; 
freight transportation has been revolutionized; the 100 years that 
have passed since Boorum & Pease was founded have brought a new 
concept of record-keeping. And during the same 100 years Boorum 
& Pease has changed, too, except in one particular; that of continuing 


to manufacture strictly in accordance with the principles of quality 














Ld . 
hc set up by our founders, and to regard the dealer as the proper dis 


tributor of blank books and loose leaf. 


BOORUM & PEASE COMPANY 


GENERAL OFFICES: 84 HUDSON AVE., BROOKLYN, 
BOSTON: 29 OTISST. . . . . . . ST. LOUIS: 115 SO. 8th ST. . . . . . . CHICAGO: 538 S. WELLS ST. 
NEW YORK CITY SALESROOM: 349 BROADWAY, N. Y. 
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"Air Mail Accuracy’ 
BEAM POSTAL SCALE 


1S A PROFITABLE ITEM FOR 
DEALER AND CUSTOMER 


Air mail and first-class postage waste runs into large 
figures yearly. Help your trade eliminate over-postage 
and short-postage weighing devices—show them TRINER 
Air-Mail Hair-Line Accuracy Scales. Their dependability 
is established beyond any doubt. Uncle Sam uses many 
thousands for fine weighing and checking of mails. 


Stationers have already sold thousands to their cus- 
tomers with 100% satisfaction. 


No. 84 illustrated above is of 1 lb. capacity by ™% 
eunces (other numbers up to 4 lbs.), with computing 
chart set at 45 degree angle for easy reading. Chart is 
celluloid covered, easily cleaned and easily replaced. 


Write for Circular. 


TRINER SCALE & MFG. CO. 





CHICAGO ILLINOIS 
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TuBULAR Comin WRAPPERS 
Stationers! It's your Line—Exclusively! 


"Steel-Strong” Products are sold through 
Stationers and Office Supply Dealers only. 
We have no retail salesmen to pirate your 
customers and cash in on your missionary 
work. 


Write for liberal discounts and sales help on: 


Lead Seals 

Seal Presses 

Teller’s Moisteners 
Manual Coin Counters 
Currency Racks 
Wrapper Cabinets 


Coin Wrappers 
Bill Straps 
Coin Bags 
Currency Bags 
Draw String Bags 
Metal Clasp Bags ; 
Night Depository Bags Sorting Trays 
Linen Shipping Tags Coin Storage Trays 
Downey Change Trays 


HANNIBAL, MO. 








THE C. L. DOWNEY CO. 
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TANKS-LETTERS 


For every tank produced to- 
day there are “tank-loads” of 
letters written about it. Letter 
production is part of War 
Production and _ necessitates 
speed and accuracy in han- 
dling. The ERROR-NO Copy- 
holder on the job insures 
rapid-fire output of today’s 
vital letters, reports, speci- 
fications and records. Sell 
ERROR-NO and Buy War 
Bonds! 


Write for today’s delivery details. 
THE DAWN 


Manufacturing Corp. 
40 MT. HOPE AVENUE 





ERROR-NO 


ROCHESTER, N. Y. Built in Seven Sizes 














You profit when you recommend purchase of a 


“ROBERTS” 


NUMBERING MACHINE 


because: 
I. Prices are lower. 
2. Discounts are greater. 


3. The range of figure styles and automatic 
actions is widest. 


4. Their quality is backed by unconditional guar- 
antees against defective workmanship or ma- 
terial, 


5. You can accept trade-ins. 
Imprinted literature describing various models 


is available for your sales promotion campaign. 


Have YOU any further questions? ... . 
Please write 


Roberts Numbering Machine Co. 


694-710 Jamaica Ave. BROOKLYN, N. Y. 





























SEPTEMBER, 1942 


busy as usual. It was not reported here what type 
of job he had taken over. 
> . * 

Good Record on Bond Buying.—A series of meetings 
with constructive talks has resulted in a very satis- 
factory line-up of war bonds buyers in the Grimes- 
Stassforth Stationery Company. The percentage of 
those putting ten per cent of income into bonds now 
has passed the ninety per cent mark. This company 
reports a good stock of consumer goods and a good 
consumer demand. July was an especially good month 
and August, usually a vacation month, was more 
than satisfactory, the management announced. 

* * * 

Polster in Los Angeles.—Jack Polster, western man- 
ager for The Wilson-Jones Company, a resident of 
San Francisco, spent a portion of August in Los 
Angeles. 

* * * 

Priorities Man Named.—Charley O’Kelley, formerly 
credit manager for The Schwabacher-Frey Company, 
has been named priorities man for this company. 
This job has become a real man-sized job with this 
concern as it has with most other companies. 

+ * * 

Takes in Graduation.—James A. Johnson, manager 
of the Los Angeles branch office of The Underwood 
Elliott Fisher Company, has returned from San An- 
tonio, Texas, where he attended ceremonies in con- 
nection with the graduation of his son, William, as a 
pilot in aviation. The young man has been retained 
as an instructor there in pilot training. Another 
son, James, is now in the quartermaster’s corps, 
armored division, and is stationed in California. 

. ~ * 

Harris on Vacation.—C. J. Harris, manager of the 
Los Angeles branch office of L. C. Smith & Corona 
Typewriters, Inc., spent two weeks in August at 
Tamarack Lodge located on Mammoth Lake and in 
Yosemite National park. 

* * * 

Veteran Closes Down-town Shop.—Charley Smith, 
who has been more than forty years in the typewriter 
business, has closed his place of business known as 
The Associated Typewriter Company, 651 South Figue- 
roa street, and is doing repair work at his home. 
He also has a rental business. Charley is regarded 
as an outstanding veteran in the game and the closing 
of his shop seems like the loss of an old friend to 
many a typewriter man in these parts. 

om + * 

Son Becomes Cadet.—Mr. and Mrs. R. C. Anderson, 
owners of The Business Appliance Company, at 509 
South Spring street, report that their son, Raymond 
Elmer Andersen, has signed up as an aviation cadet. 
He is only eighteen years old but would give his 
parents no peace until they let him sign up. He'll 
be shooting down Japs and Nazis before we can say 
“Jack Robinson.” 

* * * 

Homer Back from Chicago.—Harry Homer, western 
representative for the Esterbrook Pen Company, has 
returned to Los Angeles from a business trip to Chi- 
cago. He finds demand for his merchandise good 
throughout his whole territory. 

x . 7 

Palmer to Oakland.—Willis Palmer, representing 
Boorum & Pease, Los Angeles, spent his vacation with 
his parents in Oakland. 

* « * 

Returns from Yosemite.—Charley Hyatt, represent- 
ing Acco Products, Inc., and the C. Howard Hunt Pen 
Company, returned about the middle of August from 
a three weeks vacation in Yosemite National Park. 

* * * 

Many in Service.—The number going into the gov- 
ernment service from the Stationers’ Corporation in 
recent months has been large necessitating a rather 
rapid turnover in help. Business on the whole is good. 
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CARBON 
PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 
Sold right. Here’s a ribbon 
and carbon proposition you 
can turn into real profit. You 





can always count on our co- 


operation. 


EXCLUSIVELY for 
| DEALERS “- STATIONERS 


Complete details on request 


ALLEN & COMPANY 
ourT. @ 
11-18-15 Vandewater St., 
New York, N. Y. 





























“It's no use prying brother... 


Rollers are VULCANIZED around here!’’ 


DESIGNED FOR 
Multigraph (all models) 
Multilith (all models) 
Elliott Addressor 
Aniline Press 
and all cylinder type stencil Duplicators 


High quality merchandise e Synthetic Vulcanized 
Rollers @ Oil and Ink Resisting ¢ 56 different kinds 


of rollers on dealer list. Send for your copy. 


WE SELL WHOLESALE ONLY 


BETHEL MFG. CO. 


2600 SOUTH THROOP STREET CHICAGO, ILLINOIS 
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A SIZE (7” to 25”) FOR 
EVERY CUTTING BOARD USER 


Each Size a Leader in Quality 
Premier cutting boards offer outstanding built-in features 
covered by U. S. Patent No. 2256606. The choice of dealers 
everywhere. 
AIA or better Priority Rating must accompany all orders. 
Get acquainted with the PREMIER Cutting Boards NOW!! 
Fully covered by U. S. Patent No. 2,256,606. 
Write for Prices and Details. 


PHOTO MATERIALS CO. 


1323 S. Michigan Ave., CHICAGO, ILL 


Representatives 
Fred Deutsch, 815 Elim St.. Dallas, €. Horte Ind., Htl.. Mich., Ohio 
Texas, serving Texas and Oklahoma 3825 w 109th PI Chicago, tl! 
Milton Stone, 30 Church St., New S. Lichtenstein. 1228 Locust Ave., 


York City, covering New York Philadelphia, Pa 
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Service 
Brings 
Them Mn 


Service on Staplers—repair- 
ing and reconditioning 
them, is helping many / 
Hotchkiss dealers to build iON 

good-will and overcome cus- > 

tomer disappointment over io 
shortages. : 

Prompted by these deal- 
ers, users everywhere are 
looking up broken or discarded staplers and bringing them in 
to be put into serviceable condition. 

Usually parts for repairs are available and such parts can 
be shipped promptly. lf you are not prepared to handle a 
particular repair job, write us and we will give you shipping 
instructions for the damaged machine. In most cases all that 
is needed is to clean and oil it. 

Advertise your store as Service headquarters for Stapling 
Machines. It will bring customers into your store, build 
good-will and insure you against loss of business when peace 
comes and merchandise is plentiful again. 


IMPORTANT 


Today many of your customers are working directly or indi- 
rectly on war production. Ask for classifications or ratings on 
orders they give you so as to protect yourself and get faster 


service for them. 


HOTCHKISS 


NORWALK, CONN., DEPT. O 
“Pioneers in all that’s best in Stapling” 


3 ag . 
"> STAPLER SERVICE 
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Sam Warner, who heads up the school supply depart- 
ment, has just gotten back from a restful vacation 
spent in cool spots in California. 

Daughter Gets Movie Contract.—Here’s a story worth 
telling: Warren G. Saul, who recently arrived in Los 
Angeles to act as salesman for The Royal Typewriter 
Company after having been in charge of the agency in 
Scranton, Pa., for many years, reports that he and his 
wife have moved to Los Angeles to be with their fifteen 
year old daughter, Beverley Jean, who has signed a 
contract with the M.G.M. studios. Beverley Jean is a 
lyric soprano and will appear in a number of future 
pictures. She has been in Los Angeles for the past 
seven months. The family has taken up residence in 
Westwood Village, widely known Los Angeles residen- 
tial area adjacent to the University of California in 
Los Angeles. 

Ralls Is Back.—G. G. Ralls, manager of the local 
branch of The Royal Typewriter Company, is back in 
Los Angeles after spending his vacation in the “North,” 
a name applied in Los Angeles to all regions beyond 
the upper city limits. Mr. Ralls reports repairs and 
rental business good as well as the supplies business. 

* * * 

Bowling Team Again.—The Schwabacher-Frey Com- 
pany will have a team in the Department Store League 
again this year, the play to get under way about 
September 15. Last year this team walked off with 
first honors. The big service flag in the store on 
August 18 showed twenty-nine stars, a good record 
representing more than ten per cent of the total 
number of employees. 

* * * 

Cratty Doing Well.—W. B. Cratty, proprietor of The 
North Hollywood Typewriter Company in North Holly- 
wood, formerly in charge of portable typewriter sales 
for Remington Rand, reports repair business as rush- 
ing. Not to be bested by the demand, he has taken 
off his coat and gone into the shop himself after 
having been out of that end of the game for many 
years. 

Flynn Back from Camp.—Leo Flynn, formerly with 
The Los Angeles Adding and Bookkeeping Machine 
Company but more recently engaged in taking care of 
office equipment at Camp Roberts, has returned to 
Los Angeles. He will go into another type of service 
soon, he anticipates. 

<> © 


“WARTIME CONSERVATION IN THE OFFICE” 


One way to help in the present war effort is by 
concentrating on the conservation of office supplies 
and equipment. Many familiar supplies used in every- 
day office operation are becoming increasingly scarce 
and costly. 

At the same time many types of.office machinery 
and equipment are not procurable while record work 
resulting from wartime production has increased in 
volume. 

The procedures employed by a number of companies 
to inaugurate or intensify waste reduction programs 
are outlined in a report recently issued by the policy 
holders service bureau of the Metropolitan Life In- 
surance Company, which has been published under a 
title of “Wartime Conservation in the Office” and is 
now available to executives who address the bureau 
on their business stationery. The address is Policy 
Holders Service Bureau, Metropolitan Life Insurance 
Company, 1 Madison avenue, New York, N. Y. 


NEW FIRM INCORPORATES 
The Ohio secretary of state’s office has recently 
incorporated the Control-Visible Corporation, Cincin- 
nati, with 175 shares of no par value common stock, 
the principals being H. H. Southgate, Bertham G. 
Hull, R. E. Hobbler and Anthony P. Conlon.—AK 








SPEED-O0-PRINT 


A VITAL LINK IN 
COMMUNICATIONS 
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Speed-O-Print is the practical and 
economical way to produce 
multiple forms. It’s no wonder 
modern business, big and small, 
chooses THIS ey stencil dupli-_ ret” 
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For Our Country 





a 


Industry Members Now Serving With the 
Armed Forces of the United States of 
America 


(Ed. Note—Readers everywhere are invited to send 
to OFFICE APPLIANCES, for inclusion in this column, the 
name of any member of the industry who has entered 
the armed services of the United States). 


Albert Tangora, seven-time holder of the world’s 
speed typing championship and a demonstrator under 
the Royal Typewriter Company banner, is now a Chief 
Yeoman in the United States Navy, where he will 





operate as an instructor in typing. Those who re- 
member Al in civilian life will agree that he looks 
just as snappy in his sea-going rig. 


=: F&F: FE 


W. G. Richardson, factory representative in the 
national dealer division of the Old Town Ribbon & 
Carbon Company, Inc., Brooklyn, N. Y., has been 
granted a leave of absence for the duration following 
his receipt of an appointment in the U. S. Army Air 
Corps. During his term with the fighting forces his 
position with Old Town will be filled by Fred O. Poston 
who has had many years of experience in the office 
supply field. 

EE ve: 

August Dvorak, Seattle inventor of a simplified type- 
writer keyboard with which his pupils have won sev- 
eral typing championships, has entered the United 
States Navy. In order to take the appointment Mr. 
Dvorak was obliged to ask leave of absence from the 
University of Washington, where he is professor of 
educational research and statistics —CML 

= a= ee: 


L. J. “Larry” Schubert, who covered a territory con- 
sisting of Illinois, Missouri, Wisconsin and northern 
Michigan for the Globe-Wernicke Co., has enlisted 








12 BIG SELLERS | 


Your Customers Will Need 


TheIDEAL SYSTEM 


To Meet The Requirements Of The 


NEW INCOME TAX LAW 


Each IDEAL SYSTEM is a Complete, Up-to-date 
Bookkeeping System and Tax Record— 
All In One Book: 


Merchants Business and Tax Record 

General Business and Tax Record 

Restaurant and Cafe Business and Tax Record 
Grocers Business and Tax Record 

Hardware Dealers Business and Tax Record 

Service Station Business and Tax Record 

Garage Business and Tax Record 
Drug Store Business and Tax Record 

Dentists and Physicians Professional and Tax Record 
Beauty Shop or Barber Shop Business and Tax Record 
Jewelers Business and Tax Record 

Farm and Ranch Income Tax Record 


Prices $2.00, $3.50, $5.00, $7.50 Each 
Liberal Discounts and Terms. Delivery Prepaid. 
Best Values Obtainable. Quick Turnover. 
18 Years Nation-wide, Prompt, Dependabie 
Service. 

Write for Dealer’s Catalog Now! 


THE IDEAL SYSTEM COMPANY 


Publishers and Manufacturers 


424 South Broadway 


| 


Los Angeles, California 














OUTPUT BOOSTER 


Morale and output of help 
everywhere are boosted by 
Nev-R-Kurl Carbon Paper. Try 
it and see. 


NEV-R-KURL 
CARBON PAPER 


@ WILL NOT CURL, tree, wrinkle or 
smudge. 


@ LASTS LONGER, more copies per 
sheet. 

@ UNIVERSAL, same sheet works on 
all typewriters, billing, bookkeep- 
ing machines. 














WOOD STAMP PADS 


4 sizes. Won't warp or sag. Sharp, 
non-fading impressions, Ink dries in- 
stantly on paper but not in pad. 












LA-PHILLIPS 
President 


1: en =e 
ROCHESTER.NY 











HELP YOUR CUSTOMERS TO 


Step On Its Neck 


WITH 


ofot{o)}] gs 


STEEL FILE SIGNALS 


With the growing demand for detailed reports, 
clerical departments can become production 
"bottle necks’ over night. Only relief, ready 
access to facts... . easy when records are 
equipped with Cook's Steel File Signals. 


oh 


23 30 PTD 1 
7" 


34 
THE H. C. COOK CO 14 BEAVER ST., ANSONIA, CONN. 
“ONE HUNDRED PERCENT DEALER PROTECTION” 

















QUALITY 
LEADERSHIP 
DURABILITY 
AUTOMATIC GUIDES 





Patented hinged metal eyelet of piano wire which pre- 
vents bottom projection from breaking or being torn off 
yet allows full movement to the guide. 


AUTOMATIC FILE & INDEX CO. 


629 West Washington Bivd., Dept. A-105, Chicago, Illinois 
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in the ground force of the U. S. Army Air Corps and 
is stationed at Patterson Field, Fairfield, Ohio. He 
has been assigned to the Instrument Repair School. 
Two other Globe-Wernicke representatives who are 
now in the Army and Navy respectively are George 
Gilpatric and George Blaine. 

Galen Lane, formerly a fieldman in the southern 
areas for the Royal Typewriter Company, has hung 
up his brief-case to do his bit for Uncle Sam. For 





many a day the possessor of a desire to fly, Mr. Lane 
will now get his wish, having been commissioned a 
lieutenant in the Army Air Corps. 

Robert A. Hofherr, vice-president of the Kendrick 
Furniture Company, Chicago, has closed the desk in 
his office for the duration and is now in the United 
States Army. Holding the rank of lieutenant, he is 
at present attending the Quartermaster School at 
Camp Lee, Va., and, with the typical American spirit, 
tells his friends he will be contented to be sent any- 
where from Flushing, N. Y., to Alaska, so long as 
there is service for him to perform. 


Alvin B. Bresler, president of the Gulf States Sales 
Corporation, Birmingham, Ala., has been called into 
the armed service and is now a second lieutenant in 
the Quartermaster Corps, stationed at Lowry Field, 
Denver, Colo. During Mr. Bresler’s absence Chris E. 
Nichols has been appointed general manager. 


Frank W. Laskowski, formerly a vice-president of 
the Cotterel Company, Harrisburg, Pa., is now a major 
in the United States Army, assigned to the adjutant 
general’s department, Twenty-eighth infantry divi- 
sion. 


SS 


SOUTHERN NEWS JOTTINGS 


J. W. Harris has joined the R. B. Camp Stationery 
Company as a city salesman . He was formerly 
located at Fayetteville, Ga. ... Colonel Harry O. With- 
ington, who was recently retired from active service 
with the United States Army, has resumed his duties 
as president and treasurer of the Lanneau’s Art Store, 
Charleston, S. C. ... At the time of his retirement 
he was in command of an infantry regiment at Fort 
Jackson. ... Even though unatle to secure typewriters, 
Pound & Moore, Charlotte, N. C.. is capitalizing on 
office machine repair work, offering a complete over- 
haul and rebuilding typewriter job for $35, and lend- 
ing a machine while the work is in progress. 
Prospects are urged to have the work done while 
parts are still available—JHR 
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There are plenty of cylinders for the 
BATTLE OF BRAINS “22222 


rials, Dictaphone cylinders 

for dictating machines will 
continue to be available for the duration. 
There is no need to hoard them. 

This is good news, indeed, to executives 
who are using dictating machines to keep 
pace with the accelerated mental produc- 
tion required in today’s battle of brains. 

Dictaphone equipment likewise is still 
available. It has to be distributed with a 
greater sense of responsibility than for- 
merly, but if you are an over-worked pro- 
duction executive trying to keep ahead 
of almost incredible volumes of work you 
owe it to yourself to get in touch with us. 

In the Army, Navy and other vital war 
services Dictaphone equipment has shown 
itself indispensable to a variety of uses. 
Now, when all America is united in the 
greatest single task of all, the value of the 
Dictaphone Method is being proved as 
never before. 

After the war is won we'll be ready to 
serve thousands of businessmen who by 
war necessity have learned the advantages 
of doing away with such handicapping 
habits as antiquated, time-wasting, two- 
person dictation. Dictaphone Corpora- 
tion, 420 Lexington Avenue, New York. 








* HELPING TO WIN THE WAR IS DICTAPHONE’S NO. 1 JOB TODAY x 











FOP,VICTORY 
ay . . 

ACCURATE AS A TARGET RIFLE... fast-firing asa Garand 7%! ALL DICTAPHONE ELECTRICORD* EQUIPMENT is <lesigned 

. the U. S. Army's deadly new anti-aircraft guns are de & BUY or reserved for the armed services and their direct suppliers. 
signed to take a terrible toll of enemy planes STATES Today in airplane control centers are batteries of Dicta 
BONDS phone Electricord Belt Recorders which make permanent 
records of all flight instructions. Continuous recording is 
done on small flexible belts which are practically unbreak- 
able, and which can be folded and filed away. 


These guns are aimed and fired by remote control. The 
marksman simply sights and follows the target with a finder 
and releases the trip mechanism which fires the gun. The 











gun barrel swings in unison with the aiming device 

= . , ; : Another development is the Dictaphone Special Electri 

To Dictaphone Corporation went the difficult task of " 

ki } j , he hraii f the cord recording-reproducing machine which records from electric 
making the precise and intricate control system—the ains Oo 1e : , 

: a I ’ communications equipment and is being made for the U. 8. Army 
mechanism. This device enables the guns to get into action with - , 

He 1 6} Signal Corps and other essential war services. 

deadly accuracy and almost incredible speed, the instant the 


This special equipment for war use is typical of the developments 


enemy is sighted. I : ; “ gor 
of Dictaphone research which will be available for civilian use 


Thus the skill and precision which have been deve loped in the after the war is won 
manufacture of Dictaphone dictating machines have now been ©The name Electricord. formerly Tele ae sod 
turned to make one of the Army's most complex mechanisms. to Dictaphone equipment which is electrically amplified 


D H CTA PH O N E ACOUSTICORD DICTATING EQUIPMENT  Drincramons ss nour 
ELECTRICORD RECORDING EQUIPMENT — ceruiaccitimee an «Appi 
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* Geared for Victory! 


WAR EFFORT MUST COME FIRST 
AND OUR BUSINESS IS REGULATED SO 





However... [ 


our plans, policies and our commer- 
cial line are not so badly affeeted— 
for the balance of the year. We are 
fighting hard to supply our EST AB- 
LISHED DEALERS but WE ASK 
YOUR COOPERATION in getting 


your holiday orders in early. 


We are 90% on war work but can still supply 


75% of our ESTABLISHED dealers requirements. 

















“The Complete Line’ 
IS MORE IMPORTANT THAN EVER 




















With a growing number of products on your “can’t sell” list, carbon paper, 
inked ribbons move right up front as immediate sales and profit makers. 
There’s a specific ribbon, carbon paper or carbon roll for every application 
right in the one line—the Storms’ line. 


You sell more to each customer when you prescribe the right Storms’ 
products for the job at hand. Get to know “The Complete Line”. 


CARBON PAPERS: Cleangrip, Whitedge, Clean Pull, Cameo, 

American, Reliance, Carbons-Storms Pen and Pencil Carbons 

in all weights and finishes. CARBON ROLLS: Tailor’s 

Marking, Whoto Offset, Billing Rolls for Elliott Fisher Ma- 

chines, Billing Rolls for Burroughs Posting Machines, Regis- 
7 ter Rolls, Tally Rolls, Teletype Carbonized Rolls, Rolls for 
| Elliott-Addressing Machines, Special Rolls. INKED RIB- 
BONS: Stormtex, Cameo, American Reliance, Ribbons for 
Addressograph Multigraph, Speedaumat, etc. 























H. M. STORMS CO. 


561 GRAND AVENUE, BROOKLYN, N. Y. 
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Convention Registration 


(Below are listed those who attended the Seventeenth Annual Conven- 

tion of the National Typewriter & Office Machine Dealers Association 

in July but whose names were not available at the time the August 
issue was put to press.) 


A Kretchmer, Otto, Peerless Key-Im- 
Adams, K. A., Victor Adding Ma- perial Manufacturing Co., New 
chine Co., Chicago, IIl. York, N. ¥. 
B Kretchmer, Walter, Peerless Key- 
Bakewell, Alvin G., Victor Adding Imperial Manufacturing Co., 
Machine Co., Ill. New York, N. Y 


Chicago, 


Bush, Clarence E., General Type- . 

writer Co., Washington, D. C Lafferty, Jas. T., Underwood El- 
. n. ; liott. Fisher Co., New York, 
Carroll, P. J., Globe Typewriter & 

Equipment Co, New York, Lyons, x Arthur, Reliable Type- 

t & Add Mach Co., 

Chappell, C. R., Peter Paul Me- ply o_o re ; 

chanical Service, Pittsburgh, M 

— ld, Donald hingt« 
Cooper, F. S., Codo Mfg. Corp., “_ ey . q, onald, Washington, 


Chicago, Iil. Clearfield, Penna 


Mann, Harry z.. 


Er ees oe. Ls alee Mansfield, Harvey C., Washington, 
7 i ; D. C 
Desimone pre J.. New Ken McAllister, Donald, Geyer’s Topics, 
sington Typewriter Co., New New York, N. Y. 
Kensington, Penna. McCarty, Jos. J., L. C. Smith & 
Corona Typewriters Inc., Colum 


Duerr, A. C., St. Louis, Mo. 


Duerr, L. K., St. Louis, Mo. ae 
Durand, S. E., Reliable Typewriter Meek, Edden, Oe Ohio 
& Adding Machine Co., Chicago, Mitchell, J. C., litchell Office 
Ill. Equipment Co., Pontiac, Mich. 
Morse, J. S., New York, N. Y 


E 
Elmer, L. D., Economy oo 


N 
Service, New York Naylor, L. P., Victor Adding Ma- 
i © 


chine Co., New York, 


Fucci, N. H., Business Machine Nestor, Irwin J., Nestor Type- 
Service Co., New York, N. Y. writer & Office Supply, Detroit, 
G Mich 
Garrigan, A. J., Typewriter & Pp 
Equipment Co., Springfield, Ohio Peacock, W. J., Standard Type- 
Garrison, W. Marietta Office writer Co., Pittsburgh, Penna. 
Supply, Marietta, Ohio Pfahl, E. R., Adding Machine 
Golding, Norman, Atlas Typewriter Sales & Service, Cleveland, Ohio 
Co., New York, N. Y. Purvin, William, Superior Type- 
writer Co., New York, Ae 
Hackney, Jas. M., Remington 
Rand Inc., Buffalo, Y. Rubenstein, Joe, Adressing Ma- 
Harwitz, | Marcus, Bs ag aa chine & Equipment Co., New 
writer Co., New York, N. Y. York, N. Y. 
Heaton, Jos. F., Pawtucket Type- ¥ S 
writer Exchange, Pawtucket, Schaeffer, O. W., Underwood El 
R. I. : ’ liott Fisher Co., Knoxville, Tenn. 
os H., Heier Office Schlecht, Albert W., Typewriter & 
achines Co., Benton Harbor, Supply Co., Cleveland, Ohio 
Mich. . . Sheehan, Jas. J., Office Appliance 
Hermann, Elmer E., Hermann Co., Providence, R. I. 


Typewriter Service, Battle Creek, Smith, H. J., Parkersburg, W. Va. 


Mich. : Stifter, John, Allen Calculators, 
Hock, Fred W., American Type- Inc., Detroit, Mich. 
writer Co., Pittsburgh, Penna. T 
Johnston, W. A., Knoxville, Tenn. Treanor, James A., Peerless Key- 
Imperial Manufacturing Co., 
Kellstedt, A. H., Peoria Type- New York, Y. 
writer Co., Peoria, IIl. Ww 
Kelly, W. P., Office Equipment Whitmer, C. I., Typewriter Ex- 
Co., Louisville, Ky. change, Columbus, Ohio 
Kempel, G. P., Portage Type- Wilkerson, O. A., Jr., Security 
writer Service, Akron, Ohio Steel Equipment Corp.. Avenel, 
Knight, Walter E., Woodstock ms. 
Typewriter Exchange, Youngs Wirtshafter, Wm., Cleveland, Ohio 
town, Ohio Wolowitz, Wm. H., United Type- 
Krause, Chas. F., New York, writer & Adding Machine Co., 
a Washington, D. C 


<>< 


SAN ANTONIO NEWS NOTES 


Any question as to the loyalty of the stationers and 
business equipment and their employees in San 
Antonio is well settled by a survey conducted by your 
representative for OFFICE APPLIANCES which shows that 
fully 100 per-cent of these firms and the employees 
are doing their part in the present emergency through 
the purchase of war bonds and stamps. While 
none of these firms have a Ten-Per-Cent Club, it may 


be safely stated that at least ten per-cent or more 
of the wages are going to this cause. Where em- 
ployees, because of financial difficulties, are unable 


to purchase this amount in stamps or bonds, officials 
of the firms are increasing their own purchases so 
that the percentage will hold. Efforts have been 
started to have San Antonio selected as the conven- 
tion city of the Texas Stationers for 1943. It has 
been some time since the convention was held there, 
and local stationers and business equipment men feel 
that the city is due the honor. Previous conventions 
held have shown a good attendance, and the visitors 
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EARLY THIS YEAR 


Y 


AND NOW! 








OUR STOCKS HAVE RECOVERED .... 


We've built up our inventory of 
BERKSHIRE TYPEWRITER PAPERS 


so that now we are in an excellent position to make 


prompt shipment on all orders received.* Even if 


you haven't been a Berkshire dealer in the past 
We can now service you—and would like to! 
*We cannot guarantee that tem 
TON: 
porary shortages uull appear Pk +a 
i TYPEWRITER 
hut, if they occur they will be * PAPERS 
quickly relieved “Rxgni* 


EATON PAPER CORP., PITTSFIELD, MASS. 
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CH A YT M A T S 


Made of Indestructible Quarter Inch Tempered Fibre 
PROTECT CARPETS ---COVER WORN SPOTS. 


Chairs roll easier. 18 sizes and shapes. Brown, Green, 
Black and Maroon. Write today for complete details and 
miniature sample. 


Also makers of Service drawing 


boards @ lap boards @® clip boards. 


SERVICE INDUSTRIES, INC. 


2025 SO. CALUMET AVE. CHICAGO 
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FOX 


BUSINESS 


BOOSTERS 
THAT 
REAP REWARDS 





Desk Sets 
Arch Files 
Chair Mats 
Perma Tops 
Clip Boards 
Folding Pads Black Boards 
Linoleum Pads _ Bulletin Boards 
Linoleum Tops Typewriter Pads 
Work Distributors 


Ask for New Cushion and Desk Pad Circulars. 


Geo. E. Fox & Company 


Office Specialty Manufacturers Since 1911 
412-420 ORLEANS ST., CHICAGO, ILL. 


Cushions 
Lyno Pads 
Glass Pads 
Chair Pads 
Blotter Pads 

















Yo!? 
~ 


ie y 7h . 3 


IS NEVER 


VICTOR 7 MONOTONOUS! 


We hope that we will not appear monotonous if we mention Boston 
K. S. Pencil Sharpener continually in our advertising for the duration 
Due to limitation orders we had to standardize on one model Boston 
Pencil Sharpener, and K. S. seems to meet the most general office needs 
The right of way for high priority orders calls for sacrifices, but we 
are all glad to make sacrifices, if we can only contribute towards 
winning—winning can never be monotonous 





K. S. 
THE BUY WAR 
peice BONDS AND 
TAMP 
PENCIL . . 
SHARPENER 


|LOG} \| 


PENCIL SHARPENERS 


Manufactured by C. HOWARD HUNT PEN CO., CAMDEN, N. J. 
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have gone away well satisfied with the hospitality 
extended them. .. . J. Andrew Smith of J. Andrew 
Smith Company, has returned from attending the 
international convention of the Lions Club held at 
Toronto, Canada. Mrs. Smith accompanied him. Mr. 
Smith is a past president of the San Antonio Lions 
Club and at present is district governor for South 
Texas. He is also a member of the speakers’ com- 
mittee on the drive to increase the sale of war 
stamps and bonds, appearing before luncheon groups, 
neighborhood meetings, and on the radio. ... Al Eise- 
mann, of Maverick-Clarke, has returned from a well- 
earned vacation spent in visiting spots in southern 
Arkansas and east Texas. . . . Business leaders who 
believe in the psychology of color will find a fitting 
example in the newly painted building of Maverick- 
Clarke. The building has been painted a bright 
yellow, while a huge sign on the east side of the 
building, fronting on a parking lot, is done in a 
bright red. That it attracts attention is without 
question, and that is what brings in the business... . 
Mrs. Lois Rives, secretary to G. L. Davis, San Antonio 
branch manager for the Royal Typewriter Company, 
has returned from a vacation.—_BCR 


>—- 





ROSS C. McRAE, for the past six years connected with the 

sales department of the Louis Melind Company, Chicago, last 

month was transferred to New York City where he takes 

managership of the firm’s branch office at 39 Cortland street. 

Mr. McRae, together with his wife and three. daughters, is 

at present busy establishing a home at Rosedale, Long Is- 
land, N. Y. 


*—- © 

DEALER TRIES “LET’S GET ACQUAINTED” WEEK 

The Kleinkopf Stationery Company, Burlington, 
Iowa, recently cooperated with other merchants and 
a local newspaper in staging a unique trade promo- 
tion stunt which was dubbed “Let’s Get Acquainted” 
week. The event turned out to be a pronounced 
success. 

All of 
advertisements in 


the merchants of the Iowa town printed 
which appeared cartoons of the 
owners and their staff members. The newspaper’s 
editorial columns carried articles on Burlington’s 
scenic spots, societies, churches, industrial growth, etc. 
In the stores owners and clerks wore badges bearing 
their individual names and citizens were urged to 
make ten new acquaintances during the week. 

The Kleinkopf advertisement ran true to form and 
besides the cartoons of Owner C. H. Kleinkopf and his 
staff contained the legend: “Let’s Get Acquainted— 
Drop in and Meet Kleinkopf’s Stationery.”—NPS 


*—- 
SHEA NOW OFFICIAL OF TELAUTOGRAPH 
Hamilton Shea, for two years acting secretary and 


treasurer of the Telautograph Corporation, New York 
City, last month was officially elected to that post. 
After graduating from Middlebury college Mr. Shea 


~~ 


became connected with the Chase National bank, re- 
maining there until 1940 when he resigned to join 
Telautograph. 














SEPTEMBER, 194 163 





...-ethen knocks off 
$1,200 Carbon Account 


This is the story of a Dealer who read one of 
our advs. in which we offered to help crack 
the big, important ribbon and carbon ac- 
counts previously considered out of reach. 


Like you, he had begun to despair of ever 
getting to first base with the more desirable 
accounts in his territory. Direct-selling and 
"inside" prices had stymied him. 


Our adv. gave him new courage. He fur- 
nished us with specifications of ribbons and carbons used by an important utility, gave us 
every detail in his possession that would help us solve the problem. 


In a matter of days we submitted our samples. In test after test PEERLESS IMPERIAL 
Ribbons and Carbons came through with 
flying colors. The Dealer—until recently 
a stranger to us—obtained an initial order 
for $1200 and today he is one of our 
staunchest boosters. 

There are mountains of gold in your 
home town. Will you let us help you mine 
it? Begin the spadework now by dropping 
us a note in the mail. Tell us about an 
"impossible'’ account you'd like us to crack 


for you. 


PEERLESS KEY-IMPERIAL MFG. CO., INC. 


General Office & Factory: 401-407 Mulberry St., Newark, N. J. 


THE KEY MEN OF AMERICA .. . Manufacturers with the dealers’ viewpoint 





BRANCHES: DETROIT NEW YORK CHICAGO LOS ANGELES 
37 Linden St., River Rouge, Mich. 321 Broadway, New York City 179 W. Washington Street 828 S. Spring Street 
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ef 


continues... 


O\Mtomatic 


HELP CONSERVE STEE 


Ammuniticn—so vital to our armies 
—is being produced by Automatic 
in ever increasing quantities. 
Output of Automatic 
. but is of course re- 
duced ... for 
needs must come first! 


AUTOMATIC PENCIL SHARPENER CO. 


DIV. of SPENGLER- 
LOOMIS MFG. CO. 








Start Next Year Right! 


NOW IS THE TIME TO ORDER 


STARK DESK CALENDARS 


An 
Outstanding 
Line with 
Real Selling 
Features 
and 
Best of All 


A Keal Profit P Pe ithawir 


Printed in two colors, RED and BLUE on 
quality bond paper with maximum writing 
surface. 












Write at once 
for catalog. 


STARK 


CALENDARS, Inc. 


525 S. Dearborn St. 
Chicago, Hil. 





New York Office 
321 Broadway 


Phone COrtiand 7-9779 
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contributes to 
the war effort 











| You are urged to advise cus- 
\ tomers to keep their present 
“ Sharpeners o'led and clean! A single 


drop of oil on bearings and gears 
helps stop wear. Do this frequently. 
Mention keeping the shavings re- 
certacle empty to avoid clogging of 
working parts. 

Many small economies can win 
the war! Help teach your customers 
to do THEIR share! 


Sharpeners 


Uncle Sam’s Arst 


CHICAGO, ILL. 







BINDERS 
and FORMS 


FOR THE WAR INDUSTRY! 


Newly developed items of particular appeal to 
war factories provide the dealer with a vast 
potential market. Here are a few of the timely 
records for which there is a definite, immediate 
demand: 


BOND DEDUCTION RECORDS—For con- 
cerns who have adopted the Treasury Plan of 
Pay Roll Deduction for purchase of War 
Bonds. 

VISITOR AND TRUCK REGISTERS—Neces- 
sary under the government regulations for War 
Contractors. These forms meet the require- 
ments of Federal authorities. 
STOCK AND INVENTORY 
Now more than ever must a close 
kept on stock movement. A_ wide 
forms for price control, etc. 


SEND FOR COMPLETE CATALOG 
Acquaint yourself with the above and other 
a it items available in the CESCO line. 


Exc'ustve agencies to established dealers. 


THE C.E. SHEPPARD CO. 


4401-4429 TWENTY-FIRST STREET, 
LONG ISLAND CITY, N.Y. 


















CONTROL— 
check be 


range of 
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JUST WHERE WE FIT IN 


The vital business of the Nation depends upon Carbon Paper and Typewriter 
Ribbons. Our tremendous facilities, including strategic branch services second 
to none, are occupied in helping dealers to keep, as nearly as possible, these 
vital supplies flowing through the channels of trade. Shoulder to shoulder, 
men... ‘tis a BIG job we all must do now.... 





BE SURE you obtain and extend Preference Rating information when available 
We will be at the NATIONAL STATIONERS’ MEETING in Chicago. 


See us at Booth G-2, Palmer House. 


Mirttac « Votcer, Inc. 


PARK RIDGE ° NEW JERSEY 


These convenient branches to serve you faster and better 
CHICAGO BOSTON ST. LOUIS KANSAS CITY SAN FRANCISCO LOS ANGELES 

















The of the 


Typewriter Dealer are 


services 


A 








essential to victory. Typewriter 
Dealers can depend on Ship- 
man-Ward for their repair parts, tools 


J) af and supplies. 
SHIPMAN-WARD MFG. CO. 


325 NORTH WELLS ST., CHICAGO, ILL. 


“The Dealers’ Quality Supply House” 
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* Pnrociso PAPER TRIMMERS * 





Patent No. 2,185,985 


UNDER THE EMERGENCY 


National Defense comes first. Our facilities are engaged 
100% in war work. We are doing our part to help win 
the war as speedily as possible. 

The situation is a temporary one. When the emergency 
is over we will again supply you with even finer PRECISE 
PAPER TRIMMERS than before, and be glad to care for 
your needs as we have in the past. Just now, it’s Yours 
for Victory. 


OFFICE APPLIANCES 





@ Non-priority wood construction 

@ Two Drawer-Top opens com- 
pletely 

@ "Two-Way" Compressor and 
Guide Rod 

@ Letter and Legal Size; Olive 
Green Finish 

@ Desk Height 30!/2” 

@ Shipment week or ten days 


No. MF500G—Letter Size, 
$27.00 List 


No. MF600G—Legal Size, 
$29.00 List 
F. O. B. Rockford, Ill. 


BUSINESS EFFICIENCY AIDS 


P.O. No. 258-SA, Skokie, III. 




















——- 














AMERICAN PHOTO LABORATORIES INC. 


4 28 N. Loomis St., Chicago, Ill. ‘ 








500 SAFES | 


Reconditioned and refinished, new safe guarantee, olive 
green finish, 3 tumbler combination lock. Fire-proof con- 
struction, the best commercial grade. | 


All sizes and types for record, money protection. 


NO PRIORITY CERTIFICATES REQUIRED. 
IMMEDIATE DELIVERIES. 


Catalog, price list and dealer's discount upon re quest 


Cy 












New York, N. Y. 


—______— 


139 Grand St., 



































“WKEILTAN® 


Unground Ball Bearings for the 
Metal Office Furniture Industry 


(U. 8. Patent 1,782,622. Canadiar Patent 324,059. Other patents pending.) 





| 
All parts machined from bar stock and heat-treated, | 
outer races are one piece and can be made in any desired | 
shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 
quick assembly. 95% of filing cabinet drawer slides in | 
United States and Canada ecperate on “Kilian” unground 
bearings. Samples made to your specifications. 


Kilian Manufacturing Corp. 


1728-1736 Burnet Avenue Syracuse, New York 











We have said it before, and 


we say it again: “Our job 





now is to do everything we 


UD 


“LEADERS IN THE STEEL CHAIR FIELD.” 


can to help win the War.” 


THE HARTER 
CORPORATION 


Sturgis, Michigan 














Ss top Petty Thefts 


WONDER [OCK does everything the or- 
dinary lock can do—plus many things 
no other lock has ever done before. 
Instantly applied and will securely lock 
every kind of a drawer, file or door. 
(See illustration). Also made to pro- 
tect the contents of show cases. No 
holes to drill—no nails or screws, no 
tools required. Two drawers may be 
secured with one WONDER [OCK by the 
List Price $2.50 use of brace plate furnished. 
Every store, office, factory and home a prospect. Ideal for traveling 
public. Write at once for new price and full particulars 
PROMPT SHIPMENTS 











VVONDER /OCK 55 W. JACKSON BLVD., CHICAGO, ILL 
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A NEW (fmcunverars) QUALITY PRODUCT 


ie 



















Be sure to look tn- 


The Soraatt- 


eee FILE STENCILS 


2 SIZES 


for 50 and 
100 STENCILS 


20” long, 10” wide; 
index page standard 
on both sizes; produc- 
tion record page for 
each stencil allows 
space for com- 
plete informa- 
tion. 


to this systematic 
and protective fil- 


ing method; insures 


| ?: 
jee ho- 24472 


Covers are 
of heavy blue 
leatherette stock; 
pages numbered; 
spiral binding en 
ables book to lie 
flat at all times. 


Send today for 
descriptive folder. 


Technygraph c.. 


TECHNY, ILLINOIS 








The Improved 


DURATION 


TRANSFER CASE 





rruly tt NEW iter 1 be your 
Wood y 4 ‘ 1ust replace 
I ful 
ter size irawer style. Stacks perfect 
I ped wit lrawer 
Durable Take Advantage of This New Profit Opportunity 
Utility Now 
d 1 Available for immediate delivery 
Rugge . Packed 2 to a carton—shipping weight approximately 
Attractive 35 Ibs. for each carton 
Thrifty oe a DGES rofit ite A te Card Tr Box Files 
Care ransfer ‘ Cl B rd rra fer Case etc 
[nexpensive 
Opportune HEDGES MFG. CO. 
Needed 2931 WENTWORTH AVE., CHICAGO, ILLINOIS 








CONVERTING 


OUR LINE 


TO WOOD 


STOOLS «4 STANDS 


Ready soon! 


METALSTAND CO. 


1615-25 Melon St. Philadelphia, Pa. 








Want a Hich Harvest? 


F 





-. + ORB ARE 
“THE LINE SUPREME” 


New formulation and processes have made DREAM 
Carbons and Ribbons Outstanding! 

Dealers handling the DREAM line are never called upon 
to make excuses for smear, curl or poor durability .. . 
these common faults are absent in the DREAM line. . 
Dealers make real profits, not weak excuses! 

Write on your business letter-head for free samples and 
the eye-opening prices of the DREAM line. It will be time 
well spent! 


U.S. TYPEWRITER RIBBON MFG. CO. 


Tenth & Filbert Streets Philadelphia, Pa. 

















“We've Got Your Number!” 
ARE MONEY-MAKING WORDS! 


You can tell every customer 
"We've Got Your Number!" 
when you carry Esterbrook's 
31 Renew-Points! For there's 
a style to suit every hand, 
every writing purpose for 
pocket pen or desk pen. That 
means every inquiry can be 
a sale! What's more, you 
make those sales on a low 
investment. One of the desk 
sets illustrated here—and a 
stock of inexpensive Renew-Points—gives you 
a complete pen inventory! No wonder the word 
is going around that Esterbrook's 31 Renew- 
Point numbers add up to profit! 











THE ESTERBROOK PEN COMPANY 
86 Cooper Street, Camden, N. J. 





rn 























OFFICE APPLIANCES 








SPE ED ~ M vo om 


that offers a size and model for every need...with these 


Full, Rich Inking hog +9 Send oe — 
. Easy on Rubber Re eee ot ahewae 
Stamps pad 

Large Natural 

Reservoir elim- 
inates frequent re- 


e 1. Silent 12. Can be re-inked 
12 FEATURES: 2. Sweat Proof indefinitely; no 
3. Dust Proof scraping before 
> = Aer re-inking 
. Sa ' 
6. Long Lived 
The Aut tic Inking 
7. Clear, Sharp Suvtnen ‘Geleneee, ink 
Impressions Onty on Pressure of 
8. Cleans Stamp Stamp. Surface is self 
while inking Sealing Against Evap 
8 
0 
! 


Inking. 
Rivet-O Mfg. 
Company 





or Louis Melind Co., 
Western Rep., 362 W. Chicago Ave., Chicago, tI!. 








VITAL TO VICTORY 


Speeding “OFFICE PRODUCTION” in War Industries 





VIZ. 
- PLASTIC TAB FOLDER 
NON-INFLAMMABLE | conn te 
Plastic Index Tabs— | “TAB that CAN’T HIDE’ 
SPEED VICTORY! 


Free Samples for demonstrating to WAR Industries. 


Manufact 
Vv E ! T co ° 1945 . Kirby St. Detroit, Mich. 

















NEAR SARA 
M 


Metlhed Pr oe 
MAPTACKS |f;. 
Stand Up! 


Recent tests prove that Moore Metlhed aoe | 
Maptacks can withstand 400 pounds of — ee 
crushing strength! That's why they stand “OIE, 
up under both hard use and abuse. can. ete 
Available in all colors, sizes, shapes and MOORE Map with 
styles. Display them in the new Metlhed : oaks 
Maptack Display cabinet—free with or- 
der for 5000 assorted Maptacks. Your 
jobber can supply it. 


MOORE PUSH-PIN COMPANY 


at*e, 
. 
. 
° eee” 
Ps 

tees” 
* oP "3 











SINCE 1900 * 113-25 BERKLEY ST., PHILADELPHIA, PA. 











Make More 
Money 


Lawyers, banks, manu 
facturers and others in 
your city use engraved 
letterheads. This busi 
ness is yours if you want 
it. Our prices are the 
lowest in America. 








Latterheed | Lean ing Sample Book mailed for pong of $1.00 which is 
r receivin $10.00 net of rav wv return of Pana book 


NATIONAL ENGRAVING COMPANY 


BIRMINGHAM, ALABAMA 

















NON-RUBBER 


Typewriter 
Keys 


g 
The SPRING’S 
the THING! 


MASTER 
SPEED KEYS 


Guaranteed for three 
years. 


Speed Key Mfg. Co. s32.ccwntes Yess 























ROLLING STORE LADDERS 
“A” Type Ladders . Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store- 
rooms. 

Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 


New Literature Now 
Ready 
WRITE FOR IT, WITH 
PRICES AND DISCOUNT 
Manufactured by 


_D. COTTERMAN °° "Sucaco. 








{ool 


e 
v 
Gm 
illite 


py ace), Baa, fori k 
WORKS CO. "oxic" 








Have You 


a Friend—.. business acquaint- 

ance who might like to keep in touch 

with office equipment by reading 

Office Appliances? If so, send us the 

name, address and business and we will 

send a sample copy with our com- 
pliments. 


THE OFFICE APPLIANCE COMPANY 


600 WEST JACKSON BOULEVARD, CHICAGO, U. S. A. 
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Specify — 


a  Waldon Rovers Enanaw 


QUALITY STANDARD 


WoORLD’S 


They Correct Mistakes in Any Language 


169 


4 ” 
4 : ,, vy 
Ss “i 


— lasting satisfaction for your Customers 


WELOON RoBERTS RUBBER Co. ° 








SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


FREIGHT 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, 


AND MANY OTHER CALCULATIONS 


No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors. 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
free trial basis. Nation- 
ally advertised! Write 
for details nowl 






Simply tip 
the card 
and copy 


3468 N. Clark St. 


Meilicke. ystems, Inc. Chicago, Ill. 











+ NewarRk, New Jersey, U. 





HEAVY DUTY 


did you say? Then your 
answer is the sturdy 


ACME No. 1 


HEAVY DUTY Hand Stapler 


Ideal for fastening voluminous corresp--idence 
sample swatches of paper, leather and fabric, for 





stapling of catalogs, programs, etc. Adjustable Full details 
guide for accuracy. ACME No. 1 can handle three in our 
leg lengths: %, 5/16 and %” without mechanical Silverstreak 
change and can be especially equipped to take 4%” Folder. 


ACME STAPLE CO. 


1648 Haddon Ave. Camden, N. J. 
ALSO MFR. ACME NO. 2—SURESHOT—SIMPLEX—MIDGET 














MAGIC FLOW 


An Excellent 
Duplicating Ink 


ALSO OTHER DUPLICAT 
ING SUPPLIES . . . Colored 
Inks available. Samples and 


prices upon request 


CONTINENTAL 
INK COMPANY 


544 W. Lake St. Chicago 














RITE-RITE MFG. CO. * DOWNERS GROVE, ILL. 


SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 





POCKET SEALS oF QUALITY 
The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 








“BEST SELLER” for 40 YEARS 








THE NOTARIES FAVORITE 





The “OFFICIAL” Pocket Seal 


REALLY EMBOSSES 
HEAVY PAPER 


A CORPORATE SEAL 
POCKET SIZE 


FURNISHED IN 3 SIZES 











FREE LEATHERETTE POCKET CASE with EACH SEAL 
MANUFACTURED BY 


Sho MEYER & WENTHE, Inc. S 
Established 1854 
Dependable Service for 87 Years 


30 SOUTH JEFFERSON STREET, CHICAGO, ILLINOIS 





PLACE YOUR ORDER WITH YOUR LOCAL 


MARKING DEVICE DEALER 
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Steady Profits! Repeat Sales! 


For dealers handling the MAIL- 
ERS' line of 100% Guaranteed 
Rebuilt Office Machines, Sup- 
plies, Equipment, Parts, etc... . 
ALL rebuilt in MAILERS’ modern 
six story building, staffed by fac- 
tory trained experts .. . 


NO INVESTMENT . . . WRITE FOR 
COMPLETE DETAILS. 


E-X-P-A-N-D and Sell 








Addressograph Adding Machines 
Elliott Calculators 
Mimeograph Comptometers 
Multigraph Dictating Machines 
Mailing Machines Kardex Cabinets 


Accessories, Supplies and Parts 


Mailers’ Service & Equipment Co. 
38-40 W. 15th St., Dept. B-9 (Mailers’ Bidg.) N.Y.C. 





OFFICE APPLIANCES 


BANK PASSBOOKS 


and Pocket Check Covers 


New methods of manufacturing 
make Low Prices and Easy 
Sales. Super Finish and An- 
tique Moorish Passbooks. N.C.R. 
and Burroughs Window Ma- 
chine Passbooks and all other 
style Passbooks and Check 
Cases. BIG OPPORTUNITY 
for Bank Supply and Stationery 
Salesmen. 








Write for samples and prices. 
Full particulars on request. 




















Efficient and economical. 
Will keep correspondence 
and papers always on hand 
and properly arranged. The 
most efficient desk file on 
the market. Made in four 
sizes. A very profitable 
item for stationers 


















Hanson Scale Co. 
525 N. ADA ST., CHICAGO 
















Stenographers prefer Clarotype for 
cleaning typewriter type. It works in- 
stantly . . . without spattering. it 
gives good service and good value for 
50 cents. More than 4500 dealers 
feature Clarotype because it repeats 

. and repeats. Order today from 
your jobber or write direct to 


The Clarotype Company, Inc. 
16-K Hudson Street, New York 


CLAR-O-TYPE 


THE BEST KNOWN TYPE CLEANER 
KNOWN AS THE BEST 









AMERICAN PASSBOOK CO. 


AKERS BLDG. CLEVELAND, OHIO 


NUMBERING MACHINES 


Model Gi) 3 Movement 


Model QD Lever 
Movement 


Model €) 9 Movement 


WRITE FOR DISCOUNTS 


AMERICAN NUMBERING MACHINE CO. 
BROOKLYN, NEW YORK 








BUILD good-will and insure repeat orders with the preferred 
Daco line. Write today for catalog A, available to all deal- 


ers, with complete price list. 

@ Filing Systems @ Filing Folders 

@ Printed and Ruled Stock Forms @ Guides and Indexes 

@ Special and N.C.R. Forms @ Bank and Insurance Forms 


oN teen fora 
DACO 2 
THE DACO CARD s INDEX CO. 


9 FEDERAL COURT BOSTON, MASS. 












“wie FOR ALL TRAVELERS 
% by train, bus, plane or automobile, 


' whether for pleasure, on private business 
or government service, 


BEACH’S 
“Common Sense” 
Expense Books and Sheets 


are best for keeping track of expenses. 
There is a Personal Expense Book, too, for 
records at home. 


Beach Publishing Co. 
7338 Woodward Ave., Detroit, Mich. 
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AID TO 
BRITAIN 


# & TRIED, TESTED AND APPROVED 
Write For Samples and Prices 


. STINTER-STATE 
BU Y ' E RIBBON & CARBON. CORP 
. 4 Manufacturers 


THE 


INKED RIBBONS 
CARBON PAPERS 





2202-2210 SUPERIOR AVENUE, CLEVELAND, OHIO 





STAPLE REMOVER 


The New PRESTO Staple Re- 0 
mover quickly—easily re ne 
moves all wire staples from the 
checks, letters, reports and of 
other papers. No torn papers. Four 
No broken fingernails. The 


Presto is made of colorful PRESTO 


plastic and hardened steel— Profit 
priced low—assuring wide 


use in office, school and home. 
Write for full facts. Makers 


EXPORTER 25¢ METAL SPECIALTIES MFG. CO. 





3200-08 Carroll Ave. Chicago, III. 





published quarterly by TRI-DUTY MANO -MACHINES 


the proprietors of the for Cutting, Ruling, Punch- 
BRITISH STATIONER ing, Creasing and Perforating 


CUS without power one or a number 
of sheets in one operation; also card- 
board, canvas, textile, leather, oil- 
cloth, etc., quickly, easily and ac- 







contains a comprehensive display of curately. 

id ats RULING: Commercial forms, Tables, 
the most attractive and saleable British Charts, Borders, etc., in colors, pencil 
° ‘ . or ink. Eliminates bleeding; requires 

Made lines of stationery merchandise. NO T-square or tacks. 
° PUNCH, |/, inch, with wide platforrn 
We shall be pleased to mail you a copy for conveniently punching larye 

° ° forms. 
post free each quarter if you will com- PERFORATOR, slot hole, easily and 
quickly operated 

plete the form below. CREASING attachment for cardboard 


and corrugated cartons 

A Tri-Duty Mano-machine is a paying 
investment in every office and factory. 
Write for full details and prices. 


BRITAIN DELIVERS THE GOODS ee 5 Bo - " . ; ep wingers gh CO. 




















—-<-====-- SEND US THIS COUPON ====-=== 


To F. W. BRIDGES LTD., 
Proprietors THE BRITISH STATIONERY EXPORTER, 
34, Bridge Street, HEREFORD, ENGLAND 


(Late of Grand Building. Trafalgar Square, London, W, C. 2. ¥ 
Please send to the address below Free copy each quarter of Lp AFOKIL 
the BRITISH STATIONERY EXPORTER. ED / /f , IM ALTA 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent cel- 
lulose. We build to fit your particular need. Write 
us for details. 


Markiloe Company, Mfrs. 


3633 S. Racine Ave. Chicago, U. S. A. 


/, 


Name 





Address 


Date 
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OFFICE APPLIANCES 











TO EXECUTIVES: 


NOW YOU CAN HELP 


The Treasury's decision 
to increase the limitations 
on the F and G Bonds 
resulted from numerous 

requests by purchasers who asked the 
Opportunity to put more money into 
the war program. 

This is not a new Bond issue 
and not a new series of War Bonds. 
Thousands of individuals, corpora- 
tions, labor unions, and other organi- 
zations have this year already pur- 
chased $50,000 of Series F and G 
Bonds, the old limit. Under the new 
regulations, however, these Bond 
holders will be permitted to make 
additional purchases of $50,000 in 
the remaining months of the year. 
The new limitation on holdings of 
$100,000 in any one calendar year in 
either Series F or G, or in both series 
combined, is on the cost price, not on 
the maturity value, 


Save With... 








Series F and G Bonds are intended 
primarily for larger investors and may 
be registered in the names of fiduci- 
aries, corporations, labor unions and 
other groups, as well as in the names 
of individuals. 


The Series F Bond is a 12-year 
appreciation Bond, issued on a dis- 
count basis at 74 percent of maturity 
value. If held to maturity, 12 years 
from the date of issue, the Bond draws 
interest equivalent to 2.53 percent a 
year; computed on the purchase price, 
compounded semiannually. 

The Series G Bond is a 12-year cur- 
rent income Bond issued at par, and 
draws interest of 2.5 percent a year, 
paid semiannually by Treasury check. 


Don’t delay—your “fighting dollars” 
are needed now, Your bank or post 
office has full details. 


War Savings Bonds 




















HEYER 


SUPPLIES 


WAR EMERGENCY SUGGESTIONS — 


to help dealers maintain sales and profits 


1. If material shortages and government restrictions 
have curtailed some of your regular lines, let HEYER 
Quality DUPLICATOR SUPPLIES help you maintain sales 
—increase your profits and build added customer 


good-will. 
2. When sales of restricted items slump, put a little 
extra effort back of HEYER Quality DUPLICATOR 


SUPPLIES. Then watch your sales curve go up and your 
profits quickly replace those of lost leaders. 


Write for catalog, prices and PROMOTION SUGGESTIONS 





As contributors to the war effort, 
they merit your praise and recog 


nition. 


Consider what our country has gained 
through the spirit and ability of these 


men and women. 


No other country has produced office 
workers of such alertness, ambition 


and progressiveness. 


Nowhere else have such workers been 
so willing to improve their methods, 
so consistently eager to replace the 


old and slow with the new and quick. 


This has resulted in the creation of a 


CITATION 
To The Office Workers Of America... 


huge office machinery industry of 
which Underwood Elliott Fisher is 


proud to be a part. 


Because this industry exists, our 
Army and Navy possess a supply of 
typewriters and other office machines 


unmatched by anv of the enemy. 


Because this industry exists, our 

country possesses a group of manu 

facturing plants—déui/t to supply the 

world’s greatest needs for office ma 
' 


chines—now turning out large quan 


tities of important war materials. 
Day after day we read of deserved 


awards to factory workers .. . here 


is our tribute to America’s office 


workers. 


‘And here is out promise to those 
workers, several million of them our 


valued customers. 


No matter what the difficulties, our 
maintenance service will continue 


undiminished from coast to coast. 


We shall continue to provide spare 
parts . .. as well as a complete line 
of carbon paper and ribbons unsur- 
passed in quality, for every make of 
office machine. 


And we shall continue to devise and 
suggest methods for conserving their 
typewriters, adding and accounting 
machines and for operating these 
machines with greater efficiency. 


Underwood Elliott Fisher 


HELPS SPEED THE NA VICTORY 


tt Fisher Company, One Park Ave., 


New York, N. Y. 








